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Part One 





NATIONAL BODY ON 
OUTLOOK FOR OFFICIAL 


Agents Association Will Canvass 
the Field for Secretary to 
Succeed Miller 


NO ONE YET IN MIND 


Organization Is in Tiptop Shape But 
Has Many Serious Probiems 
Confronting It 


NEW YORK, Feb. 11.—Pending the 
selection of a secretary-treasurer of 
the National Association of Insurance 
Agents in succession to Chauncey S. S. 
Miller, who resigned because of ill- 
health, James L. Case, chairman of the 
executive committee, will serve as in- 
terim secretary. Mr. Case, who is a 
leading agent and investment broker 
of Norwich, Conn., has taken a very 
lively interest in the work of the Na- 


tional association and usually visits its 
offices here twice a week. President F. 
J. Cox also keeps in close touch with 
the work. 

Frank H. Lowndes, who has been ac- 
countant of the association for some 
time past, was recently given the title 
of assistant-treasurer and with added 
responsibilities. 

Underwood to Continue 


William E. Underwood continues as 
editor of the “American Agency Bul- 
letin,” the official organ of the Na- 
tional association, a post to which he 
was appointed about a year ago. Mr. 
Underwood is a journalist of ripe ex- 
perience and in his earlier days was in 
the fire insurance business. Under his 
management the “American Agency 
Bulletin” has improved materially in 
size and quality and is meeting with 
increased favor from the field force. 

No One Yet in Mind 

The committee has no one in mind 
for the secretaryship as yet, though 
doubtless a choice will be made in 
ample time for consideration at the 
mid-winter conference to be held at 
Richmond, Va., March 17-19. To sat- 
isfactorily fill the post requires a man 
familiar with insurance practice and 
history; a clear and convincing public 
speaker and of strong executive capac- 
ity. He must be able to deal diplo- 
matically with agents and company 
officials; ironing out differences be- 
tween the two and creating harmony 
and cooperation in furthering the great 
forward plans of the organization. The 
task is no easy one, for problems of 
serious importance are now before the 
association, and in the present temper 
of the American people, when all sorts 
of strange doctrines are being put 
forth, the proposition is sure to become 
increasingly difficult as time passes. 
But that the right man can be secured 
admits of no doubt, and President Cox 
and his associates are confident of 
their ability to find him. 

Under Mr. Miller’s administration the 


CONFERENCE NOW HELD 


NON-BOARD COMPANIES TALK 





Attempt Being Made to Iron Out the 
Rate Situation in New 
York State 





NEW YORK, N. Y., Feb. 11—A 
conference is in progress today in the 
local offices of the state insurance 
department between Superintendent 
Jesse Phillips, the officers of a num- 
ber of non-association fire companies 
and local agents regarding the effort 
of the department to have the com- 
panies file rating schedules in this 
state and thereby avoid the charge of 
rate variation so frequently made by 
merchants of the commonwealth. All 
told, there are about 35 stock com- 
panies that do not hold membership 
in the Underwriters Association of New 
York State, and hence are not entitled 
to nor do they use its mercantile rat- 
ing schedule. They did file a dwelling 
schedule some time ago, and no com- 
plaints have been.lodged regarding 
irregularities from this class of risks. 
Rather than go to the expense of pre- 
paring complete mercantile schedules, 
the company men feel they might join 
established rating bodies, and seem in- 
clined to do so. Their agents, to the 
number of nearly 100, protest the sug- 
gested move, contending that its ob- 
servance would take away one of their 
most effective soliciting arguments. At 
today’s gathering an effort will be 
made to harmonize the conflicting in- 
terests and an endeavor sought for 
securing uniform rate schedules to the 
non-affiliating offices. The attitude of 
the department does not affect co- 
operatives, the great majority of which 
write farm and rural business only. 








orous force than it had previously been, 
its membership showing a gain of 38 
percent. In the course of the two years 
in which he held office, Mr. Miller trav- 
eled nearly 30,000 miles, addressed asso- 
ciation gatherings in 26 states and ma- 
terially aided in reorganized state asso- 
ciations in Colorado, Oregon and the Dis- 
trict of Columbia. 

The plan of voluntary graded mem- 
bership dues was fixed, under which 
agents contributed to the association in 
accord with the premium incomes of 
their respective offices, instead of pay- 
ing uniform dues, as was previously the 
ease. The result of the innovation was 
a material gain in the financial income 
of both the National and the various 
state associations, which enabled sev- 
eral of the latter to employ paid secre- 
taries for the furtherance of their re- 
spective interests. 


Competition of Brokers 


The outstanding problem before the 
National association continues to be the 
competition of big brokerage offices, 
especially where floating coverage forms 
are employed. Of recent years the ac- 
tivity of non-agency mutual companies, 
particularly in the workmen’s compen- 
sation field, has been of growing concern 
to the agents, and this question is being 
very attentively studied. 

Mr. Miller has made no definite plan 
for the future yet, his most immediate 
concern being to regain his wonted good 
health. Once this be secured he will 
doubtless make a new connection in the 
field where his wide acquaintance and 





National association became a more vig- 


HOME GETS ANOTHER 


TO CONTROL CITY OF N. Y. 





Makes Purchase of a Large Block of 
Stock and Will Direct Its 
Affairs 





NEW YORK CITY, N. Y., Feb. 10. 
—The City of New York is to become 
affiliated with the Home of New York, 
the Home having purchased a very 
large block of the former’s capital 
stock. The City of New York will be 
operated as a separate company but 
greatly strengthened by having back 
of it the Home organization. The capi- 
tal of the City is being increased from 
$600,000 to $1,000,000. This has been 
done by selling $400,000 worth of au- 
thorized and unissued treasury stock 
to the American Exchange Security 
Corporation at two for one. The Se- 
curity Corporation is affiliated with the 
American Exchange National Bank 
which it is stated made the purchase 
for the Home. When the new capital 
is paid in it will add $400,000 to the 
surplus fund. 


Had Honorable Career 


The City of New York was organ- 
ized in 1905 by Major A. White, who 
is president of the New York Plate 
Glass. The City has been conserva- 
tively operated throughout the country 
and has built up a premium income of 
about $1,250,000. Naturally under the 
Home management it will be more ag- 
gressive and will have greater prestige. 
For some little time there has been a 
feeling among financial and insurance 
interests on the inside that something 
was brewing with the City. The Home 
has recently acquired some large build- 
ings surrounding the building at the 
northwest corner of William street and 
Maiden lane, which is owned jointly by 
the City of New York and the New 
York Plate Glass. 


New Directors Elected 


Control of the City of New York hav- 
ing passed to interests identified with 
the Home, the following named officers 
of the latter corporation were elected 
directors of the former as well, at the 
meeting of stockholders of the City of 
New York yesterday: E. G. Snow, pres- 
ident; F. C. Buswell, Clarence A. Ludlum 
and Charles A. Tyner, vice-presidents; 
Wilfred Kurth, secretary, and William 
Ives, counsel, The directors of the City 
of New York will meet to elect officers 
Feb. 26, when it is assumed E. G. Snow 
will be chosen president and doubtless 
other officers of the Home will be added 
to the roster. Home interests have al- 
ready purchased over 50 per cent of the 
City of New York stock, and for a limited 
time will buy all additional shares of- 
fered them at a given price. The ar- 
rangement between the new and the old 
interests of the City of New York is 
perfectly amicable, the deal inuring to 
the benefit of all concerned. 


New President for Northern 


NEW YORK, Feb. 11.—William Brew- 
ster, a prominent carriage manufacturer 
of Long Island City, has been elected 
president of the Northern of New York 
in succession to the late William Mason. 
Mr. Brewster was one of the incorpora- 
tors of the Northern and has served 





organizing ability will be of service. 





COMPANIES HAVE PLAN 
FOR THE RAILROADS 


Association Is Formed for Hand- 
ling the Business in 
the East 


RAMBO IS IN CHARGE 


Expected Lines Will Return to Private 
Owners by the First of Coming 
Month 


NEW YORK, N. Y., Feb. 11.—An- 
ticipating the return of the steam rail- 
ways of the country to the control of 
their owners by the United States gov- 
ernment on March 1, the fire insurance 
companies that specialize in the writ- 
ing of railway properties have per- 
fected their plans for handling the 
business, assuming of course, that it 
will again come to them. 

The organization in the east will be 
known as the Railway Insurance Asso- 


ciation and Charles N. Rambo will be 
its director, with the title of General 
Agent. Mr. Rambo is generally recog- 
nized as the most expert railway pro- 
tection engineer and underwriter in the 
country, and the insurance men are 
happy in securing his services. For a 
time Mr. Rambo was in the govern- 
ment employ, looking after the fire 
protection of railway properties, but 
some months ago resigned to resume 
his old position as secretary of the 
Mutual Fire, Marine & Inland of Phil- 
adelphia. For several years previously 
he had charge of the insurance of the 
Pennsylvania and allied lines. 

Twelve companies now belong to the 
Railway Insurance Association, as fol- 
lows: Hartford, Home, North Amer- 
ica, Royal, Liverpool & London & 
Globe, Western of Canada, Firemans 
Fund, Globe & Rutgers, Commercial 
Union, Continental, Fidelity-Phenix 
and the American Eagle. The last 
three joined some months ago. 


Standard Officials Advanced 
O. J. Prior has been elected president 
and W. M. Crozer secretary of the Stand- 
ard Fire of Trenton. Mr. Prior has long 
been secretary and underwriting manager 
of this company and is largely responsi- 
ble for its steady prosperity. 


A. G. Martin Honored 


In appreciation of the 35th anniver- 
sary of his connection with the Northern 
of London, United States Manager A. G. 
Martin was presented with handsome 
floral tributes by the office staff and with 
a finely engraved cigarette case by the 
executives. 


Will Again Write Hail 

The directors of the American of New- 
ark have authorized the writing of hail 
insurance on growing crops. The Ameri- 
can formerly wrote hail insurance but 
gradually withdrew from the general field, 
writing it only in connection with a few 
agencies in Illinois and Indiana. It will 
now reenter the business and build up a 





continuously upon its directorate. 
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LOYALTY WEEK IS TO 
BE OBSERVED SOON 


National Board Is Calling on All 
Lines to Observe Special 
Period 


REASON FOR THE MOVE 


Reasons Are Presented for the Fire 
Insurance Americanization Move- 
ment and Its Objects 





NEW YORK CITY, Feb. 11.—The 
National Board has designated the 
week beginning Feb. 22 as “Loyalty 
Week.” E. W. West, president of the 
Glens Falls, is chairman of the com- 
mittee of the National Board on public 
relations and is back of this important 
movement. An attempt is now being 
made to get an official proclamation 
issued by the President of the United 


States, the governors of the various 
states and mayors of cities designating 
that week as “Loyalty Week.” It is 
eminently fitting that this week be cele- 
brated inasmuch as Feb. 22 is the an- 
niversary of the birth of Washington, 
the father of the country, who had 
much to do with the establishment of 
the corner stone of American liberty. 


National Board Takes Lead 


The National Board is taking the 
lead among business organizations for 
a rebaptism of American loyalty and 
the organizing of American forces to 
stimulate patriotism and reaffirm allegi- 
ance to the republic and its principles. 
The National Board has issued a state- 
ment as to what is meant by the fire 
insurance Americanization movement. 
It says: 


It is a movement beginning in the 
ranks of the fire insurance business with 
the purpose of making a declaration of 
principles on the part of a large, influen- 
tial and widely distributed body of 
American citizens. 

It is induced by the fact that silence 
is apt to be misunderstood and that de- 
sultory talk and action is about as 
valuable as unorganized effort. 


Analysis of Situation 


Here is an analysis of the situation as 
we see it in 1920: 

1. There is today an unprecedented 

activity of political and economic propa- 
’ ganda. 
2. This propaganda includes a large 
number of newspapers, many magazines, 
innumerable feafiets and pamphlets, and 
a great activity of speakers and agi- 
tators. 

3. It appears to be supplied with con- 
siderable funds and bears every evidence 
of being well organized. 

4. It is characterized by its prepon- 
derating foreign character. While it in- 
volves a certain class of so-called 
“intellectuals” of American birth, it is 
essentially a foreign movement within 
the United States. 

5. It is vehemently anti-American in 
character in that it proposes the over- 
throw of the American government and 
the abandonment of American principles 
of liberty and political equality. 

6. It is also subversive of moral prin- 
ciples and preaches the doctrine of dis- 
cord and violence. 

7. It has already been characterized 
by assassinations and explosions and by 
plots of destructive purpose. 


National Emergency 


The above are the elements of a na- 
tional emergency quite as serious as 
was that of the war itself, but as an 
offset to its menace may be mentioned 
certain other unquestionable facts. 
These are as follows: 

(A) The overwhelming majority of 
the American population is devotedly 
loyal to the nation and its principles. 

(B) Its unselfish idealism was never 
more clearly shown than in the war 
which has just ended. 

(C) The destructive propaganda is 


abhorrent to its national instincts, but 
has not yet been sensed in its true pro- 
portions and danger. 

(D) There is an urgent need on the 
part of the loyal and purposeful ma- 
jority to declare its principles and to 
formulate plans for the elimination of 
this evil. 


Represented Everywhere 


The fire insurance business is directly 
represented in every city, town and al- 
most every village in the United States; 
it therefore seemed appropriate that its 
members take an immediate and unmis- 
takable stand upon the question of 
Americanism. This would definitely line 
up one of the nation’s largest interests 
and should serve as an example to many 
others. 

The enrollment already includes a 
great many thousands of the leading in- 
surance men in every part of the coun- 
try; each one of these has pledged him- 
self as follows: 

1. To exercise my influence as oppor- 
tunity may offer for the suppression of 
disloyalty and the promotion of Amer- 
icanism. 

2. To support the widest possible dis- 
semination of American ideals through 
the schools, the press, the pulpit and in 
public meetings. 


Defensive and Constructive 


It will be noted that this pledge is 
both defensive and constructive. Every 
true American will defend his land 
against hostile aggression from within 
or without, but no true American is 
content to rest with defensive action 
where there is an opportunity to pro- 
mote the true advancement of the coun- 
try. The consideration of means for 
such accomplishment is of the first im- 
portance. 


1. Organizing a Committee 


We are enclosing a list of the fire in- 
surance men in your town from whom 
we have received enrollments. We sug- 
gest that you immediately get in touch 
with them and form yourselves into a fire 
insurance <Americanization committee, 
notifying us of this fact as soon as it is 
accomplished. 


2. Completing the Fire Insurance 
Enrollment 


The first activity of this committee 
should be to obtain and send to us 
pledges from all others whose names 
should appear on this list. Upon such 
a question there should be nothing less 
than a 100 percent enrollment of the fire 
insurance men in your town. On the 
other hand, if there is any divided loy- 
alty it is well to know it without delay. 


3. Preparing for “Loyalty Week” 


The week beginning Sunday, Feb. 22, 
1920 (Washington’s Birthday), has been 
designated as “Loyalty Week” and we 
are requesting special proclamations 
from all governors and mayors urging 
that it be so observed by schools, 
churches, civic bodies and the public 
generally. It is desirable that the com- 
mittee cooperate to insure the issuance 
of such a proclamation by the mayor of 
your town and its local dissemination. 
The following is a suggested form for 
this proclamation: 

“More than a century ago, our first 
President said: ‘Let us raise a standard 
to which the wise and the honest can 
repair; the event is in the hands of God.’ 
In view of the persistent and widespread 
attempts of the present day to overthrow 
this standard and to subvert the prin- 
ciples for which it stands, I hereby pro- 
claim the week of Feb. 22-28, inclusive, 
as ‘Loyalty Week,’ and urge that our 
loyal citizens send voluntary written 
acknowledgment of their firm adherence 
to the American principles of liberty, 
representative government, the suprem- 
acy of law and the enlightened rule of 
the majority to the Mayor’s office during 
the week so designated. I also urge 
that public expressions of sentiments of 
loyalty be given through meetings and 
otherwise.” 


4. Securing Pulpit Announcements 


We suggest that your committee make 
a sufficient number of copies of the fol- 
lowing announcement to furnish them to 
all the clergymen of your town, with 
the request that it be read from the 
pulpit on Sunday, Feb. 22: 


Pulpit Announcement 


Upon this anniversary of the birth of 
the great American who devoted his un- 
swerving loyalty and his great ability 
to the task of bringing into being “a 
new nation, conceived in liberty and 
dedicated to the proposition that all 


another great American whose birthday 
we recently observed, it is fitting that 
we take thought of the preservation of 
those ideals for which both of them 
game their highest efforts. To this end, 
every true American will desire to meet 
the dangerous propaganda of un-Ameri- 
can doctrine by making his own position 
unmistakably clear. 


Pledge Is Suggested 


All members of this congregation are 
therefore urged to send their signatures 
to the mayor of this town to the fol- 
lowing pledge: 

Realizing the great importance of 
maintaining American institutions and 
preserving American ideals in the face 
of widespread and insidious attempts 
to destroy them, I hereby pledge myself: 

1. To exercise my influence as oppor- 
tunity may offer for the suppression of 
disloyalty and the promotion of Ameri- 
canism; 

2. To support the widest possible dis- 
semination of American ideals through 
the schools, the press, the pulpit and in 
public meetings. 


5. Arranging a Public Meeting 


During the week, there should be a 
public meeting, which should be pre- 
sider over by the chairman of your 
committee and which should include ad- 
dresses by the mayor, and other promi- 
nent men. The following is a suggested 
program for such a meeting: 
1. Opening Address: The 
Emergency by the chairman. 

2. The Rule of the Majority, by the 
Mayor. 

3. The Supremacy of the Law, by a 
prominent judge or lawyer. 

4. Patriotism as a Spiritual Force, by 
a prominent clergyman. : 

5. Evolution Versus Revolution, by a 
prominent business man. 

A supply of enrollment blanks should 
be in the hands of the ushers and dis- 
tributed for signature at the request of 
the mayor. 


National 


6. Newspaper Pledges 


In order to secure the. widest possible 
citizen enrollment, the local newspapers 
should be urged to print the pledge, 
with space for signature, prominently 
during “Loyalty Week,” with the request 
that it be signed and sent in to the 
mayor's office. 


7. School Exercises 


The school authorities should be asked 
to co-operate to the extent of setting 
apart an hour upon the morning of Fri- 
day, Feb. 27, for loyalty exercises. These 
ean include the singing of “The Star 
Spangled Banner” and of “America” and 
talks by the teacher and by a speaker 
representing the committee, followed by 
the signing of the pledges by the pupils. 

It is not deemed advisable at this time 
to discuss plans looking beyond “Loyalty 
Week,” but it will be evident that the 
Fire Insurance Americanization Commit- 
tee can easily make its influence felt as 
a constructive force of practical patriot- 
ism inspired by motives of the highest 
desire for the country’s present safety 
and its future development along lines 
of sound and enduring progress. 

The first proclamation to be issued in 
connection with loyalty week was made 
by Governor E. I. Edwards of New Jersey. 
He very promptly endorsed the recom- 
mendation of the National Board. 


AIRCRAFT COMPANIES MEET 


Preliminary Steps Were Taken by a 
Number of Institutions Writing 
This Class 


NEW YORK CITY, Feb. 11.—Ac- 
tion has been taken to organize the 
National Aircraft Insurance Associa- 
tion. The companies being represented 
at the first meeting were the Aetna 
Life and its affiliated companies, Fire- 
man’s Fund, North British & Mercan- 
tile, Queen, Royal and Home. The 
Hartford Fire, North America, Na- 
tional Liberty, Travelers, Globe & Rut- 
gers, Columbia of New Jersey and 
Boston will be asked to join. The pur- 
pose of the organization will be to 
establish rates and rules for the writ- 
ing of this business. It will deal with 
liabilty, property damage, collision, fire, 
transportation, theft, stranding or sink- 
ing of air craft, passenger carrying, 
acrobatic, exhibition flying, instruction 














men are created equal,” as was said by 


and demonstrating. 


INSURANCE IN PACE 
WITH MODERN TIMES 


No Class of Business Has Given 
Better Service for Present 
Day Needs 


COLUMBUS MAN EXPLAINS 


Andrew J. Pembroke Tells Rotarians 
of Importance of Coverage and 
What It Does 


COLUMBUS, O., Feb. 10—Exem- 
plifying the motto of the Rotary Club, 
“He profits most, who serves best,” 
Andrew J. Pembroke, head of the vet- 
eran fire insurance agency of Shedd & 
Pembroke, Columbus, and former pres- 
ident of Columbus Rotarians, addressed 
the regular Tuesday luncheon of the 
Rotary Club on “Service from the 
Viewpoint of an Insurance Agent.” 
The address was especially timely 
since the $800,000 Morehouse-Martens 
department store fire loss Jan. 26 made 
the business men and manufacturers of 
Columbus keen to know the real facts 
about present-day insurance. Pem- 
broke said in part: 


Wide Varicty of Coverage 


No class of business in the world has 
kept pace with the times equal to the in- 
surance business, and almost any form of 
indemnity can be obtained as follows: 
Fire insurance in all forms, rent, sprink- 
ler leakage, leasehold, marine, automo- 
bile, parcel post, registered mail, inland 
transient, tornado, hail, real and civil 
commotion, explosion and use and occu- 
pancy or business interruption indem- 
nity. 

Special attention might at this time be 
called to the very unusual increase in 
values. Your agent should carefully go 
into the subject of values, if he intends 
giving you the broadest and best service. 
The agent who treats insurance as a 
commodity is not doing his best for his 
customer or himself, but the agent who 
treats it as a service benefits you, the 
company he represents and himself. He 
wants you fully protected and is inter- 
ested from the date of placing the insur- 
ance to the adjustment of loss if any. 


Coinsurance Not Understood 


I believe I am safe in the statement 
that not over 10 per cent of the insuring 
public thoroughly understand the opera- 
tion of the co-insurance clause. Take 
my advice, if your business or your books 
are not kept so that you know your ex- 
act sound values at all times, either im- 
prove your system or eliminate the 
coinsurance clause. If you do not know 
the present sound value of your build- 
ings, employ a good contractor to give 
you in writing the sound value of each 
building, before you accept a coinsurance 
contract. The coinsurance clause gives 
you a large reduction in rate when at- 
tached to your policies, but if the values 
are arrived at in a hap-hazard way, the 
penalizing by the companies in case of 
partial loss will not compensate you for 
the saving in the premium. My advice 
is, get your sound values correct and then 
apply the coinsurance clause. I never 
deliver a policy to the assured that has a 
coinsurance clause attached, that I do 
not call his attention to same and ask 
him if he understands it. 


Importance of Use and Occupancy 


I wish to give you a little explanation 
of the most attractive form of up-to-date 
insurance. Use and occupancy or busi- 
ness interruption indemnity is insurance 
against loss sustained through inability 
to use and occupy certain premises as 
described in form attached to policies. 
U. & O. insurance is nothing more than 
per diem profit insurance. In order that 
the insured may collect his full unim- 
paired net profits, it is necessary of 
course that the form shall include all 
items of expense which must continue 
during the time his business remains un- 
productive, such as general maintenance 
to the extent of taxes, heating and light- 
ing, legal liability of assured for royal- 
ties, salaries and wages of such em- 
ployes as must be retained in order to 





(CONTINUED ON PAGE 5) 
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NEW CHICAGO COMPANY 


IT WILL WRITE REINSURANCE 





Great Western Fire Is Being Organized 
by Interests Connected With 
Chicago Companies 





The Great Western Fire of Chicago 
is being organized with $400,000 capital 
and $600,000 surplus, the main factors 
being Napoleon Picard, manager of the 
Insurance Exchange building and secre- 
tary-treasurer of the Marquette Na- 
tional Fire of Chicago, who is acting 
as trustee, and F. J. Matre, who is the 
son of President Anthony Matre of 
the Marquette National, who is acting 
as general manager of the Great West- 
ern. Other incorporators are: F. H. 
Ross and F. H. Ross, Jr., of New York 
City, who are metropolitan managers 
of the Buffalo Fire, Standard Fire of 
New Jersey, Globe of Pittsburgh, 
Marquette National, Columbian Na- 
tional and Hawkeye Securities of Des 
Moines; James F. Houlehan, chairman 
of the board of directors of the Mid- 
West National Bank of Kansas City, 
Mo., and general agent of the Mar- 
quette National; Anthony Matre, presi- 
dent of the Marquette National; 
Charles E. Hannauer, an attorney of St. 
Louis and insurance agent; R. G. Dev- 
lin, treasurer, Metropolitan-Hibernia 
Fire of Chicago; Henry Reis, director 
of the St. Clair National Bank and vice- 
president Marquette National; A. C. 
Mack, managing underwriter Great 
Lakes Fire of Chicago; George Mc- 
Kinney of St. Louis; Arthur Picard of 
Chicago, local agent; Joseph Weibel 
of Chicago, local agent; Henry Hoff- 
mann, managing underwriter Mar- 
quette National; George J. Wessels of 
Chicago, general auditor; F. P. Leon- 
ard, assistant manager Cook County 
department Marquette National. An- 
thony Matre is chairman of the boaril 
of the Great Western. 


Experienced Men Back Company 


The men behind the Great Western 
are experienced in insurance and 
finance. The company will be organ- 
ized under the strict blue sky law of 
Illinois, which limits the promotion ex- 
pense to 15 percent. Most of the stock 
will be sold to stockholders of Chicago 
companies and probably more than one- 
half will be taken by stockholders of 
the Marquette National. The Mar- 
quette National has had a most excel- 
lent year and is exceedingly well 
managed. The management of the com- 
pany finds that there is a big oppor- 
tunity in the reinsurance field for a 
strong company. With the stupendous 
business now being written by agency 
companies there is a greater demand 
than ever before for dependable rein- 
surance. A company located at Chi- 
cago in the heart of the west, it being 
acknowledged as the insurance head- 
quarters of the Mississippi Valley, will 
be able to attract a splendid class of 
business. Owing to the squall in the 
financial market and the fluctuation of 
so many standard stocks, it is interest- 
ing to know that fire insurance stocks 
have not only held their own, but have 
increased in value. This is a rather 
remarkable record in the financial 
world in a day of unrest and uncer- 
tainty. 


Will Organize Casualty Company 


President J. B. Levison of the Fire- 
man’s Fund of San Francisco announces 
that it will organize a casualty company 
during the coming year. It has been 
understood for some time that the Fire- 
man’s Fund had such a company in con- 
templation. The plan has not been com- 
pleted, neither has its name nor the 
amount of the capital been decided on. 
The Fireman’s Fund is one of the large 
companies that is held in high regard 
throughout the country. 
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INSURANCE IN PACE 


(CONTINUED FROM PAGE 4) 
promptly resume operations. Some forms 
cover interest on bonded indebtedness, 
which is proper if assured has such 
indebtedness, others cover interest on the 
cash value of the plant. The latter 
should not be covered unless it is shown 
that the insured’s books carry a charge 
for such interest. 


Regarded as Valuable Asset 


Regarding business interruption in- 
demnity, bankers have long realized that 
this form of insurance in a reliable com- 
pany is an important asset which 
strengthens the credit of the individual 
or firm seeking a loan. Indeed the bank- 
ers are taking a great interest in this 
contract. A factory may suffer a par- 
tial or serious use and occupancy loss 
by the burning of a belt or power shaft. 
The damage to one machine may cause a 
shut down of several weeks. 

Even a day shut down or interruption 
of business will cost more than the pre- 
mium of such a policy. This form pro- 
vides a wonderful mental satisfaction and 
such a policy will carry part of your 
worries and you will be free to direct 
your attention to the big problems of 
production and selling. A power house 
is detached from your factory, but is 
necessary for the operation of the plant, 
there being no facility for obtaining 
power from another source. You will 
readily see that the total destruction of 
this power plant will result in an im- 
pairment equal to 100 per cent on pro- 
duction for such time as is required to 
restore this unit. No form of insurance 
protection offers so many interesting 
points of discussion as business interrup- 
tion indemnity. It gives the insurance 
agent the opportunity to develop his 
originality. He must be quick and able 
to determine the best form to present to 
his client. 


Strictly Business Proposition 


At this time I wish to say to each in- 
surer or insuring public that the distrib- 
uting of your insurance on a charity or 
personal friendship basis is indeed a poor 
business proposition. Your insurance 
agent should be selected like your attor- 
ney-at-law; select an insurance attorney. 
take him into your confidence. If you 
feel that it is absolutely necessary to 
divide your insurance, I recommend that 
you give some one competent agent the 
majority and make him responsible and 
in seeing that your insurance is properly 
written and taken care of, and should a 
loss or damage occur, he should be suffi- 
ciently competent to be your advisor as 
to how to prepare your statements and 


adjustment. 


books to properly present your loss for 
Any agent who has that 


knowledge surely deserves your patron- 


TO HOLD CONFERENCE 


FIRE MARSHALS CALLED EAST 





National Board Officials Prepare a 
Program Covering a Number of 
Points of Mutual Interest 





NEW YORK, Feb. 11—The confer- 
ence of the committee on co-operation 
of the Fire Marshals’ Association of 
North America with the National Board 
will be held in this city next Tuesday 
and Wednesday. The program is as 
follows: 


TUESDAY, FEB, 17, 10 A. M. 


1. Address, F. C. Buswell, president, 
National Board. 

2. Address, “Co-operation, Americani- 
zation and Conservation,” W. E. Malla- 
lieu, general manager, National Board. 
3. Address, “Service—How to Obtain 
Highest Efficiency,” John G. Gamber, Ill. 
president, Fire Marshals’ Association of 
North America. 

4. Address, “The Danger of Disloyal 
Propaganda in the United States,” H. C. 
Brearley. 

5. Address, “Co-operation with Fire 
Departments and Public Schools,” George 
H. Nettleton, Minn. 


TUESDAY... FEB. 17, 2 P. M. 
“FIRE PREVENTION” 


1. Address, Sheldon Catlin, North 
America, chairman, Committee on Fire 
Prevention and Engineering Standards. 
2. Address, “The Practical Applica- 
tion of the N. B. Grading Schedule,” 
George W. Booth. 

3. Address, “Proper and Adequate Fire 
Prevention Ordinances,” Homer Rut- 
ledge. 

4. Address, “Conservation, Co-opera- 
tion and Service,” T. Alfred Fleming, 
National Board. 

5. Address, “The Use of Chambers of 
Commerce, Clubs and Officials in Perma- 
nent Fire Prevention Work.” Walter B. 
Bell, Tenn. 


WEDNESDAY, FEB, 18, 10 A. M. 


1. Address, Wilfred Kurth, chairman, 
Actuary Bureau Committee. 
2. Address, “Value and Use of Actu- 
arial Tabulations and Records,” Charles 
H. Lum. 
3. Address, “The Life Hazard from 
Fire,” James R. Young, N. C. 
4. Address, “Standardization of Fire 
Equipment,” H. H. Friedley., Ind. 

5. Address, Chief John Kenlon, New 
York City. 


WEDNESDAY, FEB. 18, 2 P. M. 
At the beginning of the afternoon 


session: A survey of the actuarial 
service, 
1. Address, Jesse E. White, 


American, chairman, Committee on In- 
cendiarism and Arson. 
National Board. 


Brophy. 


W. Kubasta, Wis. 
J. H. Doyle, National Board. 


Grain Fields,” L. T. Hussey, Kan. 


Ayer Made Vice-Chairman 


It is necessary to give him some help. 


Some of the Price Increases 


of building material is of interest: 
1915. 
Framing lumber, 1,000 ft...$20.00 


1920. 











3. Address, “Methods in the Develop- 
ment of Arson Cases,” Chief Thomas P. 


4. Address, “Outline of the Activities 
of the Special Committee on Arson.” F. 


5. Address, “Evidence in Arson Cases,” 


Fred B. Ayer of the Fred P. Thomas 
Company agency, in Cleveland, has been | COuntry. 
appointed vice-chairman of the organiza-| The 
tion committee of the National Associa- 
tion of Insurance Agents to assist Cliff| With several well-fitted harbors and 
Cc. Corry of Springfield, O., who is giving 
much time to legislative matters in Ohio. 


To show how prices have increased, a 
comparison of the cost of a few items 


APPLETON MENTIONED 


WOULD MAKE GOOD OFFICIAL 





New York Deputy’s Name Is Men- 
tioned in Connection with 
Chamber of Commerce 





WASHINGTON, D. C., Feb. 
The name of Harry C. Appleton, 
deputy superintendent of the New 
York insurance department, and one 
of the best known and most highly 
respected governing insurance officials 
in the country, is being mentioned 
here as a desirable head for the insur- 
ance division of the United States 
Chamber of Commerce. It is not 
known, of course, whether Mr. Apple- 
ton would accept the post, if it were 
offered him. Many are inclined to 
doubt that he would even seriously 
consider it, having been so long asso- 
ciated with the New York Depart- 
ment as to be regarded a life fixture 
with it. Should Mr. Appleton accept 
the position, the appointment would 
be an ideal one, and would elicit the 
hearty support of insurance men 
everywhere, all of whom recognize in 
the deputy a man of the strictest in- 
tegrity, a good executive and with a 
complete mastery of every phase of 
the insurance business. 

The casualty interests rather incline 
to George E. Turner, general counsel 
of the Insurance Federation, but no 
doubt would be more than willing to 
accept Mr. Appleton if the latter could 
be prevailed upon to consider the 
proposition. p 

The fire insurance interests have 
been far more generous in their sup- 
port of the United States Chamber of 
Commerce and its proposed creation of 
an insurance department than have any 
of the other divisions of underwriting 
and have contributed money liberally, 
both individually and through their 
various organizations, to the building 
fund of the association than have the 
life, or the casualty offices. It is rec- 
ognized that the proposed bureau of 
the United States Chamber of Com- 
merce would be in a position to ac- 
complish much of value to insurance 
interests, as well as to general busi- 
ness concerns, and that its activity 
would in no way interfere with or over- 
lap those of the Insurance Federation 
or any other of the organizations al- 
ready in the field. 


11— 





Great} EXPAND HAWAIIAN BUSINESS 





2. Address, “Arson,” F. R. Morgaridge, | Officials of Aetna and Hartford Fire 


On Four of Islands—Great 
Possibilities Seen 





HARTFORD, CONN., Feb. 10.— 
W. H. Breeding, Pacific coast manager 
of the Aetna, and Adam Galliland, as- 
sistant general agent of the Hartford 


: . or io te 
6. Address, “The I. W. W. Attacks on Fire, have landed in Hawaii and it 


whispered that Hartford’s fire insur- 
ance companies which have now in- 
vaded the Hawaiian Islands are plan- 
ning an extensive campaign for the 
expansion of their business in that 


commercial _ possibilities — of 
Hawaii are developing very rapidly. 


United States government properties 
becoming more extensive all the time 
the islands should be a fertile field for 
American companies. 

Local insurance men recall the fact 
that after the San Francisco earthquake 
in 1906 one of the British companies 
writing fire insurance in Hawaii offered 
to reinsure its business in the islands, 


$60.00 | but could find no one interested. As a 





Finished lumber, 1,000 ft... 27.00 73.00 | result it continued its liability and made 
SAIN xs 5 <n kdinew > whe 3.50 7.8012 jarge profit. 

La yang aaltepet yr 6.50) Tt has been announced that President 
Sand, cu. Ya... isin reece es. 1.50 4.40 sea . 
Canbewt AW 2% Bois bc ooh tae 1.65 4.45 | William B. Clark of the Aetna will have 
he. Ge ere 6.50  20.00|direct supervision over the plans of 
Paint, gallon ............-. 1.85  4.15|that company for the expansion in the 
Brick, 1,000 Seeesecveseeese 7.50 18.20 new territory. 





THE NATIONAL 


UNDERWRITER 








February 12, 1920 





























FIGURES FROM DECEMBER 31, 


1919, 
FIRE COMPANIES 


STATEMENTS 





STOCK COMPANIES. 


Gain in Re-In. Gain in 























Net Gain in Prem. Gain in Losses Loss 
Assets Assets Reserve Reserve Surplus Surplus Written Prem. Paid Ratio 
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LOSSES OF 








THE WEEK 














Atchison, Kans., Feb. 3—Fire, which 
started in one of the bins of the Mangels- 
dorf Seed Company, caused $10,000 dam- 
age to the stock of grain, $1,500 to the 
elevator and $600 to the machinery con- 


tained therein. Insurance: 

National ,250 Firemans ....$1,250 
Security 2,000 Continental 1,250 
London ...... ,250 Reliance ..... ,250 
Natl. Lib..... 3,250 Hanover ..... ,250 
MINOTICAN ..... 2,000 Star .ocicccesve 1,250 
PIE 5c ore 1,250 

Machinery: 
National -$ 750 Firemans ....$ 750 
London ...... 750 Continental .. 750 
Natl. Lib..... 750 Reliance ..... 750 
American .... 750 Hanover 750 
Natl. Un...:.. 750 Star 750 
Grain: 

National $1,000 Firemens ....$1,000 
Security 5,000 Continental 1,000 
Oe eee 1,250 Reliance 1,000 
Natl. Lib..... 3,250 Hanover ..... 1,000 
meaprican ;.....2,800 Star .... 3. co. 1,000 
Natl. Un 1,000 


Midland, Mich., Feb. 1—When the bot- 
tom of a pot dropped out, the hot con- 
tents set fire to buildings Nos. 53 and 54 
of the Dow Chemical Company, resulting 





in a loss estimated at 10 per cent. In- 
surance: 

Coml. Un...$ 10,000 No. Amer...$ 25,000 
Hnd-in-Hnd 37,000 Niagara .... 82,500 
Col. Nat.... 10,000 Natl. Lib... 10,000 
Hartford 25,000 New Hamp. 7,500 
Amer. Alli 7,500 Phoenix - 72,500 
Mich. F.&M. 25,000 S. U. v 10,000 
te | ee 75,100 Sprinegfield.. 35,000 
Brit. Amer 20,000 West. Assur. 20,000 
Continental. 25,000 Westchester 20,000 
Caledonian. 10,000 Amer. Eagle 10,000 
Franklin 9,000 Atias ...... 10,000 
SS ee 133,000 Automobile. 15,000 
Hanover 29,000 | Fid.-Phen.. - 84,000 


Mason City, Ia., Feb. 3—A probable 5 
per cent loss was caused by fire to the 
stock of the Consolidated Grocery Com- 


pany, 201-3 — street. Insurance: 
National ..... $2,500 Mercantile ...$2,000 
Frmn’s Fd 3000 Caledonian 2,500 
Imperial ..... 2,000 Springfield 2,000 
COGIBONS 6v:ecs 000 Lon. Assur... 2,000 
a Ser apereny: 2,500 Fire Assn.. 3,000 
SD ae 4,000 Phoenix ..... 2,000 
OS ae 1,000 New Hamp... 3,000 
Ben. Frank 1,000 General ..... 2,500 
Alliance ..... 3.000 Prov. Wash.. 2,500 
Automobile 3,000 


The cause remains undetermined, but 
it is believed that defective wiring or 
ignition of firewood started the fire. 

* * * 


Detroit, Mich., Feb. 6—Fire attacked 
warehouse No. 10 of the General Motors 
Corporation, Cass avenue, resulting in a 
$150,000 damage. | 


Chicago, Ill., Feb. 4—Fire in one-story 


and basement brick. 1448 Milwaukee 
avenue, owned by Sol. Cohen, caused a i 





probable 40 per cent loss to the building. 


Occupied by Komsky Bros., dry goods. 
Loss 60 per cent. Insurance: 
Firemen’s ....$1,500 Queen ....... $1,500 
Pennsylvania. 1,000 Royal ....... ,00 

Cause, overheated stove. 

* 7 * 

Chicago, Ill., Feb, 2—Fire in three- 

story and basement brick, 209-213 S. 


Market street, owned by S. P. Parmley, 
caused a 60 per cent loss to the building. 
Insurance: 
Northern . $10,000 

Basement and second floor occupied 
by Schneider, Battinus & Simons, notions. 


Loss 40 per cent. Insurance: 

Clev, Wat... .: $2,500 Ben Frank...$2,000 
Eng. Am. ~~ 2,500 New Jersey... 4,000 
Great Lakes... 1,000 Ohio Valley... 2,000 
Inter-State .. 1,000 Phenix Paris. 3,000 
Lon. & Lanc.. 2,000 Royal ....... ,000 
Mechanics 1,000 Un. States ese 
a 2,500 Union, Eng... 1,0 
Newark ..... 500 West. Reserve 2800 


First floor occupied by Maiman & Co., 


clothing. Loss 60 per cent. Insurance: 
Amer. N. J..$ 2,500 Mass. F.& M.$ 2,000 
Amer. Cent.. 2,000 Millers Nat.. 10,000 
Com. Un..... 2,500 Mech. & Trad. 2,500 
Comnwealth. 2,000 Nat. Lib..... 2,500 
Com.Un.,Eng. 4,500 Newark 3,500 
Camden .... 1,500 Ohio Farm 2,500 
Bet Mat, ;:..<. 27000 Arent <i. 3,000 
Frmn’s, N. J. 9,000 Phoenix Eng. 2,500 
General ..... 1,500 Pennsylvania 2,500 
eee ,500 —— Sens ,000 
Henry Clay.. 1,500 Sun ......... 1,000 
Hanover .... 500 Springfield . 2,500 
ins: Co,; Pa: F500 8. 0. & NN. ,000 
Imperial srg 1,500 Security 2,000 
Ins. Co., N.A. 10,000 Urbaine .... 2,500 
Knickerbock. _ 2,500 Un. Brit..... 2,000 
Lumbermen’s 1,000 Victory ..... 1,500 
Liberty 1,500 


Third floor occupied by Freiman Bros., 
skirts and dresses. Loss 40 per cent. 
Insurance: 

Amer. Merch..$1,500 Ins. Co., N. A.$1,500 
Hudson 000 
= s 

Milwaukee, Wis., Feb. 3—There is an 
estimated aggregate loss of $20,000 on 
the four-story brick apartment and store 
building at 830 State street, owned by 
the Louis Auer Estate. The blaze was 
discovered at 6:06 p. m., in an apart- 


ment. The cause has not been deter- 
mined. Insurance on building: 

PVIGR 25 ccces 40,000 Concordia ..$10,000 
Phoenix, Htf. 40,000 Globe Pitts.. 10,000 
North Am... 10,000 City of N. Y. ,000 
Nia. Dt. Und. 10.000 Nat. Union.. 10,000 


Nat. B .Frnk. 10,000 

Insurance on contents of M. Wren: 
New $500 

Insurance on contents of G. Denning: 
Connecticut ...$500 

Insurance on contents of O. Greulich: 
Mil, Mech 


* * 


Burlington, Ia., Feb. 4—A 20 per cent 
is sustained by the Royal Cloak 


loss 





caused from a tar kettle 


story stone and _ brick, 


ing and contents. 


Det. F. & M..$5,000 Prov. 
Norw. Un 5,000 


above list for 
son street, owned by 
Insurance: 


pied by 


street occupied by 

manufacturer of siz 
per cent. 
Home, N. 


ns. 
Insurance: 
Y..$1,000 


Machine Mfg. 
mechanical 
per cent. 
Mech. & 


Co., 
appliances. 

Insurance: 

Trad. v780 


pany were 
Insurance (partial list 
Royal $10,0 


Eng. Amer.. 5,000 


s 

Cleveland, O., Feb. 
per cent loss to $94,500 
volved in the fire which 
building and contents of 
Car Wheel Company, 
street. 











Company, Jefferson street, 
of ladies’ garments, the result of a fire 


adjacent. Most of the damage was 

caused by smoke. Insurance: 

Ben Franklin.$1,000 Pennsylvania. $1,000 

Agricultural . 2,000 Royal Exch... 00 

U. S. Fire 2,500. American .... 1,000 

Com. Um.....: 1,000 Ins. Co., Pa... 1,000 

i. aes 1,000 Springfield ... 3,000 

Ce ee 2,000 Home ........ 1 

Continental .. 5,000 Niagara 

Farmers ..... 2,000 Palatine 

Norw. Un.... 1,000 Alliance 

Ins. Co. of N. A. 3,500 Amer. Cent 

American .... 1,000 Fire Assn. 

ROOF EPPS ,500 Fire Ins. York 2,000 

Girard F. & M. 4,000 Ohio Farm.. ,500 

Netherlands 3,000 Milw. Mech... 1,500 
* * * 


St. Paul, Minn., Jan. 28—Fire in four- 


street, owned and occupied by Bazille & 
Partridge as wholesale wall paper and 
paints, caused a total loss to the build- 
Insurance: 


Det. F. & M.$ 6,000 Royal ...... $ 6,000 
Contents: 
ABEDG 1s 4-5-3 38 $ 1,200 Com. Un $ 8,000 
Amer. Eagle 5,000 Royal ...... 3,000 
Insurance covers contents in buildings 
468 and 470-474 Jackson. Communicated 
to three-story brick, 470-474 Jackson 
street, owned by Geo. H. Hurd Realty 
Co. Loss total. Insurance: 


Occupied by Bazille & Partridge Co. as 
wholesale wall paper and paints. 
insurance.) 
cated to three-story brick, 476-484 Jack- 

Pr. 


First floor 466 Jackson street occu- 
Buckie Printers’ 
manufacturers of printing machine rol- 


lers. Loss about 40 per cent. Insurance: 
Fire Assn....$1,000 ilw. Mech. .$2,000 
Globe & Rut. 500 Queen ....... 0 


First floor and basement 464 Jackson 


Loss about 40 


First floor and basement 462 Jackson 
street occupied by the Dunlap Pyorrhea 
as manufacturers of 
Loss about 40 


Peru, Ind., wes: esrhe building and 
contents of the Chute & Butler Com- 
totally destroyed by fire. 


7 
Frmns Mech.$ 1,000 
5,000 Westchester. 


4—There is a 10 


2120 W. 
The fire originated in the cupola. 


Bowling Green, Ky., Feb. 11—The mer- 
cantile building owned by Rhea G. Price, 
situated at 1000-8 State street. was dam- 
aged to the extent of $12,000 by fire last 





week. Insurance carried aggregates 


$27,500. rere 


Logansport, Ind., Feb. 89—The Barnett 
Hotel is reported destroyed by fire. 
There is probably $500,000 insurance in- 
volved in this loss. Ps 
Fort Bellefontaine, Mo., Feb. 4—Fire 
which started in the rock elevator of 
the Missouri Portland Cement Company, 
caused a $30,000 loss to $45,000 insurance 
covered on the rock bins and machin- 
ery. The damage was confined to 
Crusher Plant No, 1, 


Milwaukee, Wis., Feb. 3—Jane S. Auer. 
Trustee, reports a $9,000 loss by fire to 
the building known as the Auditorium 


Court, 9th and State streets. Insurance: 
Ins. Co. N. A.$10,000 Globe ...... 10, 
Phoenix .... 40,000 City of N. Y. 10,000 
ADIOS 3:55 3 .. 40,000 Niagara-Det. 10,000 
Concordia .. 10,000 | Natl. Ben... 10,000 
Columbus, 0., Feb. 1—Fire started 


from a heating boiler on the first floor 
of the building occupied by H. G. Root 
Company, 214-18 E. Gay street, as a 
garage, causing 20 per cent loss to 
$35,000 insurance cover on stock of tires 
and accessories. There is also a loss 
of 15 per cent to $6,000 insurance cov- 
ered on the building. Insurance: 
Amer. Und...$3,500 Boston 

Fid.-Phen. . 6,000 

Frmns Fd.... 8, . 
No. Branch... 2°000 Sterling este meee 
Ohio Farm... 4,000 





Chicago, IIL, Feb. 7—Fire in one-story 
brick, 1662-1716 Webster avenue, owned 


by Arthur E. Bingham, caused a 60 per 
poe loss. Insurance: 
ye Oe a 6.000 Home ....... $6,000 


tna 
Occupied by National Wool Co., wool. 


Loss 60 per. ‘cent. Insurance: 
Machinery 

Firemens.. $9, 420.40 Pitts. Undt. $1,250.00 

Fid. Phen.. °750.00 ueen ..... 750.00 

Hartford .. 1,227.30 S. U. & N.. 1,227.30 

Mass.F.&M.. 375.00 Un. States.. 1,000.00 


The loss to the stock is trivial. 


Glen Mora, La—Lumber reciprocals 
are involved to the extent of $364,000 in 
the firing of the plant of the Louisiana 
Saw Mill Comapae: - 





on its stock 


in the alley 





468 Jackson 


Wash... $5,000 
(See 
Communi- 


Jackson, 


Roller Co., 


Babcock as 


5,000 


insurance in- 
damaged the 
the National 
106th 


* 

Belleville, Il., Jan. 28.—A $200.000 loss 
by fire is sustained by the Remmert 
Manufacturing Company on its building 
and stock. Considerable insurance is in- 
volved. The Roesch Enamel Range Com- 
pany suffered a total loss in the same 


fire. Insurance (partial list): 
Westchester. $1,000 Niagara cet $2,000 
Grand Forks, N. Dak., Jan. 28.—De- 


fective wiring is responsible for a fire 
which caused a 30 percent loss to $50,000 
insurance covered on the main building 
of the University, of, North Dakota. 


Thief River Falls, Minn., Jan, 25.—The 
Thief River Falls Co-operative Building 
Company reports a total loss by fire. 
The building, which was used for store, 
office and print shop purposes, was com- 
pletely destroyed. Fully covered by in- 
surance. Fire originated from defective 
electric wiring. ae 

Muskegon Heights, Feb. 1.—The sev- 
eral sprinklered equipped buildings of 
the Michigan Washing Machine Com- 
pany were attacked by fire, which occa- 
sioned a loss estimated at $20,000. The 
fire started in the oil supply room when 
the watchman entered with a lantern 
to ring his station. << 

South pion, Mass., Jan. 29.— 
The chair factory of the Alfred H. Whit- 
ney Company was totally destroyed by 
fire of undetermined origin tonight. The 
loss was estimated at $100,000. The 
building was a five-story wooden struc- 
ture and the company employed a force 
of about 100. a 

Oklahoma City, Okia., Jan. 31.—Spon- 
taneous combustion is believed respon- 
sible for a fire in the building located 
at 210-212 W. 1st street. owned by James 


& Harry Gerson and G. A. Paul, which 
resulted in a 15 per cent loss to the 
building. Insurance: 


State of Pa..$15,000 Boston ..... $ 5,000 
Concordia .. 10,000 Old Colony . 15,000 

There is also a 50 per cent loss to the 
stock of printing presses and supplies 
owned by Hommes, Wilson, Walker 
Company. occupying the basement of 
the building at 212 W. 1st street. Dam- 
age, caused mostly from smoke, esti- 
mated at 10 per cent, was suffered by 
the Olympic. Athletic Association. In- 


surance: 
St. Paul $3,750 National - $3,750 
Amer..... 3.750 : 


Gt. Bras 

Detroit, Mich.. Jan. 29.—F. L. Wadham 
and Melvin A. Shaw, proprietors of the 
Hotel Hofman, report a total loss by fire 
to the hotel and furniture and fixtures. 
Insurance: 

Furniture and_ fixtures: 

Nat’l Lib.. tr 500 Fid.-Phen 
MAGE: 3% 2,500 Ins. Co. N. A. 
Fire  Ass’n. » 1,500. 

Perry, Ia.—The biggest blaze in cen- 
tral Iowa in some weeks occurred in 
this city when fire destroyed the Union 
block and the McColl-Carter building 


with an estimated loss of $150,000. 
Cause of the fire is unknown. Six stores 


- $3,000 
2,500 








were wrecked. Insurance covered two- 
thirds of the loss. 
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| Many New Buildings to Insure 
HERE ARE THE FACTS AS COMPILED BY 


F. LESLIE HAYFORD, Economic Statistician, E. 1. DU PONT de NEMOURS & CO., Inc. 


(The portion of this advertisement bearing the heading, 
“New Building,”’ 
from the DU PONT MAGAZINE and are copyrighted 1920 
by the E. I. Du Pont de Nemours & Co., Inc.) 


@8\HE present activity in building is largely the 
result of government restriction in war time, 
~ which prevented building from following its nor- 





mal course and caused the accumu- 
lation of a large demand for dwel- 
lings and other structures. The low 
point to which building activity fell 
as a result of war-time restriction is 
graphically shown in the accom- 
panying diagram, which is based 
upon the statistics of the value of 
building permits issued for twenty 
leading cities from January, 1915, 
to September, 1919. 


Much of this large valuation is due, 
of course, to the high prices of labor 
and materials, but the figures indi- 
cate, nevertheless, great activity in 
the building industry. Much of this 
building is still uncompleted, and 
unquestionably much _ additional 
building will be undertaken early 
next spring. A violent spring rise 


NEW BUILDING 


and the graphic chart are reprinted 


beginning in February and reaching its maximum. 
about April or May usually occurs in the issuance 


of building permits. 


VALUE OF BUILDING PERMITS FOR 20 LEADING CITIES, BY MONTHS 
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1915 


1916 


1917 


1918 


1919 


Such a rise may apparently 
be expected in 1920 and seems 
likely to carry the valuation of 
proposed building beyond any 
point heretofore attained. 


Ordinarily, such a building boom, 
coming during a period of general 
business activity, would be a sign 
that a business depression might be 
expected before long. This may, 
indeed, be a sign that lessened bus- 
iness activity is coming, but in view 
of the manifest reasons for present 
building, pre-war interpretations do 
do not appear to be entirely war- 
ranted. The present building 
boom, if it can be so designated, 
is based, not upon a speculative 
foundation, but upon a real 
and urgent need for new struc- 
tures. 


This means another big year for insurance agents. 
The capacity and co-operative service of the Fred 
S. James & Co. office is at the command of agents 
of the Fred S. James & Co. institutions, the 


Eagle, Star & British Dominions Insurance Company, Ltd., London—Organized 1807 
General Fire Assurance Company, Paris—Organized 1819 
Urbaine Fire Insurance Company, Paris—Organized 1838 


United States Managers 


FRED S. JAMES & CO. 


WM. A. BLODGETT 
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CHICAGO 


GEO. W. BLOSSOM 





Agency Superintendents 
CARROLL L. DeWITT 





123 William Street 
NEW YORK 
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Many Retirements Recently 


WE have had a number of managerial 
and. official retirements during the last 
few weeks bringing to mind with consid- 
erable emphasis the fact that the business 
careers of many prominent fire insurance 
officials are nearing a close. These man- 
agers and company officials who have 
been serving their interests with great 
fidelity and intelligence for. many years, 
have reached the allotted three score and 
ten and even more. These men have been 
conspicuously successful and have 
marched in the front rank of their pro- 
fession. In their day and generation they 
were tall oaks in the insurance forest. 
They were business builders, developing a 
large premium income but were not 
plungers. With the increased pressure 


Expense of Letter Writing 


One of the big wastes in insurance 
work is unnecessary correspondence. The 
other day Assistant Secretary N. R. 
CHALFANT at the home of the Onto 
FarMErRS carefully worked out the ave- 
rage cost of writing a letter at a general 
insurance office. He figured that a con- 
servative amount was about 40 cents. This 
represents the cost of material, deprecia- 
tion of machines, salaries, and so on. In 
a word, therefore, every letter written 
means an expenditure of 40 cents. Mr. 
CHALFANT said that in the aggregate the 
cost of letter writing was very expen- 
sive and every letter saved meant an 
ecenomy in operation. 

Mr. CHALFANT in reviewing his own ex- 
perience showed how it is possible to re- 
duce correspondence probably 50 per cent 
with the exercise of a little more judg- 
ment, care and intelligence at local agency 
headquarters in sending in daily reports 
and other documents required by the 


Buildings In Course of Construction 


Many agents neglect to get after build- 
ings in course of erection and see to it 
that proper insurance is carried. {t fre- 
quently happens that an assured in taking 
out insurance on buildings being con- 
structed will figure the cost of his mate- 
rials and gauge the amount of his insur- 
ance by that item. He does not consider 
the immense value of labor as_ the 
building is being completed. Frequently 
a_ building 
burns and the owner or the responsible 
party finds that he is confronted with a 
dead loss. 

There are many hazards that must be 
considered in connection with a building 


in process of construction. 


from all sides men of younger years are 
being asked to step in and fill the ranks. 

We cannot let such men as Wm. S. 
Warren of the Liverpoor & Lonpon & 
Grose, Frep S. JAMES of the NATIONAL 
of Hartford, Cor. A. H. Wray of the 
CommerciaAL Union, J. J. Guire of the 
Sun, R. D. Harvey of the Roya Ex- 
CHANGE, GEorGE W. Bass of the NorTHERN 
oF ENGLAND pass from the strenuous 
business activities without a word of com- 
mendation. Each man mentioned and 
others have contributed greatly not only 
to the interests of his own office but to 
the general welfare of insurance. They 
are men of unusual mold. Each one had 
a distinct personality that stood out from 
the mass. 


home office. If the daily report is prop- 
erly filled out, if the information is fully 
and accurately given, the examiner can 
pass it on without extra trouble. Where, 
however, important data has been omit- 
ted or a point is not made clear it means 
that a letter must be written seeking this 
information that should have been given 
in the first place. 

Undoubtedly we can all exercise far 
greater care in this matter of letter writ- 
ing. In our daily reports and other trans- 
actions we should make everything so 
clear that there can be no mistake about 
it. We sometimes jump at conclusions, 
not realizing that the man at the general 
office knows nothing about the risk and is 
depending on us to give him first hand 
and accurate information. Mr. CHALFANT 
has brought to us in rather concrete form 
what it means to reduce the cost of un- 
necessary letters. These 40 cent items 
soon mount up into dollars. 


that is being completed. In the-first place, 
there are a number of workmen employed, 
many of whom smoke and may throw a 
cigarette or cigar stub aside which will 
later cause a fire. Workmen’s oily over- 
alls or rags thrown in a heap may result 
in spontaneous combustion. Soldering 
pots may be defective and cause a fire. 
Frequently a salamander is overheated 
and results in fires There may be a short 
circuit in electric wiring. There are 
many other causes. In fact a building 


Frank L. Travis, superintendent of in- 
surance for Kansas, received a new 
kind of complaint this week. It came 
from one Private Bidwell of the 117th 
Ammunition Train. 

“Perhaps you may remember,” Bid- 
well wrote Travis, who was in com- 
mand of the train overseas, “that I was 
fined $50 before a summary court in 
the Argonne for striking a mule with 
my helmet. I want you to get that fine 
remitted and have the $50 returned, with 
interest. I understand you are doing 
such things nowadays.” 

Travis sent regrets. 

“Unfortunately a brigadier general 
saw him hit’ the mule,” commented 
Travis. “The summary court did the 
rest. And the case doesn’t seem to be 
covered by the insurance laws.” 


The unrest throughout the country is 
seen reflected in some of the subdivi- 
sions of the Contaminated & Con- 
glomerated Association of Grand- 
fathers. The great grandfathers are in 
a state of rebellion because they feel 
that they have not gotten sufficient 
patronage from the organization. They 
charge the president, T. E. Gallagher 
of the Aetna, with being an autocrat 
and endeavoring to establish himself 
in a position for life. W. P. Benton 
of Indianapolis, state agent of the Sun, 
who has just been made a great grand- 
father through the arrival of Mary 
Catherine Lohman, is leading the great 
grandfathers’ subdivision against the 
doughty president, threatening to bolt 
and organize an association of great 
grandfathers unless the senior class is 
allowed a_ greater share of the 
provender. 


H. C. Eddy, Jr., who is special agent 
of the Commercial Union in Illinois, 
who has been in Lakeview Hospital, 
Chicago, having been operated on for 
ulcer of the stomach, is at the office 
this week and expects to get back in 
the field next week. 


John H. Packard, agency secretary 
of the London Assurance at its head 
office in New York, has been made as- 
sistant manager. Mr. Packard has been 
with the London since 1907. He started 
in the fire insurance business in 1884. 

Dan Winslow, who many years ago 
was well known in the fire insurance 
business, having been assistant man- 
ager of the North British & Mercantile 
and previously with the Commercial 
Union, died in Buffalo where he was 
spending the winter with his brother. 
He retired some years ago at Paris 
Hill, Me., where he made his home. 

C. R. Ebert, marine manager for the 
Automobile, and W. Ellwood Jones, 
assistant secretary of the same com- 
pany, will leave this week for a tour 
of all agencies in the interests of ma- 
rine business. Their trip will include 
New Orleans, Galveston and San Fran- 
cisco. 

R. E. Replinger, recently appointed 
Wisconsin manager of the Underwrit- 
ers’ Adjusting Company, will be the 
guest of his former Wisconsin field as- 
sociates at a banquet to be given Mon- 
day evening at Milwaukee. This tribute 
is extended to Mr. Replinger in recog- 
nition of his loyalty and untiring efforts 
in bettering insurance conditions in 
Wisconsin during the past twenty years. 
Arrangements are in charge of Fred F. 
Gordon, R. H. Wieben and E. H. Zent- 
ner. Mr. Replinger was formerly Wis- 
consin state agent for the Milwaukee 
Mechanics. 


Assistant Secretary Barry Truscott 





going up is not properly safeguarded and 
the way is open for people to go through 
it. There should be more attention given 
to proper insurance on risks of this kind. 





of the Camden Fire, who has been do- 
ing special agency service in the west 
for the company, making his head- 
{quarters at Chicago, is returning to 
the home office this week for an in- 





er period. The Camden Fire un- 
der Mr. Truscott has gotten the west 
very well organized and he can super- 
vise the field satisfactorily from the 
head office. 


J. Fletcher, general manager of the 


Alpha General of Calcutta, India, is 
visiting in this country. It is a new 
company with capital of $1,500,000. 


Mr. Fletcher got his insurance training 
in London, then became insurance 
manager of the Alpha General. 


W. E. Higbee of Fred S. James & 

Co. of Chicago, president of the Chi- 

cago Board, is entertaining this week 

Cecil Roberts, the young English poet, 

essayist and critic, who is on a lecture 

tour in this country. Major Roberts is 

a young man who is making a name for 

himself in his land. He had a dis- 

tinguished war record, serving in the 

British army, navy and air service and 
earning a commission in each. He was 

also official war correspondent with the 

British armies on the western front, 

acted as official correspondent with the 

Royal Air Force and as special corre- 
spondent at the Dover patrol and Mill- 
ford Haven convoys. Following the 
ending of the war Major Roberts has 
been writing and lecturing. His latest 
volume of verse has an introduction by 
John Masefield. 

The general agency of C. D. Cobb & 
Co. at Denver is the oldest insurance 
office in the mountain fields and was the 
first general agency established be- 
tween Chicago and San Francisco. Mr. 
Cobb was one of the pioneers in Den- 
ver, driving an ox team across the 
country through hostile Indian terri- 
tory and locating in Denver in the early 
’60’s. He was engaged in mercantile 
pursuits in the city and then went to 
Fort Fetterman, Wyo., conducting a 
post trading store. He established the 
insurance agency in Denver under the 
firm name of Crater & Cobb. Mr. Cobb 
died in 1914. The present agency is 
conducted by Clarence Cobb, the son, 
and Herbert Cobb Stebbins, a grand- 
son. The field man of the agency is 
E. B. Stebbins, a grandson of the 
founder. Three generations have thus 
been associated with the firm. Among 
the men who have graduated from this 
office are Vice-President C. D. Dunlop 
of the ProvidenceWashington, Manager 
J. A. Kelsey of the Tokio, former Secre- 
tary E. L. Goff of the Spring Garden, 
C. T. Fertig, local agent at Colorado 
Springs and now connected with the 
Colorado insurance department, and 
Charles F. Wilson, the independent ad- 
juster. 


W. O. Chamberlin, former Minne- 
sota state agent for the Commercial 
Union and its allied companies, is hard 
at work at San Diego, Cal., as a mem- 
ber of the firm of Chamberlin, Hafke- 
meyer & Chamberlin, insurance agents. 
Already “Uncle Bill” has earned a fine 
slice in commissions and is going 
strong. Out where he is there is plenty 
of sunshine, plenty of good weather and 
plenty of water. He has his office at 
301 Southern Title Building, San 
Diego, where the latch string is always 
out if insurance men are in town. The 
other day Fred Gray, the casualty man 
of Minneapolis, paid his compliments 
and a regular insurance fanning bee fol- 
lowed. 


Discuss Explosion Rates 

NEW YORK CITY, Feb. 10.—The rate 
committee of the Explosion Conference 
has been having a series of sessions to 
discuss the rate situation. Some mem- 
bers of the committee feel that rates on 
explosion and strike insurance should be 
reduced, while others are opposed to the 
action. It is said that there will be a 
meeting of the executive committee in . 
the near future to canvass the situa- 
tion and members of the southern and 





western conferences will be called in. 
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“Unexcelled Service to Agents and to Policyholders Alzke’’ 


ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY ORGANIZED 1853 


NEW YORK 


CASH CAPITAL, $6,000,000.00 








Geetu attention to all details in the 


writing of Fire and allied branches of insurance 
has made “THE HOME OF NEW YORK” favorably known wher- 
ever its representatives are located —in every city, town and village 
in the United States, and in Canada, Mexico, Cuba, Porto Rico and 
Central America. The same care in adjusting and paying loss claims 
has steadily advanced its good reputation and placed it in the front 
rank of American Fire Insurance Companies. 


This two-fold Service of ““‘THE HOME OF NEW YORK” is 


of general interest to every insurant, large and small. 


Special facilities for insuring against loss by fire and other perils 
of American owned property in foreign countries. 





FIRE AND ALLIED BRANCHES 
OF INSURANCE 


Fire, Lightning, Automobile (Complete Cover in Combination 
Policy), Explosion, Hail, Marine (Inland and Ocean), Parcel Post, 
Profits and Commissions, Registered Mail, Rents, Rental Values, 
Riot and Civil Commotion, Sprinkler Leakage, Tourists’ Baggage, 
Use and Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 
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Real estate.... 


Cash capital... 4:5... 
NN hic s Wns cas 9 00s 


Admitted Assets, 1912. 


business. 










37TH ANNUAL STATEMENT 


SECURITY 


FIRE INSURANCE COMPANY 
DAVENPORT, IOWA 


’ DECEMBER 31, 1919 


Assets 


1913.. 
cs. 
. erst 
2 Os. 
* "Ar es 
x Kate. 
4 aS Ae 


eeceeseeeeveeee 


Reserve for unadjusted losses 
Reserve for agency expenses. 
Reserve for taxes.......... 


Dec. 31, 1919 


Mortgage loans, bonds, stocks 
and accrued interest thereon .$725,663.89 $565,047.84 
Cash in bank, subject to check 
Cash and premiums in hands 
NO I nice « vn'g 05 a0 suis aio 
Bills Receivable (not due).. 


57,838.43 
. 43,011.60 
54,641.30 


Dec. 31, 1918 


74,092.49 114,775.77 


47,641.68 
33,250.06 
54,641.30 





$955,247.71 $815,356.65 


Liabilities 


Reserve for reinsurance (pro 
ME i erad sas eres stays 


$627,147.56 $529,337.05 


16,917.18 
2,165.08 
. 18,267.42 


11,942.07 
3,333.80 
11,016.17 


. 200,000.00 200,000.00 


. 90,750.47 


59,727.56 





$955,247.71 $815,356.65 


Surplus to policyholders, $290,750.47. 
Losses paid since organization, over $1,700,000. 


JAMES W. BOLLINGER, President 

RUDOLPH ROHLEFS, Vice-President 
L. M. MARKS, Treasurer 
E. E. SOENKE, Secretary 


. $589,229.40 


620,220.18 
637,857.84 
660,190.10 
692,883.05 
740,585.69 
815,356.65 
955,247.71 


The Security insures City, Town and Farm Property. 
Organized, 1883. Thirty-seven years continuous 








FIRE INSURANCE BY STATES 

















Various Commonwealths 


Figures on Premiums and Losses for 1919 in the 
































Note—In the designation of premiums 
and losses “F” stands for Fire, “A” for 















































Automobile, “T”’ for Tornado, “H” for 
Hail, and “M” for Marine. 
| 
INDIANA 
Premiums. Losses. 
Merchants, Ind. ..F 39,677 7,267 
IOWA 
Automotive, Ia....A te eee 
Central Nat’l, Ia...F 76,306 21,580 
Central Nat’l, Ia...T 27,084 971 
Central Nat’l, Ia...A 2,023 500 
warmers, 10. 0 6 s6 6c F 295,181 125,194 
warmers, Ia... 5. T .101,248 11,001 
warmer. 185... 2: 2 A 6,202 2,561 
Farmers, Ia... ...< H ares Pree 
Hawkeye Secur....F 51,088 11,695 
Hawkeye Secur....T 15,891 
Hawkeye Secur....A 15,970 6,407 
SOWS BEIM. in bids F 134,379 57,842 
Iowa Mfrs.-........ TT 23,983 1,095 
LOWS: DEEOR 86 5 ca A 5,120 7 
Iowa State (Mut.).F 263,934 105,887 
Iowa State (Mut.).T 87,321 ; 
Iowa State (Mut.).H 131 Ovree 
Nat’] American....F Gee”. cases 
Mill Owners Mut..F 20,911 10,252 
Security, Ia. ...... F 250,822 58,689 
Becourity, 2G. 2.5542 = 69,099 5,546 
SOCUSILY, A. 0.55.30 A Sige.) ove tween 
BOCURICY IM: 0.0 0's om H 63 10 
Franklin, Pa. ..... ¥F 70,176 39,047 
Franklin, Pa. ..... T ,01 24 
Franklin, Pa. ..... A 1,413 1,877 
Franklin, Pa. ....! H BOE? Sie wince 
RS . ee ae F 416,056 160,025 
FIRS. I sss oss M ,07 3,28 
EROMG, Neo ORs oo cies > 66,685 6,449 
PAGO, NEE 5s. S<s A 26,601 11,207 
FIOM, NG. Wek.s 80 ae H 2,399 190 
Lbr. Mut., Mass...F 35 374 
Lbrmn’s Mut., O...F 64 761 
Minn. Imp. Mut....F 45,482 3,335 
Minn. Imp. Mut....T 665 1 
Ohio H. Dirs. Mut..F Spates Sec e 
St. Paul M. H. & C.H | pee 
Spanish-Am. Union.F 22,893 14,284 
Tri-State M. Gr. DLF 1,410 16 
m, -30x. "Under, ...¢8 Sl aA Reg 
Dryp. Indm. Ex...F 869 30 
Lumbrmn’s Px. ...F 4,720 4,074 
Recipel. Undr. ....F 3,749 1,078 
Ret. Lbr. Int. Ins. 
baits: 5 Ue laccuaele tee. 6-sn 6 47,126 27,608 
U mat Mch. Und. 
Dale wie oho boas 1,971 1,500 
West. "'Recip. Und. 

Ser T 450 549 
Farmers Auto, Ia..A 22,452 1,255 
Ia, Auto | eS F Bae. ©) eens 
Ia. Auto. Mut PG 1,804 212 
Ja. Autos: Mut... 3% A 149,774 —2,682 
Ta. Auto. auti os... ay a. ‘step 
Btate, Tie icncecana F 1,600 2,575 
State, 1Bs ss cae 60s H 129,679 20,375 
pO RS re ere F 259,395 282,935 
PO ) rey ree M 2 er 
DOGG 9: 65:2. cre 8100 we fy 35,779 2,043 
pe ee ee eee A 17,297 6,971 
Agricultural ..... F 50,884 39,202 
Agricultural ..... sg 3,767 29 
Amer. Drug., O....F 3,794 1,989 
COnCOrGIA  ...6 6500 F 107,319 42,219 
OCOMGORTIA:.\. «.. wine T 19,765 2,480 
Cotnty, “Pas vi. << F 9,942 5,317 
County, Pa........ x te 799 7 
Wire ASSN. ..... . 00 F 79,166 46,825 
Fire ASM. .. 020.6. = 4,734 »74 
Teiperial «5.00.06. 00% F 12,566 15,359 
Mass. F. & M...... F 1,625 2,825 
Merch., N. Y....... = 9,106 ee 
March: We... 50 eG. f eseins 
Newark .......060- F 11,142 7,919 
Newark ...ccesece 4's 51 1 
Newark ...006s¢e0% A 2,926 9 
New Hampshire.. : itt ee 

Hampshire... ’ 

iecese fat LU Seas F 39,947 28,554 
Niagara ..... ey ,846 77 
Niagara ...... A 1,323 21 
Nippon .....-ceeee F 1,592 1 

: Mut. Fire, 
ee. ay Segre 7,577 1,397 
Ohio Farmers 17,372 14,266 
Ohio Farmers = ceeeee 
MOTE. .6ccee 3s ee. te eee 
eeeas 14s4d 47,476 

enn. L. Mut...... 
Richmond, IN: F 10,893 6,146 

NINOHNG, Tee Xie eck lle. ** Seales 
St Paul F.& M....F 232,324 121,344 
St. Paul F. &'M....M ,71 ,297 
St. Paul F. & M....T —_ 72,276 6,436 
St. Paul F. & M....A 32,039 13,184 
Scand. Amer. ..... ¥F 10,318 4 
Scand. Amer. ..... M Beef) eae 
State Farmers Mut. 

Hail, Minn, ..... Bn: <cocemivne ein 
Canners Exch, .F&L 16,931 ‘ta, 958 





















































Companies Premiums Losses 
Motor Car Indem- 

nity Exch....... A 2,325 1,386 
Recip. Exch....F&L 5,531 13,977 
Whol. Gro. Sub. F&L 5,532 125 
Ill. Cent. Ins, Ex..A 379 63 

MASSACHUSETTS 
American Alliance... 74,137 13,115 
American Druggists 18,732 4,082 
County in’, fea «iar e+ 123,894 25,655 
Prankiin 243. 6%.0% . 256,820 120,909 
Great American. 750,347 237,340 
Elome; ‘N,. Wee caer is + 1,429,413 544,341 
London & Scottish. 182 6,595 
Massachusetts ..... 327,115 110,919 
New Hampshire.. 334,751 125,352 
Union Hispano 

Americano ....... 90,791 22,170 
Mutuals 
BEUAPEISUE  o's'5s 5.0 0s 955,146 41,513 
Blackstone’ ........ 404,107 19,513 
Cambridge |. <4 6. «< 42,759 11,505 
Cotton & Woolen 

PRESB... <0 civaciecons 128,367 6,146 
PGI Sk alee ee aie 45,412 12,329 
Dorchester ........ 63,053 18,609 
Grain Dealers, Mass. 83,215 7,029 
Groveland ......... 8,111 3,098 
PIN 6 pistes vw ees 107,909 6,956 
THOGUSCIIBS. (0 ccc ccccs 56,443 1,547 
TAUIVOT 5s sib ko Si v0 500 54,075 15,194 
Lynn Mfrs. & Mer- 

COMMEE So cssiecce 17,935 2,970 
Merchants ......... 205,516 10,052 
Merrimack s....% << 204,210 58,670 
Metropolitan ....... 40,122 6,612 
Mill Owners, Ia.. 19,374 10,494 
Minnesota Implem’ ts 16,236 7,229 
Mutual Fire Assur.. 22,039 1,241 
PROTEOME 420 8K Cice sisi 104,947 25,509 
Paper. Mill... 260.3%. 144,398 5,057 
Penna, Lumbermen’s 34,101 13,260 
CRIS hig seas 153,730 30,646 
Rubber Mfrs........ 110,123 5,182 
West Newbury..... 25,049 2,284 ‘ 
What Cheer. ......% 123,976 8,374 
WOrceste?: ceicscse 142,081 31,749 
| 1] 
NEW JERSEY 

| 
New Brunswick ... 9,7 55 
U: 8.) Marine... 6... 199,636 35,865 
Amer. Alliance ..... hl, Steers pe 
Franklin, Pa, ~...... 15,506 23,012 
Great Amer., N. Y.. 38,983 12,410 
PRONG IN, Ex ces arcs 45,938 29,978 
Mass: TF. Ge Mh... ese 151 6,563 
SUV VOSERE Ss cicccces 13,609 644 
po aS Ae oe |, Sea 14,264 4,931 
Scandinavian ...... i eee 
ee TES 4,161 463 
COMCOTUIR 95.00 6.6 6s te 1,854 636 
WOASCOIN «65.0 'c.0 eae 48,195 2,821 
New Brunswick...F 94,241 31,230 
Seaboard ...... ort 4 36,585 ,82 
Amer. Alliance....F 37,594 13,143 
Amer. Druggist...F 7,443 »74 
Bucks Co. Con- 

tributionship .F Ja00. 6 6t Ree 
Cale. Amer, F 1,340 363 
County, Pa. ae 12,695 3,995 
Excelsior .. a 2,0 4 
Franklin, Pa F 247,616 146,924 
Gt. Amer., N .-F 509,029 223,724 
Home, N. Y. F 734,737 305,875 
Lumb. Mut., O F 43,632 6,337 
Mass. F. & M...... F 40,128 11,333 
Lumb. Mut., yg FEF 30,104 ,81 
Merchants, Ind....F 20G:.. ” \s:4e eae 
Mill Owners ...... F 9,597 2,853 
New Hamp. ...... F 158,027 100,142 
Northwestern ..... ¥F 9,386 1,75 
Ohio Farmers ....F 53,035 17,765 
Dy ee ee eee F 47,816 31,317 
Penn. Lumb. ...... F 40,745 5,883 
Stuyvesant ....... F 2,948 59,730 
yhoo) ee eee F 2,086 -. = sénwcm 
Scandinavian ..... ¥F C:200 >-réev eam 
Union Hispano ...F 87,157 23,502 
State, Eng. ....... F 30,304 8,15 
TMiperial. .6 is. 06.54% F 3,97 10,767 
Richmond ........ F 49,875 25,485 
Aviantic..Cwry (i... F 58,67 462 
Concordia ........ F 101,136 28,131 





SOUTH DAKOTA 
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SULA MN Nea 


Sound, Solid and Successful 


Fiftieth Progressive Annual Statement of the 


NEW HAMPSHIRE FIRE 


Insurance Co., Manchester, N. H. 


Statement January 1, 1920 


ASSETS LIABILITIES 
United States Liberty Bonds. ...$1,500,000.00 Capital Stock.................... $1,500,000.00 
United States Bonds............ 79,500.00 Reserve for Re-Insurance...... .. 4,209,637.00 
Wael Bie. on 293,500.00 Reserve for Losses.............. 486,105.92 
Municipal and other Bonds Reserve for Taxes and Expenses 
wee SCE. oO cc cc: 5,835,375.25 accrued but not due.......... 285,000.00 
Loanson Bondand Mortgage,etc. 78,944.89 Reserve for Dividends accrued 
Cash in Banks and Office...... 466,085.45 Mts ah. se ae 60,024.00 
Uncollected Premiums, etc....... 800,742.25 Net Surplus .................... 2,513,380.92 


$9,054,147.84 $9,054,147.84 


@fficers 


FRANK W. SARGEANT, President 
WALTER M. PARKER, Vice President NATHAN P. HUNT, Treasurer 
FRANK E. MARTIN, Secretary WILLIAM B. BURPEE, Secretary 
GEORGE A. FRENCH, Secretary CHARLES E. CHASE, Secretary 
GILMAN MCcALLASTER, Asst. Secretary VICTOR E. STEVENS, Asst. Secretary 
GEORGE W. SWALLOW, Asst. Secretary 
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WESTERN BRANCH OFFICE 


Insurance Exchange Bldg. 
CHICAGO 





PACIFIC BRANCH OFFICE 
219-221 Sansome Street 
SAN FRANCISCO 











Fire Rent Tourists’ Baggage 
Marine Sprinkler Leakage Salesmen’s Samples 
Automobile Use and Occupancy ‘Transit Floaters 
Tornado Registered Mail Riot and Civil 

Hail Parcel Post Commotion 


Losses Paid over $183,000,000 
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At Home and Abroad 


: AVING honorably served the people of America since 1853 
THE CONTINENTAL is now extending its operations to 


other lands; and in conjunction with American banking, shipping 




























and manufacturing, is playing its part in the development of 
American enterprise abroad. 


THE CONTINENTAL is expanding its field with the purpose 
of providing sound American indemnity anywhere in the world, 
against all fire, marine and ailied hazards. 


THE CONTINENTAL’S sound underwriting policy, careful 
management and prompt adjustment and payment of honest 
claims have earned for the Company a host of friends in America 
and it purposes to number its friends by legions in all civilized 


The CONTINENTAL INSURANCE COMPANY 


TEN MILLION DOLLARS President 


Home Office: 80 Maiden Lane, NEW YORK 


CANADIAN DEPARTMENT PACIFIC COAST DEPT. WESTERN DEPT. 


W. E. Baldwin, Manager C. E. Allan, Secretary J. R. Wilbur, Secretary 
17 St. John St. Insurance Exchange Bldg. 332 South LaSalle Street 
MONTREAL SAN FRANCISCO CHICAGO 


Continental Commands Confidence 




















-__ LHE AUTOMOBILE _7 
INSURANCE COMPANY 
OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$9,216,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5,382,334.00 


SURPLUS TO POLICYHOLDERS 


$3,833,866.73 


LINES WRITTEN 


FIRE MARINE WAR RISK 
TORNADO WINDSTORM MAIL PACKAGE 
RENTS LIGHTNING OURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
LS COMMISSIONS USE AND eae 
i he NLAND M 
FLOATERS LEASEHO) D TRANSPORTATION 


INLAN 
REGISTERED MAIL 


Affiliated with 
ATNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 









































POST MORTEMS ON LOSSES 


From time to time it is most inter- 
esting to make comparisons in the op- 
erating methods of the different fire 
offices. As the years go by, some of 
the companies make distinct and 
noticeable progress, others do not seem 
to move along so rapidly, and still 
others to all appearances, seem to be 
standing still. Why the difference? All 
have practically the same thing to sell. 
The answer is often found in the at- 
titude assumed by the underwriting 
head of the institution. Some execu- 
tives have formed the habit of holding 
post mortems over losses. They are 
the sort who become very active and 
officious when a report of a rather 
heavy loss comes in. The examiners 
are called on. the carpet, asked why 
they carried such a large net line and 
are made to feel rather small over hav- 
ing accepted anything above $500 net. 
When an examiner is thus raked over 
the coals three or four times, he com- 
mences to lose his nerve. He is afraid 
to back up his best judgment. He be- 
comes hesitant about writing even fair 
sized lines. He gives much good busi- 
ness away in reinsurance. He refuses 
to take any undue chances and will not 
run the risk of arousing the ire of his 
chief. As a consequence, the examiners 
in an office of this kind cease to ex- 
amine, and simply make an effort, if it 
can be called an effort, to write the 
smallest possible lines and thus escape 
the outburst that would come from the 
underwriting head were the company 
caught for a large amount. Such com- 
panies do not progress very rapidly. 
The whole underwriting atmosphere is 
wrong. 

There are other offices where these 
methods have long since been aban- 
doned. There are offices where when a 
loss occurs, the manager calls in the 
examiner, asks about the line, the un- 
derwriting features of the risk, and if 
there seems to be no apparent reason 
why the line should not have been 
written, does not seek to find one. As 
a matter of fact, there are many losses 
that occur where no just criticism can 
be offered. If the manager himself had 
passed on the line in the first place, he 
probably would have committed the 
company for about the same amount 
that the examiner selected. After the 
fire has taken place, there is nothing 
to be done about it anyway. If the 
examiner who accepted the line 
originally did not make a gross error 
in judgment or keep the net retention 
up entirely too high and beyond the 
company’s ordinary line, there is no 
reason for a prolonged post-mortem 
over the loss. The companies are in 
business to pay losses and it is ex- 
pected that they shall occur. In offices 
of this kind, the examiners as well as 
the company grow and develop. In a 
discussion of the losses with the un- 
derwriting head, their judgment is 
strengthened and given endorsement. 
They are encouraged to pass upon busi- 
ness intelligently. They are urged to 
take into consideration all features of 
the risk, decide how much the company 
should write and then proceed. They 
are given some freedom of movement 
and allowed to be original in their op- 
erations. Their initiative is developed 
and they become really intelligent fire 
insurance underwriters in the best 
sense of the word. 

ae ee 

DEMAND FOR STRIKE INSURANCE 

Company’ headquarters report that 
there is a demand for strike insurance 
these days. Since it was definitely an- 
nounced that the maintenance of way 
employes of the railroad are asking for 
more wages and are arranging for a 
strike, there has been much solicitude at 
railway centers and binders are being 
asked. 

















VIEWED FROM NEW YORK 


By G. A. WATSON 








coal mining centers to the effect that 
the miners are getting restless inas- 
much as nothing has been accomplished 
since the truce was declared. It is said 
that in some of the mines the mine op- 
erators are reducing the time when 
work is going on so that the miners are 
getting no more than they did previous 
to the calling off the strike, It is said 
that the officers of the miners’ union 
are considering the situation and that 
pressure is being brought to bear in 
many quarters to call another coal 
strike. These ominous reports together 
with the restlessness of the times no 
doubt are stimulating strike insurance. 
Local agents in a number of localities 
are urging property owners not to run 
any risk but to carry strike indemnity. 
One of the companies here the other 
day received an order for a three year 
policy on the property of Congress- 
man Copley, of Aurora, Ill. The sup- 
erintendent of the department handling 
this branch of business asserts that 
Congressman Copley being in Wash- 
ington was able to sense probable fu- 
ture events. In other words, he fore- 
sees trouble in the air and is fortifying 
himself against danger. 


* * * 
RETIREMENT IS FORECASTED 


At the annual meeting of the Under- 
writers Laboratories in Chicago last 
week John Marshall, Jr., vice-president 
of the Fireman’s Fund, was elected di- 
rector-at-large to succeed George W. 
Burchell, president of the Queen, who 
it was announced will soon retire from 
business activities. While it has been 
known in insurance circles in the east 
for some time that Mr. Burchell de- 
sired to be relieved from the cares of 
life in a short time, this was the first 
tangible information that has been 
given out. Mr. Burchell has served the 
business with signal ability and en- 
lightened intelligence. Vice-President 
N. S. Bartow no doubt will succeed 
him to the presidency. 


*x* * * 
GREAT INCREASE IN BUSINESS 


Companies report a greatly increased 
volume of premiums in January and 
thus far in February, In many offices 
the force is put to it to take care of 
the business that is coming in. It was 
thought that the peak of high values 
had been reached and that companies 
would be put to it to show an increase 
this year. However, all records are be- 
ing beaten and more business is com- 
ing than ever. Owing to crowded office 
space it is frequently impossible to in- 
crease the number of clerks. This is 
becomirfg a very serious matter with 
companies. 


Cleveland National’s Statement 


The annual statement of the Cleveland 
National shows assets $1,827,042, gain 
$164,829; reinsurance reserve $460,421, 
gain $111,770; capital $839,580, net sur- 
plus $406,493, gain $36,261; premiums 
$683,755, total income $771,760, losses 
$287,716, total disbursements $595,160. It 
gained $148,593 in net premiums, The 
loss ratio was 44 percent, a decrease of 
5.5 percent from the previous year. The 
expense ratio was 44 percent, it being 
just about the same as the year previ- 
ous. The good showing made by the 
company reflects great credit on Secre- 
tary and Managing Underwriter Archi- 
bald Kemp, who is an able insurance 
man. 

At the annual meeting of the company 
all the officers were reelected. Charles 
B. Sala of Canton, O., was elected as a 
new director. 


Opens London Office 


The Globe & Rutgers has established an 
office in London for reinsurance business 
located anywhere outside of the United 
States and Canada. H. L’Estrange Ma- 
lone, European general manager of the 
Fidelity & Deposit, is Globe & Rutgers’ 





Then, too, come rumblings from the 
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Illinois and Wisconsin and will assist 
the state agents in this territory. 











| CHANGES IN THE FIELD | 


TO OPEN FARM DEPARTMENT 
Ww. F. Sweazea, of Minnesota, to Or- 
ganize New Line of Operations 
of Niagara 





\V. F. Sweazea, Minnesota state agent 
of the Niagara, is being relieved of his 
present duties to organize a farm de- 
partment for his company. While plans 
have not fully deweloped, it seems prob- 
able this department will be located at 
Chicago. The company will write farm 
business in the western states... Mr. 
Sweazea is one of the big field men of 
his company who is thus given an op- 
portunity to show his real worth. 

H. Clyde Edmundson, state agent for 
the Scottish Union & National in east- 
ern Washington, Oregon, Montana and 
Idaho, has resigned to become state 
agent for the Niagara in Minnesota. 


William D. Phoenix 


William D. Phoenix, special agent of 
the Continental in Iowa, is appointed 
state agent in the Rocky Mountain field 
where he formerly traveled as special 
agent. 








W. G. Bean 


W. G. Bean, special agent of the Con- 
tinental in Indiana, is transferred to 
the recording department in Kansas to 
assist State Agent T. E. Griffith. 


D. H. Reed 


D. H. Reed of Akin, Ili., has resigned 
as special agent for the Great American 
in southern Illinois, effective March 1, 
to become farm special agent for the 
western department of the National of 
Hartford in central and northern IIli- 
nois. Mr. Reed has for a number of 
years been a leading local agent of the 
National through its Forest City 
agency. 








Clinton J. Buell 


Clinton J. Buell, formerly special 
agent for the Gerald L. Schuyler gen- 
eral agency at Denver, Colo., has been 
appointed special agent in southeastern 
Nebraska for the National Security of 
Omaha with headquarters at Lincoln. 
Mr. Buell has had considerable rating 
experience, having been connected with 
the Rocky Mountain Fire Insurance 
Bureau for eight years. 





Paul T. Lawrence 


Paul T. Lawrence has resigned as 
special agent of the farm department of 
the Hartford Fire in Kentucky to be- 
come state agent of the Camden Fire 
in Kentucky and Tennessee, with head- 
quarters at Louisville. 


Sanford F. Bissell 


Sanford F. .Bissell, who has been 
special agent of the subagency depart- 
ment of the Hartford in Illinois, has 
been transferred to Oklahoma as special 
agent, with headquarters at Oklahoma 
City. He is a son of Richard M. Bis- 
sell, president of the Hartford. 


J. T. Harding 


_ J.T. Harding, who is an examiner 
in the home office of the Millers Na- 
tional of Chicago, has been appointed 








POINTERS 


LIABILITY FOR SMOKE 
HOUSE LOSSES 


Question—The question has just been 
brought to my attention whether there 
has ever been any court dicision on 
packing house forms where the loss was 
occasioned by meat burning in the 
smoke house. It is my understanding 
that practically all companies pass a 
form on this class of business with this 
clause to the effect that it covers in 
smoke house, but there is a question in 
my mind, from a technical standpoint, 
ere companies are liable in case of 
oss. 

Answer—lIt is the opinion of the best 
authorities that companies are liable 
for fire losses to meat in smoke houses. 
If the meat were damaged by smoke or 
overheating of the smoke room, the 
companies could not be called upon to 
pay the loss, but if the meat were dam- 
aged by flames irrespective of where 
they originated, the companies would 
be called upon to pay this loss which 
would be a fire loss and the claim would 
have to be settled in the same manner 
that other fire losses are handled. 
EXTENT OF RENTS 

INSURANCE COVERAGE 


Question—What is meant by “actual 
loss of rental value” in a rent insurance 
policy? How broad is the coverage of 
such a policy? I have in mind a case 
of this kind: Suppose the policyholder 
lives in his own house and carries a rent 
insurance policy? His home is de- 
stroyed by fire and he seeks other quar- 
ters, until he can find a permanent 
place to live. He finds housing condi- 
tions to be very bad, and finds it almost 
impossible to find a place to live. 
Finally he is forced to take his family 
to a hotel and pay a great deal more 
for living expenses than was the case 
when he lived at home before the fire. 
Does the rent insurance policy cover 
the extra expense involved by reason 
of living at the hotel, or if not, what 
does it cover? 

Answer—In a case of this kind, the 
company carrying the business would 
simply determine the actual rental value 
of the home destroved by fire. That is, 
the rents being earned by other prop- 
erties of a similar character in the 
immediate neighborhood would be de- 
termined and the actual rent that the 
‘place might have brought to its owner 
had it been rented would be paid to the 
owner, until it was possible to rebuild. 
The policy has to do with the property 
destroyed and nothing else. It cannot 
take into consideration the personal 
case of the owner. Suppose, for ex- 
ample, that the owner elected to take 
quarters in the most fashionable hotel 
in the city at great expense. The com- 
pany could not be expected to pay for 
this additional expense. Too many 
complications would arise if companies 
attempted to sell protection of the kind 
suggested. The extra expenses involved 
by reason of the fire are not covered by 
the company writing a rent insurance 
policy. 











The Home of New York is now issuing 
a special policy for dealers and manufac- 





special agent, covering Indiana, Ohio, 


turers of aircraft. 








“WE ARE NOT SATISFIED 
UNTIL YOU ARE” 





AUTOMOBILE ADJUSTMENT BUREAU 


CHAS. W. PIPKIN, Manager 
Fire, Theft, Property Damage and Collision - 
Losses Adjusted, Recover Stolen Automobiles 
Investigations of Any Nature 


14 Arlington Block 
OMAHA, NEB. 











levelandNational 
ire Insurance Co. 


CLEVELAND, OHIO 


E. KIMBALL, President 


ARCHIBALD KEMP, WM. C. DOOLITTLE, 


Secretary-Treasurer and Assistant Secretary- 
Managing Underwriter Treasurer 





Annual Statement 
December 31st, 1919 





ASSETS 
Mortgages, Stocks, Bonds, Real Es- 
ee ia inc wh ae hk Kaas BEES ONE HS $1,616,464.36 
Cash in Office and in Banks.......... 54,353.85 
Premiums in course of collection..... 128,102.03 


Interest due on Mortgages, Bonds, 


AINE os Stes bic Rca oe ego «es 28,121.63 





FORAE ASE. s ccackewe cs $1,827 ,041.87 


LIABILITIES 
Cueital Sten... Fics. as $839,580.00 
Reserve for Losses....... 85,561.81 


Reserve for Policies in 


ASE es ae Ee ae 476,420.97 
Reserve for Taxes and Bills 18,685.92 


TOTAL LIABILITIES 
INCLUDING CAPITAL...... 


1,420,548.70 





NET SURPLUS ABOVE ALL LIA- 


BILITIES AND CAPITAL...$ 406,493.17 





Increase in net premiums written...... $148,592.97 


Increase in reserve for policies in force. 111,770.31 
Pncweand Washes 26 FS. oo bec eA 164,829.30 
Increase in net surplus................ 36,260.83 


Ratio of losses incurred and loss ex- 
DONEER. cs oo cepted osc Geers 6 8 


44.08 
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14 THE 
United States Branch 
206-8 
Dreuiony New York 
United 
Horatio States 
N. Kelsey Manager 




















Peninsular Fire Insurance Company 


OF AMERICA 
Grand Rapids, Michigan 


Capital $1,000,000.00 


Now Ready for Business 


FIRE : MARINE : AUTOMOBILE : TORNADO : HAIL 


Farm Property—Hail and Tornado on Farm Crops 


Local Agents wanted who will canvass for Hail Insurance. 
A first-class schedule man wanted for special agent for Illinois. 


J. FLOYD IRISH, Secretary and Managing Underwriter COLON C. LILLIE, President 

















EDWARD MILLIGAN, President 





GEORGE M. LOVEJOY, Vice-President JOHN B. KNOX, 

THOMAS C. TE . Secretary GEORGE C. LONG, JR., Secretary 
HENRY P. , Ass’t Secretary FRED C. GUSTETTER, Ass’t Secretary 
EDWARD V. CHAPLIN, Ass’t Secretary F. MINOT BLAKE, Ass’t Secretary 


Surplus to Policyholders ...... 


$10,506,412 
Benes dmenee Fane 6.6 6s ee ee 


91,623,036 


Cash Capital - Three Million Dollars 


Reinsurance Reserves . . - « « $7,601,014 


Reserve for Outstanding esses and all 
other Liabilities . ..... =. =. . 41,508,770 
eee ae re eee ee 





Total Assets ..... $19,706,197, 
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| =: WYNNE & KINSELLA .:. 


General Agents for Michigan 
NEW AMSTERDAM CASUALTY COMPANY 


Agents wanted in Michigan 


1554 Penobscot Bldg. : : : : 


CAPITAL $1,000,000 


Detroit, Mich. 














NATIONAL INSPECTION CO. 
INSPECTION OF HEAVY RISKS 


J. G. HUBBELL, Mgr. 108 SO. LA SALLE ST., CHICAGO 








HENRY J. WOESSNER WM. L. DICKELMAN 


WOESSNER & DICKELMAN 





; GENERAL AGENTS “ 
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UNDERWRITERS LABORATORIES 


The annual meeting of the Under- 
writers Laboratories was held last 
week in Chicago, H. C. Eddy of the 
Commercial Union being reelected 
chairman of the board and W. H. Mer- 
rill president. Vice-President George 
W. Burchell of the Queen, W. E. Mal- 
lalieu, general manager of the National 
Board, and Vice-President John 
Morton of the Fire Association, came 
from the east to attend the meeting. 
The Chicago directors attending were 
Charles E. Dox, London & Lancashire; 
A. G. Dugan, Hartford; J. C. Harding, 
Springfield; C. W. Higley, Hanover, 
and R. H. Purcell, Liverpool & Lon- 
don & Globe. John Marshall, Jr., af 
the Fireman’s Fund was elected direc- 
tor at large to succeed George W. 
Burchell. * * * 


FIRE ASSOCIATION RALLY 


Field men in the western department 
of the Fire Association were called to 
Chicago last week by Manager John M. 
Thomas for a business conference. Vice- 
President J. W. Cochran was present 
from the home office. The annual ban- 
quet was held Thursday evening over 
which A. E. Meredith, Wisconsin spe- 
cial agent presided. It was the second 
anniversary of the sinking of the “Tus- 
cania,’ which was a convoy carrying 
American troops over to the other side. 
Mr. Meredith was on this vessel when 
it went down and he, the captain and 
the chief engineer, were the last to leave 
the sinking ship. He related his experi- 
ences on that memorable occasion much 
to the edification of those present. 


* Ox 
HAIL INCOME THIS YEAR 


Although there is a much larger num- 
ber of hail insurance companies in the 
field this season it is doubtful whether 
the aggregate hail premium income for 
1920 will be any greater than 1919. 
Naturally with more agents soliciting 
hail insurance and more companies 
pounding the agents there will be a big 
drive for business. However, those who 
are in closest touch with crop condi- 
tions say that the acreage planted was 
about a third less last fall and the pre- 
diction is that the acreage of spring 
wheat will not be as great as last year. 


* * Xx 
CHICAGO INSURANCE CLUB 


R. G. Francois, appraisal engineer of 
the City of Chicago on the traction 
system work, addressed the Insurance 
Club of Chicago Tuesday night on 
“Appraisals.” Mr. 
appraisals in their relation to fire in- 
surance. He devoted the major por- 
tion of his address to an explanation 
of a new photographic device used by 
aviators during the war. 


* *K * 
CAPITAL HAS BEEN INCREASED 


At the annual meeting of the Metro- 
politan-Hibernia Fire in Chicago this 
week is was announced that the $100,- 
000 additional capital had been sold and 
will be paid within 30 days. This will 
give the company a capital of $250,000 
and surplus of Spent $110,000. 


* 
WILL WRITE HAIL INSURANCE 


The Automobile of Hartford and the 
Fire & Marine Underwriters of the 
Automobile have decided to write hail 
insurance on growing crops and have 
appointed the Hedwall-Sundberg Com- 
pany of Minneapolis as general agents. 
The Hedwall-Sundberg Company also 
represents the Providence-Washington, 
Westchester and Hudson of New York 
for hail insurance. This is one of the 
leading hail ‘general agencies of the 
country. 

* * Ox 
ENTER THE MARINE FIELD 

The Bartholomay-Darling Company, 
which recently took over the city office 
of the Liverpool & London & Globe in 
Chicago as agent for fire’ insurance, 





Francois discussed ° 





has been appointed by the marine de- 
partment of that company as agent of 
the company for Chicago and vicinity 
for marine insurance. This department 
will be in charge of J. H. Darrah, who 
has had valuable experience in the 
marine field in ee Last. 





GWINN HAS BEEN ADVANCED 


J. Homer Gwinn has been appointed 
superintendent of agents in the west- 
ern department of the Firemen’s, Gi- 
rard. and Mechanics. Mr. Gwinn re- 
cently returned to the service of the 
Firemen’s after being state agent of 
the Niagara in Western Pennsylvania. 
He is 33 years of age and has been in 
the business since 1902. He started 
with the old general agency of Pellet 
& Hunter in Chicago and then was an 
examiner in the western general gency 
of O. C. Kemp. He went into the field 
for the Kemp companies and later trav- 
eled as Wisconsin agent for the Fire- 
men’s and affiliated companies. He was 
elected president of the Bureau field 
organization in Wisconsin. He left the 
field in June. 1918, to come to the west- 
ern department office as chief exam- 
iner. Mr. Gwinn is a young man of 
splendid experience and training and 
fine equipment. 


* 
USING SMALL TOWN PAPERS 

A field man who has had great suc- 
cess in planting his company in new 
territory, told recently of a plan he has 
hit upon for getting an agent in a town 
where the company has not been repre- 
sented. He says that field men will 
often decide to plant a local agent in a 
town, will go to the town, try to get in 
all of the good agencies, get leads on 
possible agents from every available 
source and then be forced to leave the 
town at the end of the day without 
making an appointment. This is a 
great waste of time and the process is 
sometimes repeated three or four times 
a month where a serious effort is being 
made to build up an agency plant. 

This field man says that he has had 
good results from the use of an ad- 
vertisement in local papers, reading 
about as follows: “Wanted, an agent 
to represent one of the leading fire 
companies writing farm and town busi- 
ness.” This advertisement, he says, will 
more often than not, bring replies. It 
often interests life insurance men doing 
a business in the surrounding country. 
It will not infrequently get the atten- 
tion of some young man occupying a 
position not paying a very large salary. 
In almost every case the advertisement 
is answered by someone who has never 
been in the business before and the spe- 
cial agent is thus presented with the 
opportunity of bringing a good man 
into the business, that he would prob- 
ably never have heard about if he had 
tried to appoint an agent in the usual 
way. N 

* * * 

E. R. Townsend, the hydraulic engi- 

neer of the Western Union, has moved 


his office to 234 South LaSalle street, 
Chicago. 


*x* * x 

G. H. Worthington of Chicago, one of 
the chief examiners in the western 
department of the Commercial Union, 
underwent a serious operation at the 
West Suburban Hospital, Oak Park, IIl., 
last week. Mr. Worthington is a man 
greatly beloved. He has been in delicate 
health for some time and his friends 
hope that this will restore him to vigor 
and strength. 

* *k x* 

The nominating committee of the 
Association of Fire Insurance Examiners 
of Chicago recommend the following of- 
ficers for the ensuing year, to be voted 
on Friday: President, C. G. C. Kuechler, 
North America; vice-president, L. Ross 
Hanawalt, National of Hartford; secre- 
tary, W. Skow, Fireman’s Fund; treas- 
urer, I, M. Wetterhahn, Hartford Fire; 
directors (three to be elected), E. W. 
Hotchkiss, Continental; R. S. Horton, 
Phoenix of London; H. S. Jackson, Union 
of Canton; Hjalmar Nelson, Hanover. 
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HONORED ASSOCIATES MEET 


Veteran Ohio Field Men Celebrate 
Geo. M. Winwood’s 77th Birth- 
day at Springfield 


SPRINGFIELD, O., Feb. 10—The 
Honored Associates of the Field Men 
of Ohio held a congratulatory gather- 
ing last week in honor of the 77th 
birthday of George M. Winwood, for 
years state agent in Ohio for the 
Phoenix of Hartford, now retired. The 
Associates held a short business meet- 
ing followed by a dinner. L. J. Bonar, 
of Mansfield, president of the Asso- 
ciates, presided. No field man can bea 
member of the organization unless he 
has consecutively been a state or spe- 
cial agent in the field for at least 25 
years. Mrs. Anthony, daughter of Mr. 
Winwood, graced the occasion with her 
presence and assisted in the arrange- 
ments as did also Mrs. H. W. Carey, 
wife of the special agent of the Fidelity- 
Phenix, Mr. Carey having been for 
years in the field as an assistant to 
Mr. Winwood. 


Two New Members Admitted 


Charles E. Monroe, special agent of 
the New York Underwriters, was ad- 
mitted to membership as was also Louis 
H. Schweer of the Automobile Insur- 
ance Company, who automatically be- 
comes the secretary of the organiza- 
tion, he being the youngest member in 
point of age. The association now has 





19 members. It is copied somewhat 
after the Life Members’ Association of 
the Fire Underwriters’ Association of 
the Northwest and has been in exist- 
ence for nearly three years. Mr. Win- 
wood was the recipient of a wonderful 
list of congratulatory letters from his 
old field associates. L. J. Bonar, who 
has traveled Ohio for almost 50 years 
in the interests of the North America, 
is by virtue of his seniority president of 
the association. The banquet was also 
attended by George M. Winwood, Jr., 
son of the guest of honor. 


Pay Respects to Clayton 


On the conclusion of the dinner all 
the Associates adjourned to the home 
of Harry W. Clayton, state agent of 
the National Liberty, who is ill, paid 
their respects to Mr. Clayton and at 
the same time presented Mrs. Clayton 
with a handsome bouquet of roses. It 
was a source of regret that H. M. 
Brooks, of the Hartford; H. E. Boning, 
of Milwaukee; Robert L. Raynolds, of 
the Connecticut; A. M. L. Wasson, of 
Cincinnati, and Capt. J. M. Wallace, of 
Dayton, were not able to be present. 
The following were present: L. J. 
Bonar, Mansfield; H. W. Carey, Spring- 
field; John H. Gray, Columbus; R. T. 
Huggard, Columbus; John Hoover, 
Dayton; C. R. Loomis, Painesville; 
C. E. Monroe, Cincinnati; Thomas 
Smith, Dayton; J. A. Weinland, Colum- 
bus; Cyrus Woodbury, Columbus, and 
Geo. M. Winwood, Springfield. 





TWO-PLATOON BILL IN OHIO 


Measure of Importance to Insurance 
Interests Is Practically Certain 
to Become Law 


CINCINNATI, O., Feb. 11.—Passage 
of the Luchsinger two-platoon bill as 
a labor measure to regulate hours of 
employment in the fire departments of 
Ohio cities virtually nullifies the effect 
of passage of the Gardner bill, de- 
signed to give cities financial relief by 
exempting sinking fund and interest 
charges from the operation of the Smith 
1 per cent tax law. In some of the 
cities the cost of the increased fire de- 
partment personnel will more than wipe 
out the increased revenue resulting from 
the change in the taxation scheme. 

The bill has passed both houses and 
has beén signed by the president of the 
senate. The speaker of the house will 
sign it Wednesday, and it will then go 
to the governor. There is no doubt 
that Governor Cox will sign it, though 
he has ten days in which to act after 
it reaches him. It will become a law if, 
after the expiration of ten days, his 
signature has not been attached. 

The passage of this bill is of far- 
reaching importance to the fire insur- 
ance interests of Ohio. Every fire de- 
partment in the state is short-handed; 
every fire department is in need of mod- 
ern apparatus, or more than is already 
in service; every department has in- 
creased salaries and most of them have 
further increases demanded or pending. 
All these demands have been in abeyance 
because the cities have not had the 
money to grant them. 

With departments short-handed and 
lacking in equipment, insurance inter- 
ests have been giving at least tentative 





consideration to the question of rates. 
Fire insurance rates in Ohio are lower 
than in any other state; but the rates 
have been predicated on the thorough- 
ness of fire prevention work and the effi- 
ceincy of fire departments, and insur- 
ance interests have not failed to note 
that owing to conditions in the depart- 
ments there have been numerous in- 
stances, the last few months, in which 
fires have “got away,’ with resultant 
large losses for which the companies 
have had to pay. If these conditions 
continue, or are aceentuated, the national 
consequence will be higher insurance 
rates. 


New Philadelphia Really Dry 


NEW PHILADELPHIA, Feb. 4—New 
Philadelphia was bone dry today for ten 
hours. The auto of Herman Schneider, 
coal operator, skidded on the ice against 
a fire plug. The geyser caused the whole 
city’s water supply to be cut off at the 
reservoir. 


Annual Report of the Bureau 


The annual report of the Ohio Inspec- 
tion Bureau and the West Virginia In- 
spection Bureau shows that there are 124 
tariffs published in Ohio and 104 in West 
Virginia. The total number of bulletins 
issued in Ohio was 5,899 and in West Vir- 
ginia 923. The total number of estimates 
published in Ohio was 228,262 and in West 
Virginia 55,835. The two bureaus are in 
charge of Manager T. B. Sellers and are 
very efficient in every particular. 


Tuttle to Speak at Cincinnati 


CINCINNATI, O., Feb. 11—C. R. Tuttle, 
manager of the Western department of 
the North America, will be the speaker at 
the February dinner meeting of the Cin- 
cinnati Insurance Society (fire), next 
Monday night. Mr. Tuttle will speak on 
Uniform Forms, and as he formerly was 
chairman of the Uniform Forms Commit- 
tee, he is splendidly equipped to handle 
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The Superior Fire Insurance Co. 
PITTSBURGH 


Incorporated 1871 


A. H. TRIMBLE, Prest. EDWARD HEER, Sec’y and Treas. 

Why not make room in your agency for aconservatively managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for nearly half a century? 


Capital $400,000.00 Surplus to Policy Holders $730,417.59 
Assets $2,083,462.49 








KEYSTONE UNDERWRITERS 


DEPARTMENT OP 
The United American Insurance Co. 
The Union Insurance Co. 


The Globe Fire Insurance Co. 
The Western Insurance Co. 
All of Pittsburgh, Pa. 
Combined Capital - $ 900,000 Combined Net Surplus - - - $ 733,329 
Combined Assets - - 3,179,134 Combined Surplus to Policyholders 1,633,329 
HENRY WACHTER, Manager ° 218 Fourth Ave., PITTSBURGH, PA. 
(Reliable Agents Wanted in FISH & SCHULKAMP 
ennsylvania, Ohio, Illinois General Agents for Wisconsin 
and Wisconsin.) Madison ° Wisconsi 








-he topic. President Martin Vold, Jr., 
ind Sidney Schottenfels, chairman of the 
sntertainment committee, are planning an 
nteresting and diversified program for 
che winter. 


Ohio Mutuals to Meet 


COLUMBUS, O., Feb. 10.—Plans to pro- 
mote and conserve mutual interests will 
vse discussed at the annual convention of 
he Federation of Mutual Insurance As- 
sociations of Ohio to be held in the 
Southern Hotel, Columbus, Feb. 17 and 
18. Among the men who are expected to 
speak are V. H. Vahigren, of the federal 
department; National Secretary H. P. 
Cooper, Commissioner Tomlinson, Fire 
Marshal Leonard, Attorney General Price, 
and Ralph Richman, editor of “Fire Pro- 
tection,” who is rated one of the national 
experts of rural fire protection. D. L. 
Gaskell, former president of the Federa- 
tion, will discuss “Compensation of Sec- 
retaries.” 

The annual dues have been raised to $5 
so that propaganda in regard to mutual 
insurance may be_ spread _ broadcast 
throughout the state. The friendship 
luncheon, which has proven such an at- 
tractive feature at former conventions, 
will be repeated. W. H. Hannah of Ton- 
togany is president; John Clabaugh, Mc- 
Cutchenville, vice president, and A. F. 
Little, Bradford, secretary and treasurer. 











Ohio Notes 


F, T. Pyle of Painesville has sold hig 
business to the Barber Company, a union 
agency. 


George Tuller of Sycamore has sold his 
interest in the Niebel & Tuller agency to 
his partner, O. J. Neibel. 


Following the death of D. W. Halloway 
at Akron, his agency has been trans- 
ferred to his son, D. H. Holloway. 


R. W. Grim, special agent of the Royal 
Exchange, with headquarters at Colum.» 
we visiting the New York office this 
week. 


Reese & Lucas of Newark have trans- 
ferred their agency to Rees V. Sperry, 
Mr. Lucas will represent a Columbus 
brokerage firm in Zanesville. 


T. C. Doolittle, father of Wm. C. Doo- 
little, assistant secretary and assistant 
treasurer of the Cleveland National Fire, 
died last week. Mr. Doolittle went to 
Cleveland at the age of 15. 


Chester A. Brunson, who has been con- 
nected with the Liverpool & London & 
Globe at Cincinnati, has been appointed 
cashier of the Cincinnati agency of the 
Guardian Life of New York. 


Joseph A. Cloud, special agent of the 
Fred S. James office of New York, is con- 
fined to his home at Newport, Ky., with 
double pneumonia. Latest reports re- 
ceived by his Columbus associates are 
that he is improving. 
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H. M. BARFIELD 


President 


CHARLES H. HARRADEN 


Managing Underwriter 


H. — 
Buckeye National Fire 


Insurance Co. 
Surplus to Policyholders . . . . $149,508.34 





ECONOMIC MANAGEMENT MAKING SPLENDID PROGRESS 








OHIO AND MICHIGAN AGENTS WANTED), 











PIONEER 


= | Fire Insurance Company 
of America 


29 South LaSalle Street 
CHICAGO 





Ae rom Cramecee 
. 


AN ILLINOIS 
COMPANY 




















Twin City Fire Ins. Co. 
MINNEAPOLIS 
Capital $500,000 














The Wheeler, Kelly & Hagny Co. 
INSURANCE 
215 East Douglas Ave., WICHITA, KANSAS 


ALL LINES OF INSURANCE ENGINEERING DEPARTMENT 
HANDLED. IN CONNECTION. 








THEODORE STEIN, JR. 


GENERAL AGENT FOR INDIANA 


GLOBE INDEMNITY COMPANY OF NEW YORK 
AGENTS WANTED IN INDIANA 


241-44 LEMCHE ANNEX INDIANAPOLIS, IND. 











Capital Fire Insurancex Company of California 
Agents wishing to represent a high class progressive company, apply to 


BIERCE & SAGE Co., Michigan State Agents 


219-220-221 Hammond Bidg., Detroit 


Correspondence solicited for direct lines or re-insurance on mercantiles and special hazards where not represented ° 


Prompt Service Telephone, Cherry 5154 

















WORRY OVER UNIFORM FORMS 


Illinois Field Men Say Companies Are 
Not As Exacting As They 
Should Be 


Illinois field men are considerably 
perturbed regarding the use of forms 
that do not conform to the uniform 
forms adopted by the companies that 
are being used throughout the state, 
especially by Chicago agents and brok- 
ers and some of the big manufacturers. 
Uniform forms are used almost uni- 
versally for the small stuff. The com- 
panies so far have not insisted on full 
compliance with the uniform forms, so 
the field men claim, when it comes to 
the big Chicago people and some of the 
large industries that have been getting 
out their own forms. The companies 
leave it up to the two field organiza- 
tions to handle the situation and the 
field organizations are not backed up as 
they should be. This has caused con- 
siderable adverse comment throughout 
the state, inasmuch as it seems incon- 


| sistent to insist on uniform forms in 


some cases and allow others to be used 
by the large customers and the bigger 
Chicago agents. 





Made Assistant Manager 


Frank Cavanaugh, formerly assistant 
examiner for the Fireman’s Fund, Chi- 
cago, has been promoted to the assistant 
managership of the Illinois Audit Bu- 
reau. He has been with the audit bureau 
for the past six months. 


Fuelbier Strengthens Service 


Louis F. Fuelbier, a member of the 
firm of John Fuelbier & Son, local agents 
at Quincy, Ill., and also proprietor of the 
Western Illinois Adjustment Company of 
Quincy, has taken in a partner in the 
adjustment company—Walter J: Meyer, 
who is manager of the Quincy Lumber 
Company. He is an expert in the lum- 
ber and builders’ supply line. 


Discrimination Hearing Set 


INDIANAPOLIS, IND., Feb. 10—A hear- 
ing will be given by State Auditor 
Klauss Feb. 20, relative to alleged dis- 
crimination in rates as published. by the 
Indiana Inspection Bureau for the Indian- 
apolis Abbattoir Company. 


R. C. Hosmer Operated On 


Robert C. Hosmer of Chicago, state 
agent of the Phoenix of Hartford in Illi- 
nois, was operated on this week in the 
hospital for an abscess in his side: Mr. 
Hosmer has been confined to his bed with 
a@ severe attack of bronchitis and other 
complications. He took cold at the recent 
meeting of the Illinois field men at De- 
catur and has been laid up ever since. 





It will be some time before he can resume 
his duties. 


Puzzled by Glass Company Fire 


INDIANAPOLIS, IND., Feb. 10—Fire 
on the third floor of the Stewart-Carey 
Glass Company’s building caused the 
loss of $5,000 late Sunday night. The 
fire was discovered only when the entire 
front wall of the fourth floor fell oui. 
Insurance men are puzzled as to what 
caused the wall to give way as no trace 
of the fire can be found on the fourth 
floor and the walls of the third floor were 
not damaged. At first it was thought in 
explosion blew the wall out but as noth- 
ing was disturbed or damaged on the 
floor this theory was given up. The fire is 
supposed to have been caused by defec- 
tive wiring. ; 


Half Million Loss at Logansport 


Flames starting in the elevator shaft 
of the Barnett Hotel at Logansport, Ind., 
Sunday afternoon caused a loss estimated 
at $500,000 and the death of one woman 
and the injury of a score of others. The 
fire is believed to have started from a 
short circuit in the motor which runs 
the elevator. The building is a four 
story structure and was completely gut- 
ted by the fire. The fire department was 
handicapped in fighting the iire, as the 
water works had been shut down and the 
water pressure had been turned on only 
four hours before the fire. Almost all 
the guests suffered the loss of all their 
clothing and equipment. 





Plans for Illinois Meeting ~~ 

On account of another convention being 
held in Decatur, March 4, the mid-year 
meeting of the Illinois Association of 
Insurance Agents has been postponed 
to March 11, the Orlando Hotel being 
made official headquarters. Cory L. 
Nicholson is head of the committee on 
arrangements. Secretary S. E. Moisant 
is now arranging a program at which 
several important agency questions will 
be discussed, such as agency cost and 
accounting, increased values, qualifica- 
tions bill, soliciting multiple lines, busi- 
ness getting plans and so on. 


Protection for Jeffersonville 


Jeffersonville, Ind., which has been ob- 
taining much of its fire protection from 
the United States Quartermasters’ De- 
partment at Jeffersonville, will have even 
better protection when the government 
completes plans for enlarging the depart- 
ment. The equipment now consists of 
four motorized trucks and a personnel 
of more than forty men. Two additional 
trucks are to be installed and additional 
premises will be provided to house the 
equipment. The city department has two 
motorized trucks and these respond to 
alarms when called upon. 


Will Organize Wisconsin 


Henry E. Miller of Milwaukee has 
started to organize Wisconsin for the 
Peninsular Fire of Grand Rapids, Mich: 
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WANTED at ONCE 


An experienced insurance man to 
manage and handle the business of 
our Insurance Department, connect- 
ed with our Real Estate business 
which exceeded one and one-half 
million dollars in sales volume for 
the year 1919, and in which we em- 
ploy ten people. 

We represent ten companies writing 
all lines of insurance. Our agency 
is well established, is writing a 
large amount of business and is 
growing rapidly. The position is 
permanent and affords an excellent 
opportunity for the right man. 


Malcolm V. Bolton & Co. 


Cedar Rapids 
Savings Bank Building 


Cedar Rapids, Iowa 








vv ON 


Field Man Wanted 


Exclusively for 
Automobile Department 


Good salary for competent man. 


Must be a good solicitor. 
APPLY TO 


CHAS. E. SHELDON, Mgr. - 


ROCKFORD, ILL. 





ere 
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GENERAL AGENCY WANTED 
Wanted—General agency con- 
tract with good stock Fire 
Insurance Company by well es- 
tablished firm with twenty 
years’ experience. .Address 38-D, 
care The National Underwriter. 





Mr. Miller resigned as state agent for 
the Concordia Fire and then entered 
military service. He has been in the 
insurance business all his life and 
formerly was connected with the Wis- 
consin Inspection Bureau. 





Gustin on Building Construction 


MILWAUKEE, WIS., Feb. 11—At the 
meeting of the Fire Insurance club of Mil- 
waukee, held Monday, L. R. Gustin, assist- 
ant manager of the Wisconsin Inspection 
Bureau and treasurer of the club, outlined 
the different types of building construc- 
tion in a most satisfactory and illuminat- 
ing manner. Mr. Gustin was scheduled to 
give this subject at a later date, but was 
called upon to fill the vacancy on the pro- 
gram occasioned by the absence of Wil- 
liam Ross Wilson of the George H. Rus- 
sell Co., who was expected to present the 
policy contract, and who was unable to 
attend. 

It is expected Mr. Wilson will talk on 
the policy contract at the meeting of 
Feb. 23. 





Wisconsin Notes 


The Caledonia-American of New York 
has been licensed in Wisconsin. 


R. H. Mann, who has been in the insur- 
ance business in Superior, Wis., for the 
past seven years, has sold his agency 
there and is now located at Racine. 

The Hardware Dealers’ Mutual Fire of 
Wisconsin has decided to amend its arti- 
cles to extend the protection, besides fire 
and lightning, to tempest, windstorm, 
tornado, cyclone or hurricane. 

Mrs. Maria E. Durand, mother of Loyal 
R. Durand, one of the best known fire 
and casualty underwriters of Milwaukee, 
died last week at the age of 81 years. 
Mrs. Durand came to Milwaukee in 1846 
and was married to the late Loyal R 
Durand, Sr., in 1866. 

Sol. H. Ettenheim, head of Sol. H, Et- 
tenheim & Son, 209 Grand avenue, Mil- 
waukee, local agents and real estate 
dealers, died Feb. 1 of pneumonia. He 
was a native of Milwaukee. Two sons, 
Julius M. and Milton B. Ettenheim, will 
continue the business. 

The Wisconsin Mutual Automobile of 
Monroe, Wis., operated through the 
George W. Wilkinson Insurance Agency, 
has promoted L, R. Stillman to the posi- 
tion of state manager. Mr. Stillman’s 
place as assistant local manager is filled 
by C. I. Coates, formerly superintendent 
of schools at Poynette, Wis. 


Thée Wisconsin Retailers’ Association, 








t 


WANTED, a supply clerk, young man 
with some experience in Western De- 
partment of Fire Insurance Company at 


Chicago. Address 52-R, care The National 


Underwriter, 











EXPERIENCED and CAPABLE 


Experienced and thoroughly capable 
lady .stenographer desires secretarial 
position; compensation commensurate 


Address 53-S, care The 


with ability. 
National Underwriter. 








SPACE WANTED in the 
Insurance Exchange, Chicago. 
500 to 700 feet. Address 47-M, 
care The National Underwriter. 








FIELD POSITION in Minnesota 
wanted by examiner who has had 
field experience. Fifteen years in in- 
surance business. Age 34. Address 
56-V, care The National Underwriter. 


— 


composed largely of retail grocers and 
| general merchants in the smaller com- 
i munities of the state, has completed 
; arrangements for the establishment of 
| a limited mutual fire in connection with 
| the organization. A meeting was held 
in Milwaukee Tuesday to effect an or- 
ganization. 





Illinois Notes 


At Wheaton, Ill. the agency of J. W. 
Binder & Co., has been transferred to 
Estella Binder Coffey. 

Albert E. Schwartz of Rankin, Ill, has 
moved away and his agency has been 
transferred to R. J. Marshall. 

Essex & Wolford succeed to the agency 
of J. W: Gullett at London Mills. De- 
laney & Longenecker succeed D. J. Hoo- 
ley at Rochelle, Ill. M. Files: sueceeds 
M. W. Hoffee at Enfield, Ill. 


Veteran Wheeling Agent Dead 


WHEELING, W. VA., Feb. 10—Joseph 
F. Paull, Sr., one of the oldest insurance 
men in Wheeling, and one of the city’s 
most prominent business men, died at his 
home here last week. His insurance 
agency here was founded in 1873 and he 
was still active at the time of his death. 
Mr. Paull was general agent for the Impe- 
rial and also acted as local agent for a 
number of companies in fire, life and cas- 
ualty lines. One of his sons, Joseph F. 
Paull, Jr., was associated with his father 
in the insurance business under the firm 
name of J. F. Paull & Co., and will con- 
tinue the business. Another son, J. S. 
Paull, is assistant secretary of the Wheel- 





ing Stamping Company. 














COMPANIES WANTED 





TULSA—An old established Agency in 
Tulsa needs two more Bureau companies. 
Only sole agency considered. Write 


P. O. Box No. 1500, Tulsa, Okla. 





Would Protect Columbus Suburbs 


COLUMBUS, O., Feb. 10—The city 
council of Columbus has ordered Fire 
Chief Daniels to prepare an estimate 
of the cost of the Columbus fire depart- 
ment protecting property in the nearby 
villages of Bexley, Grandview Heights, 





Upper Arlington and Linden. Bexley is 





Assistant Counterman 
wanted by progressive local office in 
Chicago. Must be competent to handle 
any desk in the office. State experi- 
ence and salary. Address 62-B, care 
The National Underwriter. 


a wealthy village adjoining Columbus and 
formerly paid $50 for each run the Co- 
lumbus department made there. This has 
been discontinued for some time. The 
new plan proposed is for each village to 
pay Columbus an annual amount, based 
on the property which is protected. The 
former plan did not pay for the wear and 





The Fireman’s Fund Insur- 
ance Company was estab- 
lished 
the fire business in 1863, 
organized a marine depart- 
ment in 1867 and originated 
the agency system for auto- 
mobile business in 1904. 
Today the company stands 
in the front rank in all three 
lines throughout the country. 


and started in 








INCORPORATED 1852 


MILWAUKEE MECHANICS’ 
INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 


AUTOMOBILE INSURANCE 
Fire, Tornado, Theft, Collision and Property Damage 








The COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, MICH. 


ASSETS - 


- - - $1,765,472.60 
SURPLUS TO POLICYHOLDERS - - - 


1,096, 744.07 


LICENSED IN 
Michigan, Ohio, Pennsylvania, New Jersey, Illinois, Indiana, 
Wisconsin, Iowa, Minnesota, New York, Massachusetts, 
Rhode Island, Louisiana, California, 
Tennessee and Kansas 


A Reliable, Progressive Agency Company Representatives solicited | 











ANTHONY MATRE BENRY REIS, M. D. JOSEPH BERNING NAPOLEON PICARD 
President Vice-President Vice-President Secy-Treas. 
DIRECTORS 






THOMAS E. GALLAGHER 
JAMES F. HOULEHAN 
DR. FELIX GAUDIN 


HENRY REIS, M. D. 
JOSEPH BERNING 
HUGH O'NEILL 


NAPOLEON PICARD 
ANTHONY MATRE 
FRANCIS J. MATRE 


A good company for good agents 


MARQUETTE NATIONAL 


FIRE INSURANCE COMPANY 
INSURANCE EXCHANGE 


ASSETS OVER ONE MILLION CHICAGO 




















tear on the fire apparatus. 








Incorpérated 1833 


British America Assurance Co. 


HEAD OFFICE—TORONTO, CANADA 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS AND STRIKES 


United States Branch, Ist January, 1919 






Pea eee IEE Ee. er esg au, Spe ata eee cL et $ 816,497.83 
Total losses paid in United States from 1874 to 19 532.58 


conte inclusive, $26,197, 
W. B. MEIKLE, President and General Manager. 














THE NATIONAL UNDERWRITER 


February 12, 1920 








INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, ENGLAND 


UNITED STATES BRANCH 
92 WILLIAM STREET, NEw YORK 


EVERARD STOKES 
UNITED STATES MANAGER 








Assets, $955,247.71 





January 1, 1920 


SECURITY FIRE INSURANCE COMPANY 
DAVENPORT, IOWA 


Policy Holder’s Surplus, $290,750.47 


The lowa Insurance Department in its recent report says of the company: 


“The affairs of this company have been conducted along conservative and economical lines 
and its steady and substantial growth reflects credit upon the management. 


Cash Capital, $200,000 

















INDEPENDENT ADJUSTERS 








ILLINOIS MISSOURI 


QUINCY ADJUSTMENT 
and SERVICE BUREAU 


ell’s Bidg., Quincey. GEORGE C. GILL, Mgr. 
ILL., WIS., IND. 


IOWA 





Cc H. TAYLOR 
1885 eeeene Pane Chicago 
one Wabas 


ADJUSTER OF FIRE LOSSES 


W#LLINOIS AND EASTERN 10W4i 


Western Illinois Adjustment Bureau 
62 S. Cherry St., Galesburg, Ill. 
a. F. Arnold F.R. Hazlett . A. Bartlett 
Fire and Automobile Losses 


4LLINOIS INDIANA 
ELDRIDGE H. SPERRY 
506 & 7 Robeson Bldg., ( hampaign, III. 
Western Union or Long Dist. Phone (Office 147, 
Res. 458) facilitates prompt service 


#LLINOIS 


THOMAS A. PETTIGREW 
Eades Building, Streator, Illinois 
we loss adjuster for the companies. Building Losses 
a specialty. 














LLINOiS—Nerthera and Centra 
Ben. Ge Coo per, Sieees Adjustments 
Central Life Bui torrie A, ILL. Phones 913R and 791 
Adjuster of FIRE ypsToale LO LOSSES for Companies 
35 and im insurance work 


IND. ig OE KY. 
H. N. ODELL 
110 Upper Second Second St., Evansviile, Ind. 
Adjusters of Fire, Tesneda, Automobile and Iniand 
arme Lasses 


SOUTHERN INDIANA KENTUCKY 
H. L. MAURY 


ADJUSTER OF LOSSES 
612 Columbia Bldg. Louisville, Ky 











Kansas Oklahoma Eastern Colorads 
WARREN ADJUSTMENT BUREAU 
R. B. WARREN, Manager. 


Fire Loss Adjustments for the Companies Only 
No. 229 Beacon Building Wichita, Kansas 





INSURANCE LAW 








NORTHWESTERN STATES 











JOHN WEAVER 


RN DING CHICAGO 








Charles Brock, Jones & Co. 


SPECIAL FACILITIES 
SURPLUS LINES 
PROMPT SERVICE 


Insurance Exchange, Chicago 











Strictly Fireproof 








g = NEW HOTEL 
3 | BREVOORT 
hi Chicago, Illinois 
= On Madison St., near La Saile 
54 One minute from the 
= Insurance District 
The Pa of In- 
surance Men is 
Solicited 
Laarence @ Adams, Ses'y and Mzr. 











NORTHERN MICHIGAN JADJUSTMENT COMPANY 
Adjusters of Fire Losses 


206 Schirmer Bldg. 304 Federal Ave., Saginaw, Mieh. 
MINNESUIA AND TRIBUTARY STATES 
J.F. MAIN & COMPANY 
General Adjusters. 14 years experience. 
506 Palace Bldg., Minneapolis, Minn. 

MISSOURI 
F. W. LITTLE,3JR., Adjuster 
FIRE and AUTOMOBILE LOSSES 
1025 New York Life Bidg. KANSAS CITY, MO. 
Over 303Y ears Experience 


KANSAS 
JOHN M. KINKEL 











sz 


W. P. KINKEL ’ 
KINKEL ADJUSTMENT AGENCY 
FIRE, TORNADO and AUTOMOBILE 
LOSSES ADJU ST FED 
HUTCHINSON - - 


NEBRASKA WESTERN IOWA 
= DENTIAL ADVICE & ADJUSTMENT BUREAU 
Inanection reports. 


all classes of claims. Cases 
essary 1418 First National Bank Building, OMAHA 


OHIO—WESTERN PENNSYLVANIA 
FRANK A. DUNNING CO. 
Claims & Adjustments 
Ohio Bidg., Akron, O. Main 50, O. C. 266? 

W WI. St SC ON SIN AND | 


Adjustments Wisconsin and Northern Michigan 
pred 25 years’ experience. 
AVID LAWSON 
Room i, coke Block Oshk: Wisconsir 
Local and Long Distance Telephone 786 














RELIABLE 


FireInsuranceCo. 
of Dayton, Ohio 
INCORPORATED 1865 


Cash Assets, - - - - + =  $1,091,990.00 
Net Surplus over capital and all liabilities, 687,535.00 


J. LINXWEILER, Jr.Pres. WM.F. KRAMER, Sec. 
+ EDWARD J. WEISS, Special Agent. 

















WHEELING FIRE 
INSURANCE COMPANY 
OF WHEELING, W. VA. 
Organized in 1867 


Cash Capttul 3760,280 
Asseta $674,726 Net Surelus $551 298 


WM. F. STIFEL, Pre -: 
PF. gay oO. aoe } as 
WM, ¥. FISCHER, Supt. of fijtee 
E. A. KEELER 


714 Hippodrome Bldg. Cleveland, Ohio 
Special Agent for Ohio, Indiana and Penna. 
Herrick & Auerbach, Managers 
Western Department 


Insurance Exchange Bldg., Chicago, Ill. 











Mid West Fire Insurance Co. 


314-316-319 Illinois State Bank Bldg. QUINCY, ILL. 
L. R. HETHERINGTON, Managing Underwriter 


Fire, Tornado and Automobile Insurance 








INSURANCE ON FARM PROPERTY 


Why not have sufficient pride in a home Company to want to see it succeed ? 


Agents wanted in Illinois 


























NOW ORGANIZING 


Home Office 





FEDERATED FIRE RE-INSURANCE COMPANY 


When Completed Will Have Capital of $1,000,000.00 


Will Do a Re-insurance Business Only 


314-320 M. B. A. Building 


Mason City, lowa 





| 











NORTH DAKOTA TAXES HIGHER 





Farmers Beginning to Complain of the 


Extra Cost Imposed on Them 
by the League 





FARGO, N. D., Feb. 9.—Insurance 
men feel that the power of the Non- 
Partisan League is waning because of 
the high taxes that have been levied. 
If the Non-Partisan League is confined 
to North Dakota for two years more 
and is unable to get control of the state 
machinery in Minnesota, Nebraska or 
any other state so that it can transfer 
funds, it will hang itself in this state 
because already the farmers are greatly 
aroused over the advance in their taxes. 
The Non-Partisan League staie admin- 
istration has added considerably to the 
state payroll in order to carry on the 
added state activities. The Bank of 
North Dakota has provided jobs for a 
number of employes and the financing 
of this bank and maintaining it has been 
expensive. The farmers do not feel 
that they are getting value received for 
the increased tax they are called upon 
to pay. 


STATE HAIL FUND 


In connection with the taxes it is in- 
teresting to learn that the farmers are 
very much out of patience with the oper- 
ation of the state hail insurance fund. 
The state hail tax is now being paid 
along with the other taxes. As is known 
each cultivated acre had to pay a tax 
of three cents toward the hail fund and 
after the season closed and the accounts 
were cast up a tax of 25 cents an acre 
on land that did not withdraw from the 
hail fund was made. Warrants were 
issued for the hail losses, but they have 
not been paid as the money is now only 
being collected with the taxes. It is 
stated that the losses will be paid alpha- 
betically by counties. It is estimated 
that the county whose name starts with 
letters far down in the alphabet may 
not be reached until next fall, OCwing to 
the fact that the crops were very poor 
in North Dakota last season the farmers 
are not taking kindly to paying the state 
hail tax. The poor crops, together with 
increased taxes, have certainly not made 
a good impression on the agricultural 
element. 


Must Harvest the Crop 


Under the terms of the state hail law 
a farmer must harvest his crop for what 
it will yield. He must make a return 
to the state as to what the yield was 
and give ample evidence that it was har- 
vested. Under the conditions of the hail 
law an assessment can be made up to 
fifty cents per acre. The expense of 
handling the state hail fund was heavy. 
The Non-Partisan League evidently has 
not made a hit with farmers in its state 
hail operations. Many farmers will be 
delinquent in paying their taxes because 
of the hail tax. It is estimated that 
there will be more delinquent taxes to 
collect than ever. The delay in paying 
the losses and the red tape that farmers 
have to contend with are certainly not 
conducive toward making the state hail 
fund popular. 


STATE FIRE FUND 


The state fire fund applying to all 
public buildings went into effect Aug. 1. 
Already local agents have lost several 
thousand dollars because these properties 
automatically had to go to the state 
fund. The only exemptions are country 
school houses outside of incorporated vil- 
lages. The full tariff rate is charged and 
90 percent of the value must be insured. 
Existing policies can be carried to ex- 
piration. The state fund will undoubt- 
edly make quite a dent in the premiums 
of a number of agencies, 


ANTIDISCRIMINATION LAW 


The antidiscrimination law, which is a 
Non-Partisan League piece of legislation, 
has not been brought into play except 
in the Ocean Accident case, where it can- 
celled*a burglary policy on the Scan- 
dinavian-American Bank of Fargo after 
it went into the hands of a receiver. 
Under the terms of this law a company 
that writes a risk of any kind anywhere 
in the state must take a similar risk 
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Bookkeeper Wanted 
Woman to handle books in Chicago 
Local Office. 


Milwaukee Mechanics Ins. Co. 


1655 Insurance Exchange, Chicago 
Phone Wabash 1127 








— 


W ANTED by a man now holding po- 
sition of State Agent and 
with several years experience on Dean Schedule 
work, local agency connection such as this ex- 
perience woul inalins Prefer cities of 1,000,000 
ulation or over. No objection to New Eng- 
fard States. Address 59-Y, care The National 
Underwriter. 








MAP CLERK WANTED. 
By large western department, 
Chicago. State age and experi- 
ence. Address 61-A, care The 
National Underwriter. 











TO RENT—on 14th floor In- 
surance Exchange, Chicago, 
small private office. State 
or Special Agent preferred. 


C. D. GREENE & CO., Room 821. 








Ww ANTED ___ Four map clerks 


by prominent 
company with large western depart- 
ment in Chicago. Splendid oppor- 
tunities for advancement. Address 


60-Z Care The National Underwriter 








Have you noticed how ads of this size 
and sort are increasing in number in 
The National Underwriter? Reason—in 
The National Underwriter they reach the 
right people. One inch, one column wide, 
one time, $3.75. 

AH 








One reason we know that little 
ads of this sort are star perform- 
ers on certain sorts of tasks is that 
we have regular customers for 
them. One inch, one column wide, 
one time, $3.75. 

AF 








If you want to sell your 
agency, ask for bids. Ask 
through an ad of this sort. One 
inch, one column wide, one time, 


$3.75. 


A 








WANTED! Daily Report Exam- 
iner. Efficient daily report exam- 
iner by company outside of Chicago. 
Good opportunity for right man. 
Address, giving age, experience and 
salary expected. All replies strictly 
confidential. Address 57-W, care 
The National Underwriter. 








Cincinnati Underwriters 


121 East 3rd St., CINCINNATI, O. 


Eureka F. & M.Ins.Co. Security Ins. Co. 
Organized 1864 Organized 1881 
COMBIN 
caps COMBINED STATEMENT 
Assets ° ° ° ° 
Surplus to Policy Holders - 


959,818.90 
631,728.12 


F. A. ROTHIER, Prest. 
ADAM BENUS, Secy. 
F. C. BARTON, Asst. Secy. 
R. B. HEATON. State Agt. 








a 








a week is the cost of The 
6c National Underwriter by 
annual subscription. 


Ocean Accident was restored to good 
grace after its license had been sus- 
pended. Some of the fire insurance com- 


authorities would invoke the law, espe- 
cially where they refused to carry co- 
operative stores conducted by the Non- 
Partisan League. It is known that some 
companies will not write this business. 
Feeling exists that the state authorities 
do not want to force acquiescence to this 
law fearing that complications may re- 
sult. The Ocean case is the only one 
where the law has been invoked. 


STATE ELEVATOR PLAN 


The state elevator plan has not been 
put into effect, but it is likely that one 
will be established at Grand Forks. Un- 
der the law the locality where the ele- 
vator is to be established must purchase 
the million dollar bond issue of the state. 
It is now claimed that if the people of 
Grand Forks will agree to take $200,000 
of these bonds and then absorb the rest 
of the issue later on, the state elevator 
will be built there. At Drake, N. D., 
there is a flour mill that is operated by 
the state which produces about 300 bar- 
rels a day. 


NORTH DAKOTA LOSS RATIO 


The loss ratio in North Dakota as a 
whole last year was low except with com- 
panies writing farm business. Some com- 
panies got touched up with a couple of 
tornadoes that hit the state and they 
were called on to pay several thousand 
dollars. Business as a whole has been 
good and the educational work done by 
agents convincing people that values 
have been greatly increased and there- 
for more insurance should be carried has 
had its effect. 


MANY BANK AGENCIES 


In this state the leading companies 
realize that bankers form the most re- 
liable class of insurance agents, espe- 
cially outside of the larger towns. They 
find that the banker gets a better class 
of business and he is sure pay. Men in 
other lines of business are not so sub- 
stantial and companies have more trouble 
in collection. The banker agent in 
North Dakota is the one eagerly sought 
by the field men in making appoint- 
ments. In the smaller towns much of 
the business gravitates naturally toward 
the bank. The banks wrote a large 
amount of hail insurance before the state 
fund was established and they made ex- 
cellent agents. The feeling among the 
bankers is that with the unpopularity 
of the state hail fund they will be able 
te get into the running again in due 
season. 





Northwest Notes 


The Farmers of Cedar Rapids has been 
licensed in Minnesota. 

The Atlas National of Sioux Falls, S. D,. 
has been licensed in Minnesota. 

A. H. Pickle has sold his insurance 
business at Sleepy Eye, Minn., to Harry 
Lindsley, who will take charge March 1. 

G. F. MeNicol, manager of the A. P. 
Clifford & Co. Agency of Grand Forks, 
N. D., has been made postmaster and it 
will be necessary therefore to get some 
one else to run the Clifford agency. 

Simon Westby, president of the State 
Bank of Williston, N. D., and a prominent 
local agent, has purchased the controlling 
interest in the Scandinavian-American 
— of St. Paul and has become presi- 
ent. 


An electrical inspection by inspectors 
from the Minneapolis or Duluth Bureaus 
and a general clean-up to improve fire 
conditions has been recommended at Be- 
midji, Minn., by the insurance committee 
of the local civic and commerce asso- 
ciation. 


“In the Front Office,” published in two 
volumes and sold by The _ National 
Underwriter, gives practical suggestion 
for increasing the business, for system- 
atizing the work of the local agency as 
actually worked out by able insurance 
men. Volume one is devoted to business 
getting ideas, local agency advertising, 
special campaigns, etc. Volume two 
describes systems and methods for or- 
ganizing and reducing the inside work 
of the agency. Each volume is $1.50 or 
$2.50 for both. 


As agents realize the importance of 
knowing real facts about their business, 
and the importance of efficient and time 
saving methods in their office, the Daily 
Balance Sheet put out by National 
Underwriter Supply Department grows 
in popularity. The daily balance sheet 
is a loose leaf form based on the double 
entry system of bookkeeping and is spe- 











cially designed for the use of local 
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GEORGE E. FEENEY, President 


@ EDWARD T. LYONS, Secretary-Treas :rer A. M. WAGNER, Supt. of Agencies 


The Columbtan Jnsurance Co. 


430 N. Pennsylvania St., Indianapolis, Ind. 
$529,005 00 
344,529.00 


The Securities of this Company are deposited with the Indiana Insurance 
Department for the Protection of Policyholde s and Creditors 


, Agents Wanted in Indiana, Illinois, Ohio, Michigan, Wisconsin and Minnesotz. 


ee ee ee ee 
Surplus to Pelicyho!ders . 








North American Fire Ins. Co. 


O. G. CHESLEY, General Agent 


404 Crocker Bldg. Des Moines, Ia. 
Excellent Opportunities Offered to 


HAIL writing agents in Iowa, Minnesota, 
S. Dakota and Kansas. Losses adjusted 
promptly by our own adjusters with the 
assistance of local agents and not by 











Specieing an adjustment bureau. 
Insurance Write for agency and enclose this advertisement. 








GUARDIAN comeany 
SALT LAKE CITY, UTAH 


Policyholders’ Surplus, $392,195.22. 
GENERAL REPRESENTATIVES 


Capital, $200,300.00. Assets, $537,135.06. 


STARKWEATHER & SHEPLEY..............seeeeees Boston, Providence, Chicago 
RICKERT, MELLINGER & CO..Lancaster, Pennsylvania, New oe tn Maryland 
Pi Ne Ble eer ore Detroit, Michigan, and Wisconsin 
Wi: Mc CNL cis cktacadcaccadcccetebacdideccasceugagbense Columbia, South Carolina 
Dis eet ce achenbates enna SébbcaNdeckkdesbdeuacadc< cedeisenadndbes Denver, Colorado 


THE AGENCY COMPANY...... Salt Lake City, Los Angeles and San Francisco 


General Agents for the United States 
FOR AGENCY REPRESENTATION, ADDRESS ANY OF THE ABOVE, OR 


E. C. KOSMAK 


Secretary 








Madison Insurance Company 


Established 1831. Charter Perpetual 
CASH CAPITAL, $100,000 NET SURPLUS, $91,137.21 


A staunch, desirable Indiana company writing fire and 
marine covers, and specializing in excess fines and 
marine insurance. 


A HIGH STANDARD OF SERVICE ALWAYS 
Fidelity Trust Building, Indianapolis, Ind. 


H. H. WOODSMALL, President 








ELMER F. BAGLEY & CO. 


ESTABLISHED 1895 
GENERAL AGENTS AND MANAGERS 


INSURANCE, INVESTMENTS 
TOPEKA, KANSAS McPHERSON, KANSAS 














agents. Outfits can be arranged to fit 
any size agency. A postal card will 
pring complete information. 


THE INTER-STATE FIRE INSURANCE CO. 


CAPITAL, $259,150 ASSETS, $616,934.38 
SURPLUS TO POLICYHOLDERS, $317,696.71 


11@ FORT STREET, WEST, DETROIT, MICHIGAN 











THE NATIONAL 
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ARIZONA 
FIRE INSURANCE COMPANY 


PHOENIX, ARIZONA 


CENTRAL DEPARTMENT 
COVERING 


{LLINOIS—OHIO—INDIANA 
WISCONSIN — MICHIGAN 


CHAS. P. HALL 
SPECIAL AGENT 


CAPITAL 


$200,000.00 


EDGAR M. DAVIS 


VICE-PRESIDENT AND 
e GENERAL MANAGER 


2019 INSURANCE EXCHANGE 
CHICAGO 




















1880 . M. PERRY, JR., President 

oe E. J. BOOTH, Vice-President 
, F. A. SCHULTE 
Treasurer 






“A Staunch and Reliable American Company” | 





uotaines @ 


“38 Years of Honorable Indemnity” 





eine $1,950,400.05  Surpl Polis at Sootses. “s Losses paid $9,414,889.24 
e us t ers, e paid over 
WM. T. BENALLACK General Agent, Home Office Department, DETROIT, MICH. 





More than 60,000 property owners 
S | RENG | a cooperate through the Northwestern 

Mutual Fire Association to insure 

their own property and to combat 
the fire waste. To date they have received over $3,000,000 in losses paid, and 
en even larger amount in dividends and savings, while the Company has re- 
sources of over $1,000,000. Associated with the Northwestern Mutual are 20 
other strong mutual Insurance 


— Northwestern Mutual 
B. J. MARTIN, Pres. Fire Association 
M. D. L. RHODES, See’y. Main Offices: Central Building, Seattle 








Nothing but hail insurancé—naturally the best service on 
this highly profitable, quick return line of indemnity. 
K.T. MARTIN & CO. 

FORT WORTH TEXAS 
The only exclusive hail insurance general agency in Texas. A low 


loss ratio for the seven years in business, a fine record on returns 
to agents, a reputation second to none among buyers ef hail coverage. 








The Union Mutual Fire Insurance Assn. 
of Emmetsburg, Iowa 


INCORPORATED 1897 
P. J. SHAW 
President 


GEC. H. BAKER 
Secretary 








Surplus to Policy Holders over $160,000 


AMERICAN MUTUAL INSURANCE COMPANY 


Agents Wanted in Ohio, Indiana and Illinois 
FLRE, TORNADO, AUTOMOBILE and MARINE 











J. W.MeGEINETY, Secretary Indianapolis 
the kind of automobile insurance we write. 


THE AUTO OWNER WANTS That’s one reason we write it the way we do. 
THE AGENT WANTS THE SAME KIND 


That’s another reason 


Mid-West Insurance Com 


WICHITA, KANSAS J. B. HENDERSON, 


any 


ecretary 








The Mutual Plate Glass Insurance Co. 
Shelby, Ohio 
Organized 1883 


HENRY WENTZ, President =i L. A. DENNIS, Sec. and Gen’l Agent 
The only Ohio Company Specialising on Plate Glass Insurance. Not an Experiment. 


SERVICE TO OUR REPRESENTATIVES AND POLICYHOLDERS 

















IN THE MISSOURI VALLEY 








SCHOOL AND CHURCH LOSSES 





Companies’ Experience on, These 
Classes in Kansas City Territory 
Very Unsatisfactory 





KANSAS CITY, MO., Feb. 10— 
School houses and churches continue to 
burn in this section. The losses on 
dwellings and barns are still much 
higher than any other class in this 
section, but schoolhouses and churches 
take second place. 

In 1915, 1916 and 1917 the loss ratio 
on schoolhouses in protected towns in 
Missouri ran up to 139 per cent for 
all companies, and in unprotected towns 
the loss ratio was 83 per cent over the 
same period. The ratio for 1918 was 
also high. While figures for 1919 are 
not yet available, it is not unlikely that 
this class will be among the least profit- 
able for the companies. It looks too, 
as though 1920 will be no exception as 
already there have been reported some 
good sized losses on this class. 

It has been found that in most cases 
the fires have been due to “poor house- 
keeping.” In many instances the base- 
ments of these structures are found to 
be full of rubbish and other trash. 
And often the inspectors will find elec- 
tric wires strung around the basements 
hanging on nails or other equally dan- 
gerous conditions. In some cases fires 
have been caused by the furnace being 
installed improperly in that there is not 
sufficient clearance between top of fur- 
nace and ceiling of basement. 

It has been pointed out that many 
times the janitors of these buildings are 
paid only small salaries and become 
very indifferent, failing to give proper 
attention to the cleanliness of the base- 
ments. 

There is no doubt in the minds of the 
insurance men that this class could be 
made profitable if proper attention 
were given to the “housekeeping” in 
these risks, 








Kansas Department Hampered 


Superintendent Travis of the Kansas 
department will be seriously handicapped 
because the legislature turned down his 
request for extra employes and an ap- 
propriation of $10,000 to pay them. Su- 
perintendent Travis has a hard working 
department. It is very busy. In spite 
of the large revenues the insurance com- 
panies pay to Kansas the legislature 
trimmed down the appropriation for the 
superintendent to the lowest living cost. 
The department needs a larger appro- 
priation with greater facilities. Super- 
intendent Travis says that he will be 
forced to take out the telephones and 
thereafter no telephonic communication 
can be made with his office. He is forced 
to the most rigid economy. Superin- 
tendent Travis naturally feels that he 
is entitled to more consideration because 
of the important work his department 
is doing. 





Nebraska Agents’ Meeting Postponed 


The state meeting of the Nebraska 
Association of Local agents to be held at 
Alliance, Neb., Feb. 18, has been postponed 
until March 24 on account of illness of 
many members. 





National American’s Good Showing 


The National American Fire of Omaha 
is starting out in fine shape. The com- 
pany has been writing business for three 
months. More than $12,000 in premiums 
were written in January. The company 
went through that month without a loss. 
It is operating only in Nebraska at 
present. 

The company’s statement of Dec. 31 
shows admitted assets of $1,162,365; cap- 
ital stock fully paid, $753,300; net sur- 
plus, $153,858. 





Kansas Losses Decreased 


TOPEKA, KAN., Feb. 10—A reduction 
of more than $1,000,000 in the fire loss 
for Kansas last year, and a decrease of 








16 per cent in the number of fires, will 


Hussey, state fire marshal. The report 

shows 2,619 fires in Kansas during 1919 

with a total loss of $3,664,086, compared 

to 3,235 fires in 1918 for a total loss of 

$4,701,653. The 1919 loss is $300,079 legs 

than for any of the six years immediately - 
preceding, during which the state fire 

marshal’s office has been in operation. 





Kansas Is Prosperous 


TOPEKA, KAN., Feb, 10—The substan- 
tial basis of Kansas prosperity is shown 
by figures announced by Edward C. Pax. 
ton, field agent for Kansas of the United 
States department of agriculture, which 
place the value of twenty-nine field crops 
produced in Kansas in 1919 at $622,168,000, 
an increase of $171,020,000 over 1918 
This is the most valuable crop ever pro- 
duced in the state and gave Kansas the 
rank of fifth among the states of the 
Union for 1919 production. The state's 
high standing was due largely to the 
wheat crop, which was valued at $324. 
652,000. 

The total value of all live stock ip 
Kansas has depreciated from $399,719,000 
in January, 1919, to $336,013,000 in Jan- 
uary, 1920. Both cattle and swine have — 
decreased in numbers and there has also 
been a decrease in values per head for 
horses, cattle, sheep and swine. 





Travis Cites Two Companies 


TOPEKA, KAN., Feb. 10—The United 
States Fire of New York has been cited 
by Superintendent Travis to show cause 
why it should not be ousted from doing 
business in the state. Mr. Travis has in- 
formation that an agent of the company 
sold a $5,000 five year combined fire and 
tornado policy on a school building in 
Jefferson county for $182.50, when the 
established schedule called for $210. The 
agent for another company, who lost the 
contract by reason of the $27.50 rebate, 
filed a complaint. 

The Security of New Haven also has 
been cited to appear before Superintend- 
ent Travis Feb. 16. It is alleged that the 
company recently wrote a policy on a 
Hutchinson, Kan., packing house through 
its agent in Lincoln, Neb. 





Non-Resident Law Construed 


TOPEKA, KANS., Feb. 10.—Formal no- 
tice to all fire insurance companies oper- 
ating in Kansas that only resident agents 
will be allowed to write business or share 
in commissions in Kansas is contained m 
an order sent by Supt. Travis to all com- 
panies this week. 

The order construes in detail the Kan- 
sas statute which forbids non-resident 
writing, defining the acts on the part of 
non-residents which will be considered as 
“issuing or causing to be issued” policies 
on property in Kansas. 

The fact that any part of the commis- 
sion or commissions paid on such busi- 
ness is received by any non-resident per- 
son, agent, firm or corporation will be 
considered as prima facie evidence of a 
violation of the statute. 


Majestic Fire in Good Shape 


TOPEKA, KAN., Feb. 10—At the an- 
nual meeting of the Majestic Fire of 
Topeka, which was held at the home 
office recently the present officers and di- 
rectors were reelected. About 75 per- 
cent of the stockholders were present 
and were well pleased with the condi- 
tion of the company. This company 
started writing business in April, 1919, 
and up to this date has not had one fire 
loss. The company does business in Kan- 
sas only. E. F. McCloskey and Charles 
W. Barnes are handling the reins. 





Iowa Notes 


Ray Shay is opening a new insurance 
agency at Iowa City, Ia. : 

The Iowa Blue Goose expects 90 or 100 
couples at the Valentine dinner dance at 
the Savery Friday night. It will be the 
most elaborate social session of the sea- 
son. 


Oliver Bricker, pyromaniac who hag 
caused numerous fires in the vicinity of 
Fort Dodge, is again at liberty. Bricker 
‘escaped from the state hospital for the 
insane at Cherokee last week and has 
rnot been located. 

C. W. Rutledge, assistant secretary of 
the Farmers Mutual Hail and son 0 
Walter A. 
been prominent all over the nation in 
mutual insurance work, died of hear 
trouble Monday at his home in Des 
Moines. 
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The 
NATIONAL 


THE LARGEST EXCLUSIVELY AUTOMOBILE 
MUTUAL IN OHIO 





MUTUAL 


Insurance Co. 


Writing Full Floater, Fire, Lightning 
Windstorm, Explosion and Theft 











E. J. BROOKHART, 
Secretary 


CELINA, OHIO Over thirty-one million automobile fire and theft 


insurance in force. 


Live Agents Wanted in Ohio and Indiana 












MANSFIELD,OHIO. 
—— 


The greatest automobile state 
in the Union today is Ohio. 


The largest and strongest auto- 
mobile insurance company in 


Ohio is 
THE GREAT AMERICAN 


Full coverage automobile in- 
surance at reduced rates. 

















Fire, Theft, 


Collision, Pro- 
perty Damage 
Public Liability 











HEALTH and ACCIDENT INSURANCE 
AUTOMOBILE INSURANCE 


Fire, Theft, Collision, Property Damage, Public Liability—Full Coverage 
AtActual Cost—Participating—Three Year Policies 
Extra Low Rates to Rural and Small Town Auto Owners 


The Liberty Mutual Insurance Company 


DAYTON, OHIO 

















The State Mutual Fire Association 


FIDELITY s 
MUTUALITY . RETER Full coverage Auto- 
1AR mobile Insurance is {J. R. JONES, Seeretary and Manager 
the most profitable 
line for the Agent to 
h solicit. Write for our 
Sy low rates and liberal 
Tance contract. Parts of 
Ohio territory open. 
Lima,Qhio. bit Bis 
WRITE 
W.C. BUCHANAN, Pres. S. R. NUGEN, Sec’y. C. A. BERRY, Viee-Pres. ROY NUGEN, Trees. TODAY 


LIVE AGENTS WANTED 


TO WRITE HAIL AND CYCLONE INSURANCE. 
TERRITORY OPEN IN ALL NORTHWEST STATES. 
TWENTY PER CENT COMMISSION. 


ST. PAUL MUTUAL HAIL & CYCLONE INS. CO. 
805-6 Pioneer Bidg., St. Paul, Minn, 























Mansfield Mutual 


Fire Insurance Company 
OF MANSFIELD, OHIO 





Insurance = 38,918.528.00 
Total Assets 472,284.09 


An Agency Company 





A COMPANY 45 YEARS OLD 
THE MERCHANTS & MANUFACTURERS’ MUTUAL INSURANCE CO. 
OF MANSFIELD, OHIO 


NET CASH SURPLUS OVER $100,000 


DIVIDENDS TO POLICYHOLDERS AUTOMOBILE INSURANCE AT COST 
We have considerable territory open in Ohio and can make 
you an attractive agency proposition. Write for particulars 

S. N. FORD, President G. W. DeYARMON, Secretary 








(Established 1900) 
_ ERE 2 tse 0 I TES I Rey >Richland Mutual Insurance Company 
INSURANCE AT First Class Business Solicited MANSFIELD, OHIO 
ACTUAL COST SIOUX FALLS, S. D. residence Property a Speciatts Incorporated 1850 

A GOOD COMPANY + SATISFIED POLICYHOLDERS = SUCCESS tee her ase wed ee eS cae acti 
E. J. Forney, Pres. J. M. Cook, Sec’y 
Incorporated 1873 General Fire Department Automobile Fire and Theft Department . 
armers lance 


Insurance Company 
of Kansas 

McPHERSON, KANS. Organized 1887 

Resources in Cash and Contingent Assets, $610,000.00 

Surplus, $225,000.00 Strictly Mutual 


WANTED—First class Adjusteri also 
Assistant Manager. Agents wanted in 
unoccupied territory. 
1.F_TALBOTT,Pres. C.F. MINGENBACK, Secy 











LOST POLICY 
CERTIFICATES 


Save work of cancelling and rewriting 
lost policies, and trouble of calculating 
earned premiums. No troublesome signa- 
tures to be obtained. Safer than putting 
out a second policy. { Designed by Carey 

Zimmerman, local agents at Cincinnati, 
Ohio. Thousands have been used. 

12 3 10 20 SOO 1000 2000 300 
9.75 $1.80 $3 $4.50 $7.25 $12 8m $0 
Sold to 
THE NATIONAL UNDERWRITER 
ROUGH NOTES 
Chicago Indianapolis New York Cincinnati 











KNOX MUTUAL INSURANCE CO. | 





Incorporated 1838 MT. VERNON, OHIO 
SURPLUS OVER $200,000.00 
Business Confined to Ghio 
B. M. ALLEN, President 








H. S. JENNINGS, Secretary | 














Nearly Fifty Years of success under same managemen? 
INCORPORATED 1876 


THE OHIO MUTUAL FIRE INSURANCE CO. 


Total Cash Assets $300,319.63 SALEM, OHIO Net Cash Surplus $221,123.76 
Losses Paid Since Organization, $1,252,848.24 


J.R. VERNON, President J. AMBLER, Secretary 








Dayton Mutual Fire 


DAYTON 
Insurance Co., ‘ono 


B. C. COLEMAN, Secy. 


Conservative and Careful 
Managemeut 


AGENTS WANTED 
Address Home Office. 


2 a 














Central Manafac 
VAN WERT, OHIO 








OHIO’S OLDEST—43 Years in Business 












CENTRAL MANUFACTURERS’ MUTUAL INSURANCE COMPANY 


OHIO’S LARGEST—Cash Assets $1,500,000.00  OHIO’S STRONGEST—by Any Measurement 


AUTOMOBILE INSURANCE COMPANY 


Providing all forms of automobile coverage in conjunction with 


For Representation Address 





Salle Street 
CHICAGO, ILLINOIS 


LUMBERMENS MUTUAL CASUALTY COMPANY 
Cash Assets over $500,000.00. Net Cash Surplus over $200,000.00. The only legal reserve mutual writing automobile liability insurance in Ohio. 


Cc. A. L. PURMORT, Secretary 
turers’ Building 


JAMES S. KEMPER, Manager 


11 South La 



























THE NATIONAL 


UNDERWRITER 





February 12, t 20 








Suan a 
Sune oF PENNA 


308-310 WALNUT ST., PHILADELPHIA, PA. 
GUSTAVUS REMAK, Jr., Pres. 


WAITE BLIVEN, Vice-Pres. 
H. W. STEPHENSON, Vice-Pres 


JOHN J. P. RODGERS, Sec’y and Treas. 
SAM’L P, RODGERS, Asst. Sec’y 





CASH CAPITAL $1,000,000 
TOTAL ASSETS SURPLUS TO POLICYHOLDERS 


744,820.88 5 
FIRE, TORNADO, AUTOMOBILE, LIGHTNING, RENT, USE AND OCCUPANCY 
INSURANCE. AGENTS WANTED WHERE NOT REPRESENTED. 








NORTHWESTERN FIRE AND MARINE 
INSURANCE COMPANY 


MINNEAPOLIS, MINN. 


January ist, 1919 


Total Assets, $1,438,400 Capital, $400,000 
Net Surplus, $146,837 


OFFICERS 
oi A dS eee Me RE a eT PY ae President 
WOERIG Fi. GERIPEEIN 6 5. 5.0.0- 0 6c cccccecse ESR PAS AG Fe Vice-President and Manager 
eR rr yr ere rn ere ry Vice-President 
SE RITE .. 5 5 c's 0.0:0.05 4.0.64 s'cre Ss ow onbsies Scew ceway vob Soloees Vice-President 
SR ASAIN EEDS 05 o So cinpin.cinv's.sc 0smscne Treasurer and Assistant Secretary 
Sk. Re eee blade antes as cateps Rp seabue es fats Assistant Secretary 

















Iowa National Fire Ins. Co. 


Des Moines, 








AUTOMOBILE INSURANCE 


An IOWA Company For IOWA Business 
IOWA Agents wanted 


JOHN L, BLEAKLY, President 
FRANK L. MINER, Vice-President 


C. M. SPENCER, Secr: 
C S. VANCE, Second Vice-President 


Seerctary 
FRANK P, FLYNN, Treasurer 























et 











F. R. Ormsby, Pres. G. F. Hutchings, Secy. Joseph Winum, Treas. & Asst. Secy- 


Industrial Fire Insurance Co. 


AKRON, OHIO 
Surplus to Policyholders $444,650 





Capital $300,000 





An Ohio Company writing business through Ohio Agents. 
Farm Department. Why not represent an Ohio company? 


AGENTS WANTED 


FIRE-- LIGHTNING--TORNADO and Hl 











AUTO-OWNERS INSURANCE COMPANY 
LANSING - - MICHIGAN 
Live Agents Wanted where not represented 
Mest protection offered by any Company in Michigan 
V.V. MOULTON, Sec.. F. P. WRIGHT andF. A. WALL, Field Secretaries 











CLEMONS, KNIGHT, MENARD CO., INC. 
GENERAL INSURANCE 


ingfield Fire & Marine 1 728-726-727 Farwell Bldg Rensd fagpnpen ites t0t. 
ge ed DETROIT, MICH. yal nna 
Tokio Marine and Fire Ins. Co. R. M. CRITCHELL ‘Travelers Insurance Co. of 
of Japan Underwriter Hartferd 
Maryland Casualty Co. of Geneval Aqumtse Pidelity-Phenix Fire Insurance 
Baitimere” Nerth American Accident Ce. of IIL Co. of New York 


the insurance department of the Polk 
County Insurance & Investment Company 
at Des Moines, Ia. For the past two 
years he has been connected with the 
Iowa Insurance Service Bureau as an in- 
spector of special hazard risks. In this 
capacity he was Dean inspector and Dean 
rater for Des Moines. 





Kansas Notes 


Insurance men are of the opinion that 
the two fires which occurred at Franklin, 
Kan., on a Catholic church is the work of 
some of the “Red” element in that sec- 
tion. The church was destroyed by fire. 
A new church was built and now that 
has been burned. The two fires occurred 
within six months. 

Miss B. McClure, who formerly was 
connected with the Hoyt & Co. agency at 
Eldorado, Kan., one of the largest agen- 
cies in that section of the state, has re- 


cently joined the forces of the Centra] 
States Fire at Wichita, but owing to an — 
attack of the “flu” she has not really 
eortan a good start in her new connec. 
tion, 

The Central States Fire of Wichita, 
.Kan., has just. been examined by the 
Kansas Insurance Department. 





The grand jury at Kansas City lagt 
week recommended in a report to the cir. 
cuit court that the city install its own 
fire alarm system in the business dig. 
tricts. The step was proposed as g 
means of avoiding the great delay that 
now ocurs in reporting fires over the 
telephone. Installation of the system hag 
been urged by the National Board. 





The National Security Fire of Omaha 
had all its field men at the home office 
last week. Plans for the coming year 
were discussed. 

















STATES OF, THE SOUTHWEST 








COTTON: ASSOCIATION’S WORK 





Functions of Big Southern Company 
Organization—Comment on Texas 
Cotton Insurance Conditions 





DALLAS, TEX., Feb. 10—One of 
the smoothest running company or- 
ganizations in the country is the Cot- 
ton Insurance Association of Atlanta, 
Ga. This association with branch 
offices in Dallas, Little Rock and Mem- 
phis, has provided the cotton growers 
of the south with the kind of insurance 
they want, when they want it. and in 
an¥ amounts desired. This company 
pool has facilities sufficient to take 
care of any cotton line offered, and 
some large ones presented themselves 
during the war when cotton accumu- 
lated at concentration points and in 
warehouses at Galveston and Houston. 
Texas, Georgia and South Carolina 
produce 75 percent of the cotton crop 
of the United States. 

The exact manner in which the Cot- 
ton Association operates is not under- 
stood by many. The organization does 
business with the cotton buyer. Cot- 
ton is purchased as it stands in the 
field or just prior to or following har- 
vesting. The insurance granted by the 
Cotton Association protects the pur- 
chase of the buyer from the time it 
leaves the field to its arrival at its final 
destination. But there are many stops 
and changes en route and it is in meet- 
ing this situation that the Cotton Asso- 
ciation does its best work. 

A cotton crop is shipped to what are 
known in the south as concentration 
points or compresses for sorting. At 
the compresses the cotton is graded 
and baled and remains in storage or is 
repurchased immediately and shipped 
to another point. A large percentage 
of the Texas cotton crop goes to Gal- 
veston and Houston to be _ shipped 
abroad. Another portion is sent to the 
New England textile mills. The cover- 
age of the Cotton Association follows 
the crop as it travels from Texas to 
New England. If the cotton remains 
for too long a period in storage at 
concentration points, the Cotton Asso- 
ciation gets off the risk, and the hazard 
is assumed by the specific writing com- 
panies. 

Baled cotton represents much larger 
values than many estimate. The stand- 
ard bale weighs 500 pounds. Texas 
produced 2,800,000 bales last year, but 
ordinarily harvests a crop of about 3,- 
250,000 bales. Excessive rainfall de- 
stroyed considerable of the crop last 
year, in addition to which diversi- 
fied farming is becoming more popular 
in Texas and this has resulted in the 
reduction of the acreage devoted to 
cotton raising. 

During the past year, the fire com- 
panies affiliated with the Cotton Asso- 
ciation have been considerably con- 
cerned over the amount of cotton 
stored in warehouses at Galveston and 
Houston, the two big Texas exporta- 
tion points. During the period of the 














war it was impossible to get the neces- 





sary number of ships to carry the cot- 
ton abroad, and as a consequence, 
thousands of bales accumulated in 
warehouses and the overflow was 
stored in the open fields. It has been 
the rule of the Cotton Association to 
limit its insurance coverage to 5,000 
bales at any one location, but at many 
times during the war, there were 15,000 
to 17,500 bales stored at one point, 
It was necessary to employ extra 
watchmen and to cut paths between the 
stored cotton. Luckily there were no 
serious fires. 





Haynes Quits Texas Commission 


AUSTIN, TEX., Feb. 10.—After a con- 
nection of several years with the Texas 
Fire Insurance Commission, A. H. Haynes 
has resigned as chief clerk and will on 
March 1 engage in the fire insurance 
business at Ranger, Tex., the center of 
the new oil field of the Lone Star State, 
Mr. Haynes’ successor has not yet been 
announced. Mr. Haynes during the ad- 
ministration of Governor Colquitt, was a 
member of the commission and az the 
change of administrations he was made 
chief clerk. Previous to his connection 
with the Texas commission he was en- 
gaged in the insurance business. His 
home town is Atlanta, Ga. 

J. J. Timmons has been appointed to 
fill the vacancy caused by the resignation 
of Mr. Haynes. Mr. Timmons has been 
connected with the commission since 1915, 
part of the time as assistant to the chief 
clerk. 





More Credits for Fire Records 


AUSTIN, TEX., Feb. 10.—The Texas 
Fire Insurance Commission has awarded 
credits for good fire records to a number 
of additional towns. These credits are 
based on the fire loss ratio for the past 
three years. The following towns re- 
ceived the maximum credit of 15 per cent 
off the final rate, the figures being the 


fire loss ratio for the three years: Post 
City, .021; Tulia, 086; Henrietta, .112; 
Whitesboro, .169; Jacksboro, .006; Cool- 
idge, .001; Graham, .098; Mercedes, .106; 
Itasca, .236; Hearne, .133; Alvin, .145; 
Corpus Christi, .100; La Grange, .082; 
Mansfield, .066; Nocona, .012; Terrell, 


273; Tyler, .277. 
Houston was given 6 per cent; loss 
rate is .459; Wills Point, 12 per cent, .368. 





Find Auto Thieves’ “Nest” 


Two automobiles have been recovered 
at Newkirk, ‘Okla., in the last thirty 
days. These were both Kansas. cars. 
The sheriff at Newkirk is now holding 
two or three other cars while he is look- 
ing for the owners of them. In one of 
these cars a license was found for a Max- 
well car. The license was taken out at 
Cape Girardeau, Mo. It looks as though 
another “nest” had been discovered at 
Newkirk. 





Bankers Licensed in Texas 


AUSTIN, TEX., Feb. 10.—The commis- 
sioner of insurance and banking has is- 
sued a permit to do business in Texas to 
the Bankers Automobile of Lincoln, Neb. 





Texas Notes 


Mrs. Zeb Hugh French, oldest daugh- 
ter of John Gibbons, general adjuster of 
the Springfield in Texas, died at the home 
of her parents in Dallas after a short 
illness. Her husband, Capt. Zeb Hugh 
French, has been connected with the 
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Apply to your Agent for Insurance covers on 


EXPORTS and IMPORTS 


PARCEL POST—Domestic and 
Foreign 


HOUSEHOLD FURNITURE and 
MERCHANDISE IN 
TRANSIT 


TOURIST BAGGAGE and 
PERSONAL EFFECTS 
Domestic and Worldwide 


SECURITIES and CURRENCY 
by REGISTERED MAIL 


Prompt and Efficient Service 


Insurance Company of North America 
Marine Department 


GEORGE L. McCURDY 
MANAGER 


1101-209 W. Jackson Blvd., CHICAGO, ILLINOIS 
Telephones: Wabash 1543—1027 

















FIRE—TORNADO—AUTOMOBILE 


COMMERCIAL UNION 

Assurance Co., Ltd., of London 
PALATINE 

Insurance Co., Ltd., of London 
COMMERCIAL UNION 

Fire Insurance Co., of New York 
UNION 

Assurance Soc., Ltd., of London 
CALIFORNIA 


Insurance Co., of San Francisco 


WESTERN DEPARTMENT 


N. E. Cor. Clark and Monroe Streets 
hicago 
H. C. EDDY, Resident Secretary 

















The Concordia Fire 


Insurance Company 
of Milwaukee, Wis. 


Total Assets, 


Jan. 1, 1920 $4,055,050.19 
Capital Stock 750,000.00 
Re-Insurance Reserve 2,271,265.04 
Reserves of other 

Liabilities 332,712.26 
Surplus to Policy- 

holders eee 1,451,072.89 

—Writing— 
Fire Tornado 


Sprinkler Leakage 
Use and Occupancy 
Automobile 


Rents 
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INSURANCE STOCKS 
BOUGHT AND SOLD 
Quotations Furnished 
BABCOCK, RUSHTON & COMPANY 
137 So. La Salle St. Central 8900 
CHICAGO 











ROSSIA INSURANCE CO. 


HARTFORD, CONN. 
FIRE and MARINE REINSURANCE 











Bates Adjustment Company office in Dal- 
las since his return from overseas serv- 
ice. A brother, Fred Gibbons, is special 
agent in Texas for the Royal. 

J. C. Roberts of Cravens, Dargan & 
Roberts, general agents at Houston, 
Tex., has been visiting the home office of 
the Central States Fire at Wichita, Kan., 
which company they represent in Texas. 


Oklahoma Notes 


Walter Hodges has been named agent 
for the Star at Wilson. 

Cc. O. White has been named agent for 
the Central States at Wynona. 

L. H. Stephens has been appointed 
agent for the Hartford at Aline. 

John T. Owens is the newly-appointed 
agent for the Girard at Guthrie. 

Cc. J. Schultz has been appointed agent 
for the Central States at Anadarko. 

The Commercial Union has appointed 
L. C. Gammill its agent at Wetumka. 
The Oklahoma Inspection Bureau has 
issued a new book of rates for Blackwell. 
Reid & Carmichael have assumed the 
agency for the National Liberty at Paw- 
nee. 

Samuel P. Foster has been named agent 
for the Rochester department of the Great 
American at Okemah. 

Williamson & Hess have assumed 
charge of the agency of the North British 
& Mercantile at Alva. 











THE SOUTHERN STATES 

















BUTTON’S BILL IS ADVANCED 





New Rating Measure Likely to Be- 
come Law in Virginia—Opposition 
to Other Bills 





RICHMOND, VA., Feb. 10.—Reported 
favorably by committees both in the sen- 
ate and house, Commissioner Button’s 
rating bill now seems in a fair way to be- 
come a law at no distant date. It was 
placed on the calendar in both branches 
of the Virginia assembly following com- 
mittee action. It was stated that action 
of both committees was unanimous. 
The measure has been amended in a few 
unessential particulars in accordance 
with wishes of company officials who 
agreed to let it pass unopposed, pro- 
vided the desired changes were made. 
Another measure sponsored by Com- 
missioner Button is not meeting with 
such plain sailing. That is the one 
calling for repeal of the special deposit 
law. Opposition to this bill was voiced 
in no uncertain terms at a second meet- 
ing of the senate committee by local 
agents, who would prefer to have things 
remain as they are. The upshot was 
that action was deferred until Thursday 
of this week. At the same time, the 
committee will resume consideration of 
the bill providing for the organization 
and admission of mutuals other than 
life. It is understood that the commit- 
tee is about evenly divided on the 
special deposit law. 
Bills in the house which would check 
the operations of non-licensed com- 
panies as well as adjusters employed by 
them, are making progress, having been 
reported favorably by committee. 
Favorable action has also been taken on 
the fire agents’ qualification law. 





New Kentucky Fire Marshal Bill 


LOUISVILLE, KY., Feb. 10—A bill to 
abolish the state fire marshal’s Office, 
which was set as a special order for 
Feb. 6, after having been favorably re- 
ported and received its third reading in 
the house at Frankfort, Ky., was again 
set as a special order for Feb. 11, due to 
a substitute bill having been introduced 
and ordered printed. “Legislation by sub- 
stitution” is creating much interest, es- 
pecially in view of the fact that the sub- 
stitute bill will receate a new fire mar- 
shal’s office to all intents and purposes. 
The underwriters are generally in favor 
of the continuation of the department as 
it was, although in the past it has played 
politics too much for the good of the 
state or insurance either. 

The new bill confers on the auditor of 
public accounts the additional duties of 
chief fire marshal and superintendent of 
fire insurance rates. For these extra du- 
ties he is to receive $1,400 a year in addi- 
tion to his present salary. 

The total amount which the auditor 





Wanted By a Large Texas General Agency 





HIGH CLASS CASUALTY 
AND SURETY MAN 








capable of handling correspondence with agents 
and assisting in production of business. Give ref- 
erences, experience, age, whether married and 
size of family, and some idea of former earnings. 


Address 55-U care The National Underwriter. 














A USEFUL AND DESIRABLE AGENCY COMPANY 
For Agents in Iowa, 
Kansas, Colorado, 
Wyoming and 
Nebraska 


we... Office: 


) 


FIRE, 
TORNADO, AUTOMOBILE, 
FARM AND CITY PROPERTY 


1406 Farnam St., Omaha, Neb.. 














WRITE HAILINSURANCE 





Establish your connections now for 1920 with 


A. J. Shaw General Agency 


HAIL INSURANCE BUILDING, McPHERSON, KANS. 








Go - 


Five high class stock companies covering the states 
of Kansas, Oklahoma, Nebraska, Colorado, 
New Mexico and Wyoming. 


Many of our agents made from $1000 to $2000 in commissions in 45 days in 1918 
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H. C. WHALEN, Pres. A. S. BUZZE, Secy. 
THE CENTRAL STATES FIRE 
INSURANCE COMPANY 
Wichita, Kansas 

Writing ; 
FIRE :: TORNADO :: HAIL :: AUTOMOBILE :: MARINE 


Entered 


OKLAHOMA TEXAS 


KANSAS 











may spend in any year for deputies and 
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66 Broadway, New York 


E. F. PERRY CO., Inc. 


INSURANCE BROKERS 


SPECIAL FACILITIES, FORMS AND SERVICE FOR LUMBER RISKS 


rong LOUIS H.-PARKER “ugg 


MANAGING DIRECTOR FIRE. INS. €O. 














HAWKEYE SECURITIES FIRE 








INSURANCE co. 
FIRE, TORNADO, HAIL AND AUTOMOBILE 





Applicants for agencies address Home Office, Masonic Temple, Des Moines, la. 
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Marine and Fire 

















: Insurance Company, Limited 


United States Fire Branch 
J. A. KELSEY, General Agent 
80 Maiden Lane, New York 2 





H. W. MURRAY, Supt. of Agencies 19 So. La Salle St., Chicago 
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PROTECTION 


consider that equitable settlement of all claims 
promptly after shipwreck, fire or automobile 
accident, is just as much a part of our duty as giving 
a receipt for payment of premium. 
The interests of brokers and agents are safe-guarded 
by the personal attention of our officers and depart- 


ment heads, each of whom had established standing 
in the insurance field before joining us. 


The Importers and Exporters Insurance Co. 
Marine—Fire—Automobile 


17 South William Street NEW YORK 




















Capital and Surplus 


$250,000.00 
7 


Reinsurance 


American Merchants 
Fire Insurance Company 














Missouri 


’ 


Kansas City - 
















John W. McGinety 


ASSETS, $250,000.00 





Chartered to write all classes of high grade excess 
lines, including Ocean anc Inland 





Marine tnsnrz.ce. 















MacENANEY & McGINETY, Managers and Attorneys in Fact 


















DETROIT NATIONAL FIRE 


Insurance Company 
41-43 John R. Street 
DETROIT - . - - - 


PHILIP BREITMEYER, Pres. 


MICHIGAN 


GEORGE K. MARCH, Sec. & Gen. Mgr. 






























of . FIRE, MARINE, WINDSTORM, 
AUTOMOBILE, SPRINKLER, 
LEAKAGE, RIOT AND 
ens Sapeny EXPLOSION INSURANCE 


STUART MORGAN, State Agent, Michigan, East Lansing 
CASHMAN & EVANS, General ‘Agents, Colorado, Denver 
N. T. JULIAN, State Agent, Ohio and West Virginia ne 
y. G. HERMAN, "State A ent, Indiana and Kentucky, Indianapolis. 
oO. PRICE, State Agent, Missouri, Kansas and Oklahoma, Kansas tits Sito. 
E. S. TPREEMAN. State Agent, Iowa. Nebraska and Minnesota, Omaha, Nebraska 
J. DB LA TEER, 2127 Ins. Exc., State Agent, Illinois and Wisconsin, Chicago 





















































the payment of his own salary and ex- 
penses in connection therewith is limited 
to one-half of 1 per cent of the gross 
premiums received by all foreign stock 
fire insurance companies, Lloyds and any 
other class of companies operated for 
profit, on property or any other risks or 
hazards in the commonwealth, with cer- 
tain déductions for reinsurance and can- 
celed policies. 

There are a number of bills before the 
legislature affecting fire and casualty in- 
surance in the state. The one that is 
being most actively fought is one that 
would do away with co-insurance, and 
result in valued policies becoming general 
on residences. 


Sisk Is Made Manager 


W. L. Sisk, former local agent at Hen- 
derson, Ky., who for several years has 
been state agent in Tennessee for the 
farm department of the Hartford, and 
who was transferred to the recording de- 
partment at Nashville last summer, has 
been appointed manager of the Southern 
farm department of the North America, 
Alliance of Philadelphia and Philadelphia 
Underwriters in Atlanta. 


Farm Departments Going Strong 


Farm departments are going in fast in 
the Southern states, the Royal, Home, 
Hartford Fire, Springfield and others hav- 
ing already made much headway, while 
the Firemen’s Fund, Aetna and Liverpool 





& London and Globe are reported to haye ~ 


plans for Southern farm departments. 


It is reported that the Royal is plan. . 


ning farm 
Tennessee. 
of Elkton, 
Tennessee 
agent. 


departments for Kentucky ang 
Guy Crittenden, a local agent 
Ky., is expected to receive the 
appointment as farm special 


Kentucky Notes 


L. L. Anderson & Co., Louisville local 
agents, have moved from the Starks 

3uilding to the Speed Building. 

Milton C. Miller, special agent at Louig.- 
ville for the Royal, went to Atlanta Sun. 
day, to be present at a “Round-Up” of 
special agents and department managers 
this week. 

The office of the Metropolitan Life in 
the McCormick Building, Bowling Green, 
Ky., was gutted by fire on Jan. 31, when 
a number of offices and several down 
stairs stores were damaged. The total 
fire loss was placed at $20,000. 


At the annual meeting of the Kentucky 
Threshermen’s Association at its annual 
meeting in Louisville last week voted to 
orgahize a mutual insurance department 
to carry their risks, which it is understood 
consist principally of liability insurance 
under the workmen’s compensation laws, 

Harry F. Singleton, operating the 
Harry F. Singleton Insurance Agency at 
Paducah, Ky., and general agent at that 
point for the Transylvania Casualty, has 
sold his business to Halteman, Cave & 
Reed. Mr. Singleton plans to make con- 
nections with a banking organization at 














NEWS FROM EASTERN FIELD 


St. Louis. 








ACREAGE INVESTMENT POLICY 


Hartford Fire Is Now Arranging to 
Have This New Insurance in 
the East 


HARTFORD, CONN., Feb. 11. —A 
new form of acreage investment insur- 
ance will become a part of the New 
England farmers’ protection this spring 
if the survey now being conducted by 
the Hartford Fire develops. It pro- 
tects against insects, drought, frost, 
flood and all the enemies of the farmer 
with the exception of hail and short 
term fire. The policy protects a crop 
for one season, new policies being is- 
sued each year and protecting different 
crops. 

H. V. Stanley of Chicago has been in 
this city for the past three weeks compil- 
ing statistics on this form. He said today 
the company may be able to issue tobacco 
investment insurance within sixty days. 
No other company has yet entered the 
acreage field nor has the Hartford had 
much time to witness its operations, hav- 
ing had the middle western states insured 
only since last fall. Acreage insurance 
guarantees a farmer the return of his in- 
vestment in full in case the crop is a fail- 
ure and the difference between his invest- 
ment and the return from his crop if it 
fails to bring him as much as he invests. 
No profit is assured. The rate of insur- 
ance will vary according to the section of 
the country, the nature of the crop and 
the hazards involved. The rate is com- 
piled according to the investment solely 
and will average in this district, which 
includes New England, Delaware, Pennsyl- 
vania, New York and New Jersey, about 5 
percent. An estimate is made of the cost 
of planting and harvesting a crop from 
the time the crop first appears above 
ground until it is completed. Each detail 
is estimated, thus allowing the total cost 
to be known. The rate is fixed on each 
acre. The entire expenditure is then esti- 
mated and from the rates for the various 
acres the premium to be paid is estimated. 


Non-Boarders and Rates 


NEW YORK, Feb. 10—Some of the com- 
panies that are not members of the Under- 
writers Association in New York State, 
are on the grill, as they have-been using 
two or. three rate schedules throughout 
the state and have not been following any 
uniform plan. Superintendent Phillips 
sent out a questionnaire some time ago, 
making inquiry as to what schedules were 
being used. Companies can make their 
own rates but must not discriminate be- 
tween risks of essentially the same class. 
The outside companies have not been able 
to buy the rates of the Underwriters As- 
sociation of New York State. Its mem- 
bers are entitled to the rates and have 














borne all the expense. Some are in favor 





of allowing non-association companies to 
buy the rates, but there has been no 
agreement made as to this. 


Maine Mutuals Meet 


WATERVILLE, ME., Feb. 10—The an- 
nual meeting of the Maine Association of 
Mutual Fire Insurance Companies was 
held in Waterville last week and the fol- 
lowing officers elected: President, L. E. 
Tuttle, Caribou; vice-president, P. L. 
Blanchard, Cumberland Center; secretary, 
E. T. McGauflin, Presque Isle; treasurer, 
G. W. Richardson, West Paris. 


Portland Agent Dead 


PORTLAND, ME., Feb. 10—Henry §. 
Payson, member of the insurance firm of 
Morse, Payson & Noyes, and a prominent 
manufacturer and financial figure in Maine 
affairs, died at his home here this week. 
He started with his father’s firm, H. M. 
Payson & Co., investment bankers, and 
several years ‘ago formed the insurance 
firm of which he was a member at his 
death. 


W. M. Burgess in Field 


BOSTON, MASS., Feb. 10—Winthrop M. 
Burgess, for twenty years with the old 
Mercantile and the Simpson & Campbell 
companies, will on March 1 join the staff 
of O’Brion, Russell & Co., as New Eng- 
land special agent of the St. Paul, West- 
ern Assurance and British America, un- 
der General Agent W. T. Jordan. 


Methodist Company in Canada 


The Methodist Church Fire Insurance 
Company of Canada is being organized 
with a capital of $30,000,000 and has been 
granted a preliminary license by the On- 
tario insurance department at Toronto. 


Mitchell Made Assistant Secretary 


Frank K. Mitchell, who has been man- 
ager of the sprinkled risk department 
of the American of Newark for the past 
six years, has been appointed an assist- 
ant secretary. 


Put on Good Behavior 


BOSTON, MASS., Feb. 11—House Bill 
166, introduced in the legislature, gives 
the insurance commissioner authority to 
cancel licenses of agents if he feels that 
they are incompetent or unqualified or do 
not in good faith intend to carry on the 
business of insurance or are _ untrust- 
worthy or have failed to pay balances, 
meet their obligations, or have been dis- 
honest in other ways. 


Brooklyn Brokers to Meet 





NEW YORK, Feb. 11—The Brooklyn 
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Insurance Brokers Association will dine 
on the evening of the 16th inst. Among 
others E. R. Hardy of the New York Fire 
Insurance Exchange; Frank M. Chandler, 
president of the New York Insurance Fed- 
eration, and Charles Jerome Edwards, gen- 
eral agent of the Equitable Life, will 
speak. 





Marine Losses Heavy 


Marine losses continue excessive and 
conservatively managed companies are 
refusing risks rather than take them at 
rates proven to be wholly inadequate. 


Massachusetts Notes 


The Brookline, Mass., board of select- 
men has recommended a two platoon sys- 
tem for firemen, for the “richest town in 
the world.’ 

Albert E. B. Clay, for over 20 years 
connected with the Boston’ Insurance 
Company, has opened a general insurance 
office at 36 Central street, Boston. 

The Norwich Union Indemnity has ap- 
plied for admission to Massachusetts. 

Harry Stuhlman has succeeded John T. 
Horan as special agent of the London & 
Lancashire Fire for New Hampshire. 

R. S. Hoffman & Co., of Boston, will rep- 
resent E. K. Schultz & Co., of Philadel- 
phia, who have been appointed general 
agents of the Millers National for fire and 
automobile, covering the New England 
field. 

The John C. Paige Co. and Field & 
Cowles have secured themselves in the 
possession of the most valuable block in 
the center of the insurance district of 
Boston the past week, by purchase of the 
buildings they occupy and also adjoining 
buildings, so that they now own individ- 
ually an entire block frontage on Water 
street, and half the block on Kilby street. 


Commissioner Clarence W. Hobbs of 
Massachusetts was given a setback by the 
Massachusetts legislature this week when 
four of his recommendations were given 
adverse report, as “no legislation needed.” 
They had to do with the authority of the 
commissioner to summon_ witnesses, 
fraudulent statements, false statements 
in applications for insurance and penalty 
for negotiating unlawful contracts and 
settlement of claims under such contracts, 








F. S. Lindsay has been appointed special 
agent of the American for New York state 
outside of the suburban and metropolitan 
districts, succeeding H. S. Jarvis. His 
headquarters will be in Syracuse. 








PACIFIC COAST FIELD 




















San Francisco Premiums 


San Francisco city fire premiums in 1919 
totaled $4,920,281, which was a gain of 
$589,656 over the preceding year. The 
Home of New York led for volume with 
$250,075, followed by the Liverpool & Lon- 
don & Globe with $247,911; Aetna $226,- 
426 and Fireman’s Fund $175,245. 





Brown Visits the Orient 

SAN FRANCISCO, CAL., Feb. 11—Ar- 
thur M. Brown of the San Francisco gen- 
eral agency firm of Edward Brown & 
Sons has left for a six months’ trip 
through the orient to investigate oppor- 
tunities for American fire companies in 
that field. In event conditions appear 
promising it is understood that several 
companies in the Brown office will enter 
the orient. 





Start Occidental Underwriters 
The Occidental Underwriters to be 
backed by the policy of the Fireman’s 
Fund and the Home Fire & Marine is 
being established and for the time being 
will operate on the Pacific Coast outside 
of San Francisco. It will be managed 
by the head office. 





Service Branch Is Opened 


SAN FRANCISCO, CAL., Feb. 11—The 
Henry Evans companies have opened a 
Service branch for agents and brokers at 
their Pacific coast department in charge 
of William N. Martin, who has been trans- 
ferred from the home office to have the 
new branch, 





Montana Fire Loss Figures 
HELENA, MONT., Feb. 10.—The fire 
loss in Montana for 1919 was $1,863,452, 
according to reports of the state forester, 
E. Van Hook, to Governor Stewart. Dur- 
ing the year 11,975 acres of forest lands 
were burned over, and the direct loss 
resulting therefrom is placed in the re- 
Port at $45,207. The cost of fighting all 
fires in the state is fixed in the report 
at $3,156,891.67. 


Jones Made Hail Special 











Greater Capacity for Local Agents 


Use our unlimited capacity and wide experience for placing additional lines of 
insurance beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed Underwriters at Lloyds and British Companies maintaining 
United States Deposits. Immediate telegraphic binders given. 


MARSH & McLENNAN 


Insurance Exchange, Chicago 


80 Maiden Lane 1615 California St. 114 Sansome St. 107 S. Fifth St. 901 Ford Bldg. 
NEW YORK DENVER SAN FRANCISCO MINNEAPOLIS DETROIT 
302 West Superior St. 263 St. James St. 23 Leadenhall St. 
DUL H MONTREAL LONDON 




















Not Here for a Day 


The Leading Fire 
Company of the World But for All Time 
Sprinkler Leakage, Automobiles 


Fire, Tornado 
INSURANCE COMPANY, Limited 


Assets in United States $18,269,657 


Invested in the highest grade of American Securities and held in trust for sole protection of 
American Policy Holders by United States Insurance Departments and United States Trustees. 





WESTERN DEPARTMENT, ROYAL INSURANCE BUILDING, CHICAGO 


P. W. CADMAN, Asst. Mgr. GEORGE W. LAW, Manager L. ©, STARK, Genl. Adj. 











INSURANCE IS AS OLD AS THE SUN 


THE SUN INSURANCE OFFICE, oF Lonpon 


Was Established in 1710, and is the Oldest Fire Insurance Company in the world 


r THE PATRIOTIC ASSURANCE CO., Ltd. 


Pountes 1710 OF DUBLIN, was Established in 1824, and Offers Indemnity Proved by Every Test of Time 
209th Year —_—————- 








Established 1824 

THE INSURANCE COVERAGE is Complete, Modern and Satisfying—Nothing better can be bonght. 

THE CLAIM-PAYING HISTORY of the companies is Notable for the Prompt, Liberal and Considerate 
treatment of their Policyholders. No company has a prouder record than ours. 

THE SERVICE TO AGENTS is all that might be expected from organizations that have steadily 
developed in efficiency, strength and the highest business ideals during their many years of life. 





AGENTS WHO DESIRE SUPERIOR COMPANY REPRESENTATION, IN UNOCCUPIED} TERRITORY, ARE INVITED TO NEGOTIATE | 


UNITED STATES BRANCH WESTERN DEPARTMENT PACIFIC COAST DEPARTMENT 


ite ae ee 76 West Monroe Street, CHICAGO SAN FRANCISCO 
P. T. KELSEY, U. S. Manager JOHN F. STAFFORD, Mgr. Cc. A. HENRY, General Agent 























REINSURANCE ONLY 


GLOBE NATIONAL FIRE INSURANCE CO. 


SIOUX CITY, LOWA 


TZ Paid Up Capital, $1,000,000.00 
Pe >» EDD G. DOERFLER, Secretary and General Manager 












































KING, ALLEY & LAWRENCE 


96 Maiden Lane GENERAL AGENTS New York City 


Acceptable fire risks solicited from agents and brokers in all parts of the 
United States and Canada 
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Automobile and Parcel Post 
Insurance 
Special Department Maintained 


for Purpose of Giving Expert 
and Efficient Service 























Local and General Agents Wanted 
Apply to 


Appleton & Cox 


Attorneys 


3 South William St. NEW YORK 


Representing Companies of Known Reputation 
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A Service to Local Agents 
OF THE UNITED STATES AND CANADA 


Earle C. Smith, Inc. 


51 Maiden Lane 


New Y ork 


Representing local agents, under contract, wherever situated; 
aranteeing to them the SERVICE of a “branch office” in New 
York, the greatest insurance center in the country. 

Lines located in the territory of agents and controlled by 
brokers, will be SOLICITED from the latter and sent to local men 
for writing, together with all essential information pertaining 
thereto. 

Also surplus lines of agents PLACED with responsible companies. 

Accuracy, despatch and reliability assured; and all correspond- 
ence treated with the utmost confidence. 

Full details concerning the “service” and references FURNISHED 
UPON APPLICATION. 
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Harrison 795 Ray-Forman-Fowler 
“ 813 nsel 


JOHN E. HOGAN ~ 


Adjustments (Companies Only) 
INSURANCE EXCHANGE BLDG. 
CHICAGO, ILL. 


A Complete Automobile Claim Office 


PERSONAL-INJURY COLLISION 
PROPERTY-DAMAGE FIRE 
COMPENSATION (SUBROGATION) THEFT 








E: tional facilities for handling Surplus and difficult lines 
pone paseo] ean of insurance in best American and Foreign 
companies and at Lloyds, on. 
Re-I ssurance Contracts Drawn and Placed. 

YOUR BUSINESS SOLICITED; 

PROMPT ATTENTION 
F. R. THOMPSON 
e 


Insurance Exchang 


SURPLUS 
LINES anp 
FLOATERS Re 








ECONOMIZE 


NATIONAL INSPECTION COMPANY 


3. G. HUBBELL, Mgr. 108 So. La Salle St., CHICAGO 

















agent for Otjen & Taylor of Colorado 
Springs, Colo., managers of the hail de- 
partments of the Glens Falls and Na- 
tional Union and general agents in the 
hail department of the Northwestern 
Fire & Marine, for Colorado, and will 
have his headquarters at 309 Bennett 
Bldg., Colorado Springs. 





service in France with the A. E, F. 





Four fire and marine companies have 
been licensed in Oregon during the past 
month, as follows: Marine & Motor of 
Galveston, Tex.; Jefferson of Philadel. 
phia; Liberty Marine of New York, and 


Mr. Jones saw ‘North Atlantic of New York. 








MOTOR INSURANCE NEWS 

















WESTERN CONFERENCE MEETS 





Harmony Reigns at Gathering of Auto- 
mobile Officialsk—Favor Reduc- 
tions on Country Business 





At the executive committee meeting 
of the Western Automobile Under- 
writers Conference, held in Chicago 
this week, many of the difficulties and 
misunderstandings that have con- 
fronted the organization were elimi- 
nated, and it is felt that the meeting 
resulted in a better understanding on 
the part of those who have recently 
held widely divergent opinions. <A 
majority of automobile officials in the 
west seem to favor a sharp reduction 
of rates on. the so-called country 
schedule and farmers’. car business, at 
the same time holding to the opinion 
that there should be no rate reduction 
under the standard and _ penalty sched- 
ules. The experience on the automo- 
bile business in the rural communities 
has demonstrated to the satisfaction 
of all automobile writing companies 
that automobiles on the farms and in 
the small towns are entitled to a con- 
siderably lower rating than those 
owned by large city drivers. 

A three-year-term policy for auto- 
mobiles in all locations is favored, the 
present idea of a majority of the com- 
panies in the west being to issue a 
three-year contract at 2% times the 
annual rates containing an automatic 
diminishing clause providing 100 per- 
cent insurance the first year, 80 percent 
the second and 70 percent the third. 
There will be a meeting of the com- 
mittee of seven in New York next 
week, at which the automobile situa- 
tion will be further discussed. The 
meeting held in Chicago this week gave 
growth to the belief that in the future 
there will not be manifest radical dif- 
ferences of opinion on the part of 
automobile underwriters. 





Mid-West Changes Name 

WICHITA, KAN., Feb, 10.—At the an- 
nual meeting ‘of the Mid-West Mutual 
Automobile Indemnity Association of 
Wichita it was voted to change the name 
to the Mid-West Insurance Company, 
and this change was made on Jan. 28. 
This company is a legal reserve mutual. 

The present officers were re-elected. 
The board of directors was increased 
from seven to nine members by the ad- 
dition of William C. Price and Dr. J. L. 
Evans. William G. Baurle, agency man- 
ager, was elected assistant secretary and 
treasurer and will still handle the agency 
work. 

This company is planning on entering 
other states during 1920. J. B. Hender- 
son is secretary and is greatly respon- 
sible for the steady growth shown by 
the company. 





National Automobile Licensed 


INDIANAPOLIS, IND., Feb. 10—The 
National Automobile Association, which 


has been in course of organization for 
several weeks, has completed its organi- 
zation and has been licensed to write in- 
surance under the reciprocal laws of In- 
diana. It has begun business and now 
has nearly 1,000 policies in force. It is 
authorized to write full or part coverage 
and has secured a very good class of 
business. The attorney-in-fact is the 
Underwriters Exchange, Inc., of which 
oO. J. Conrad is president; Henry War- 
rum, vice-president, and Fred A. Barrett, 
secretary-treasurer. These men are well 
and favorably known in Indianapolis. Mr. 
Warrum states that it is the purpose of 
the management to write business on a 
carefully conservative basis without re- 
sort to cutting of rates. 





DETROIT LOSSES MOUNTING 





Automobile Thefts Show Increase for 
Year—Actual Underwriting Loss 
Offset by New Business 





DETROIT, MICH., Feb. 10—Auto- 
mobile theft losses are more frequent 
than ever in Detroit. There is a 
noticeable increase in the number of 
cars stolen last year over the 1918 rec- 
ord, but there has been such a great 
advance in the amount of automobile 
premiums collected, that the net re- 
sults to the companies will be no worse 
in 1919 than before. There are now 
80,000 individually owned passenger 
automobiles in Detroit and there is 
plenty of new business to be _ had, 
However, it is rather discouraging to 
the automobile writing companies 
who note that there is not only no re- 
duction in the number of thefts, but 
an actual increase. No automobile un- 
equipped with a lock will be insured in 
Detroit unless it is a closed car. Some 
companies are now going even further 
than this and refusing to insure Fords, 
Dodges, Overlands and Buicks in De- 
troit for the reason that when these 
cars are stolen it is almost hopeless to 
attempt a recovery. One Ford or 
Dodge looks just like another and 
rounding up a stolen car is like search- 
ing for the needle in a hay stack. 

The theft ratio in Detroit will never 
decline as long as it is so easy for 
thieves to operate there. Mutuals, in- 
terinsurance exchanges and specializ- 
ing automobile companies are rather 
strong in Michigan. It is, however, a 
fact that the companies most active 
outside of Detroit do very little busi- 
ness in the principal city of the state. 
There seems to be a separate set of 
interinsurance exchanges operating in 
Detroit. They are the ones that are 
losing the money. The ones special- 
izing on the rural and out state busi- 
ness are showing a profit. The mutual 
at Howell, Mich., is very active outside 
of Detroit. 





Texas Committee Reorganizing 


DALLAS, TEX., Feb. 10.—At the meet- 
ing of the Texas Automobile Advisory 
Committee George M. Easley of Dallas 
was elected to membership on the com- 
mittee to fill the vacancy made when 
H. W. Allen, formerly with the American 
Automobile of St. Louis, resigned to take 
up automobile work in New York City. 
Mr. Easley represents several companies 
in Texas as general agent and is recog- 
nized as one of the foremost under- 
writers of the south and as a very sub- 
stantial and aggressive business man. 

Parker V. Lucas was elected secretary 
of the committee and will devote all of 
his time to the troubles of the automo- 
bile insurance men in Texas. Mr, Lucas 
has been manager of the Theft Bureau 
for some months past and is well in- 
formed and qualified to look after this 
work. 

Automobile lines in Texas have grown 
so rapidly and to such large proportions 
that it seemed quite unfair to leave the 
work to men who are otherwise exceed- 
ingly busy and who only volunteered to 
do it for the good of the business. It 
is felt that the employment of a paid 
secretary is a very desirable move and 
will bring good results to the companies 
writing automobile lines in this state. 





Getting Out Auto Bulletin 


~ Harold A. Miller, manager of the auto- 
mobile department of the North America 
in the west, has commenced issuing an 
automobile. bulletin, which will be sent 
to automobile writing agents from time 
to time as matters of interest in the 
automobile field arrive. Since the estab- 
lishment of the North America’s auto- 
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mobile department in the west, the com- 
pany has enjoyed a very substantial 
yolume of automobile premiums and is 
rapidly becoming a more important fac- 
tor in the automobile field. 





Protest Lack of Police Protection 


BALTIMORE, MD., Feb. 10.—The Bal- 
timore “News” has come out strongly 
against the increase in automobile rates, 
and declares that the increase is due to 
jack of proper police protection, and 
that the motorist should register a 
strong protest against the lack of pro- 
tection afforded him. Its editorial says 
in part: 

“The threatened increase in insurance 
rates may at first seem the individual 
automobile owner’s own concern. But as 
soon as he finds such a burden falling 
on such a large proportion of the public 
as the automobile owners constitute, a 
true public interest is affected. 

“Maryland has, perhaps, 110,000 licensed 
automobiles. Say 50 per cent of them 
are insured at 75 per cent of value, and 
that their average value is $1,000. This 
means insurance—at casualty rates in 
any case—to the extent of some $35,- 
000,000. If the average premium ap- 
proximates 3 per cent (an _ estimate 
which is very conservative), Maryland 
automobile registrants pay slightly over 
$1,000,000 annually for their insurance. 
Since it may be taken for granted that 
the increased insurance rates are hardly 
to any great extent due to a greater ele- 
ment of danger from fire, it appears 
that a tax of approximately $500,000 is 
being imposed on automobilists of this 
state because adequate police provision 
against theft is not furnished. This 
should bring home to every motorist a 
knowledge of the cost of not insisting 
on protection for his car.” 





Goes to Peninsular Fire 


E. L. Andrews, formerly manager of 
the automobile department of James A. 
Ross of New Orleans, has been appointed 
superintendent of the automobile depart- 
ment of the Peninsular Fire of Grand 
Rapids, Mich. He has served eight years 
with Mr. Ross and the United States 
Fidelity & Guaranty and is well versed 
in the automobile insurance business. 





NEW YORK COMPANIES 


ast 

Bid Asked Sale 
American Alliance... 270 270 
Assur. Co. of Amer.. ... ha 
City of New York.. 150 hae 
mentinental s..<.c.0.s.0< 80 84 83 
American Equitable. ... a a 275 
Fidelity-Phenix 675 710 710 


Glens Falls......... 50 55 53 


Great American..... 430 440 430 
Globe & Rutgers....1000 <e2 ate 
oe 6 veeveweews 82 eens ar 
eee re pe ey 580 590 585 
Nation: il Liberty.. 180 es 180 
MEO cs. cg ao. 6 eeeue 2 240 230 
North River......... 50 oti es 
MEETS. Sos 06 CaN ee 180 240 220 
BEEVOBENE .5.06cmcae 50 90 75 
United States....... 3 42 40 
Westchester ....... 38 41 40 
CASUALTY AND SURETY STOCKS 
American Surety.... 83 84 
Fidelity & Casualty ... iam 
National Surety..... 213 217 215 
U. S. Casualty...... 210 230 225 
PHILADELPHIA COMPANIES 
BONCO cooks cavhn 24 
Fire Association. re ode 336 
BORN oc. cues 89 94 93 
BORtY ... oases cone ee ase 125 
Girard Fire & Mar.. 236 
mm Co. of N..A. 34% 
State of Pa......... 80% 
Lumbermen’s ...... 105% 
Pennsylvania ...... ors ae 70 
People’s National... ... see 19 
MEBISATICE . . « o:0:0:4'0 erie gave eas 61 
United Firemen’s. oars bee 11 
SAOCOTY ... . casve@nearn 30 
PITTSBURGH COMPANIES 
SOE, 85 75 
memUvliC.......cviwsee 90 95 90 
United States....... 85 “és 85 
PRGROIN c .tcods wes 80 
HARTFORD COMPANTES 
Automobile ........ 310 ry oe 
meetin Cam... oweks jee 510 aes 
Aetna Fire......... 460 ea. 5 470 
metna Life; 0000.0. 625 650 640 
Hartford Fire....... 550 560 555 
Hartford Stm. Boiler 325 375 ae 
TS eee 450 460 455 
ea eae 495 510 505 
Seendard oo... uc a8 os 75 ¥ 80 
‘Mpevelere. 0360 2'hes 625 650 eas 
NEW JERSEY COMPANIES 
AmMGrican . ... 2566's 17% 18% 18% 
Atlantic City Fire.. 180 190 180 
Camden Fire....... eye “ete 13 
Eastern Ate hare Us Ps 120 
BROMO . <5 .aad-s6.2 2 225 235 225 
New Brunswick Fire 50 55 55 


Standard Fire.. 
BALTIMORE CASUALTY COMPANTES 
Fidelity & Deposit.. 129 30 130 





NORTH BRANCH FIRE. company. SUNBURY, PA. 


Incorporated 1911 Capital $500,000 


Net Surplus $160,493.14 


Assets $1,392,556.14 








INSURANCE 
COMPANY 


CITY 


Incorporated 1870 Capital $250,000 


OF PENNA., PITTSBURGH 


Net Surplus $68,381.07 


Assets $660,328.77 








PITTSBURGH EIRE 


company, PITTSBURGH, PA: 

















Incorporated 1851 Capital $200,000 Net Surplus $116,057.35 hots $644,677.62 
CASH CAPITAL $839,580.00 
E. KIMBALL 
PRESIDENT 





ASSETS 


CLEVELAND NATIONAL 


FIRE INSURANCE COMPANY 
CLEVELAND, OHIO 


APEHBALD i 
SECHETAR 
a MANAGING. UNDE 


SURPLUS TO 
POLICY HOLDERS 
$1,209,812.34 


APPLICATIONS FOR AGENCIES DESIRED 














RE-INSURANCE FIRE COMPANY 


DES MOINES 


P. J. CLANCY, President 


Began business January 1, 


F. E. HATHORN, Secretary 


1920. Re-insurance contracts now 


being negotiated with standard companies. Correspondence solic- 
ited. Conservative underwriting. Experienced management. 





Reinsurance Only. 


No Direct Business Written. 

















F. H. Hawley, President 


W. E. Haines, Secretary 


71ST ANNUAL STATEMENT OF THE 
Ohio Farmers Insurance Co. 


‘or Réins 


LE ROY, OHIO 
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Maryland Casualty... ... 100 99 
ew Amsterdam Cas, 24 25 25 
U. S. Fid. & Guar... . 130 130 
MASS ACHUSETTS- _ COMPANIES 
Old Bay State...... 320 
Springfield ........: 255 











Its Name Indicates Its Character. 


American National Fire Insurance 


Company 


ons —— 


Capital $500,000 


JOHN W. ZUBER, President 


JOHN A. DODD, Secretary 


Progressive, Yet Conservative. 
Operating Along Sound Lines. 








F. C. VAN DUSEN, President 


JOHN D. McMILLAN, Vice-President 


WALTER C. LEACH, Secy. 


Minneapolis tarxine Insurance Company 


MINNEAPOLIS, MINNESOTA 
This company will be glad to receive agency applications and will take up with union offices the 


question of its representation. 


The underwriters are former field men who had had long experience in agency operations. 


There are many striking features in the Minneapolis F. & M. which make it attractive. 


tell them to you. 


We can 
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ORGANIZED 1853 


The Girard F. & M. ‘Company’ of Philadelphia 
Cash Capital $500,000 JANUARY 1, 1919 Net Surplus $373,035 
Surplus to Policyholders, $873,035 

























Eastern Department Home Office Western Department 
D. H. Dunxam, V.-Pres. H. M. Gratz, P: Neat Bassett, V.-Pres and Mgr. 
oun Kay, Treasurer E. J. THomMason ‘ 
H. Hassinesr, Sec'y PHILADELPHIA, W. T. Bassett, Ass’t eer. 
NEWARK, NEW JERSEY PENNA. CHICAGO, ILL. 





ORGANIZED 1855 | 


FIREMEN’S 'SYR4NCE OF NEWARK 


JANUARY 1, 1919 
Cash Capital $1,250,000 Net Surplus $2,246,144 
Surplus to Policyholders, $3,496,144 


Eastern Department 
D. H. DunuaM, President 
Joun Kay, Vice-Pres. 
A. H. Hassincer, Secretar 
NEWARK, NEW JERSEY 


Western Department 
Neat Bassett, V.-Pres. and Mgr. 


W. T. Bassett, Ass’t Manager 
CHICAGO, ILLINOIS 





LIVE STOCK INSURANCE 































AUTOMOTIVE 


Insurance Company 
Cash Capital $100,000.00 
Home Office 
Mason City, lowa 
Offers an attractive agency contract to IOWA AGENTS. Insures Motor 


vehicles against the hazards of FIRE, THEFT, TRANSPORTATION, 
TORNADO and WINDSTORM 


E. H. WARNER, Secretary-Manager 
STANLEY K. WILLIAMS, Agency Supervisor G. H. BUNTEN, Special Agent 

















The Best Field in the Insurance Business 
Today is Live Stock Insurance 
We want good men who work among farmers and stockmen to communicate with us 
Territory in Ohio, Indiana, Illinois, Michigan, Minnesota, Oklahoma, Missouri and Iowa 
THE KASKASKIA LIVE STOCK INSURANCE CO. 


INCORPORATED 


Home Office: - - - Shelbyville, Illinois 











NEBRASKA LIVE STOCK INSURANCE COMPANY 


$1,000,060.06 


KEELINE BUILDING, OMAHA, NEBRASKA 


W. B. HOWARD, President and General Manager 
CAPT. CARL F. SWANLAND, Secretary 


—s 
Excellent opportunity for good live agents. Communicate with the Home Office 

































HOG INSURANCE 
THE PIONEER NEBRASKA COMPANY 
AUTHORIZED CAPITAL AND SURPLUS — $1,125,000. 


AMERICAN LIVE STOCK INS. COMPANY 


OMAHA, NEBRASKA 











AGENTS OFTEN LOSE A GOOD FIRE RISK 
to competitors by not submitting to the assured an estimate for equipping their 
premises with AUTOMATIC SPRINKLERS. We will co-operate with agent and 
_assured and submit figures showing sprinkler cost as well as insurance saving, 
and extend payments over several years. 
FIRE PREVENTION COMPANY, First Natl. Soo Line Bldg., Minneapolis 
909 Sharp Building, Kansas City, Mo. 






Naylor Returns to Business 


Live stock underwriters are interested 
in the return to the business of H. 
Naylor, who has just been appointed man- 
aging underwriter of the Farmers & 
Breeders of Danville, Ill. Mr. Naylor is 
the dean of live stock underwriters. He 
made a success of the old Indiana & Ohio 
Live Stock, the first company to write 
a general live stock business through 
agents. Mr. Naylor has fo#years made 
a close study of the live stock business. 
He has tabulated the effects of all live 
stock epidemics that have occurred in all 
parts of the country and has accumulated 
much valuable underwriting data. After 
leaving the Indiana & Ohio, Mr. Naylor 
went with the Western Live Stock of Pe- 
oria, but left some years ago, going to 
California to regain his health. He has 
a wide acquaintance among live stock 
officials and agents. 


Mutual’s Stockholders Win Suit 


The Grant county circuit court, sitting 
at Marion, Ind., decides that stockholders 
in the Farmers Mutual Live Stock, of 
Matthews, Ind., are not liable for the 
claims long pending against the defunct 
company. A large number of farmers in 
Howard, Tipton and Grant counties had 
taken out policies and were made parties 
to a suit by the receiver to get money 
to meet the indebtedness. The company 
tried several years to live in spite of its 
losses, but failed. 





Farmers Live Stock Statement 


The annual statement of the Farmers 
Live Stock of Des Moines, Ia., shows 
that the company’s net premiums on 
live stock business last year were $135,- 
937, with losses of $41,823. The company 
now has total admitted assets of $369,- 
397; reserve for unearned premiums, 
$40,587; reserve for claims, $1,598; capital, 
$218,450; surplus, $105,762. 





Hartford Licensed in Wisconsin 


The Hartford Live Stock has been 
licensed in Wisconsin by Commissioner 
Whitman to issue all forms of live stock 
coverage. 





Dakota Blue Goose Meeting 


ABERDEEN, S. D., Feb. 10—The annual 
midwinter meeting of the Dakota Blue 
Goose, held here, was a big success. 


over the sessions. C. S. Whittlesey of * 
Fargo was elected guardian of the pond, — 
and he will attend the meeting of the 
national organization in Chicago as the 
delegate from this organization. 

At the banquet Harry O’Brien of High- 
more, S. D., former insurance commis- 
sioner of South Dakota, was toastmaster, 
Frank Morris spoke on general fire insur- 
ance topics. A. S. Reed of Aberdeen, first 
most loyal gander of the Dakota pond, 
gave a talk on the work of the organiza- 
tion in the past. W. W. Volz and H. N, 
Woodruff of Fargo spoke on the status of 
fire insurance business in North Dakota, 
Ed J. Morris of the state insurance de- 
partment discussed the state hail insur- 
ance plan. S. E. Crans, state fire marshal, 
gave a splendid talk on fire prevention, 
being the last speaker. 


Tomlinson Back at Desk 


COLUMBUS, O., Feb. 10.—W. H. Tom- 
linson, state insurance commissioner, is 
back at his desk after an illness of three 
week with grip and influenza. He is send- 
ing out the blanks for relicensing com- 
panies, firms and individuals, March 1, 
the beginning of the new year. 


Indiana Notes 


The Sterling Fire, Indianapolis, an- 
nounces another 3 percent dividend. 

Gus J. Daeske, Indiana special agent 
for the North American, was recently 
married at Francesville, Ind. 

Indiana fire insurance men predict a 
good business for the new year. January 
proved to be an exceptionally good month, 


Cc. H. Hartnell, Indiana special agent 
for the Home, has just returned from a 
week’s visit at the home office of the 
Home at New York. 

The council of South Bend, Ind., has 
approved a bond issue of $400,000, the 
money from the sale of which is to be 
used in extending the water mains. 

W. C. Reisener has been transferred 
from the Chicago office of the North 
America to Indianapolis, where he will 
be special agent working under State 
Agent H. L. Barr. 

The state of Indiana has filed complaint 
in the superior court at Indianapolis 
against the American Insurance Com- 
pany, seeking a judgment for $6,000, al- 
leged insurance fees from 1904 to 1914. 


Illinois Notes 


Guy C. Mundy succeeds Gould & Mundy 
at Mt. Carmel, Ill. 


Henry Ream succeeds to the agency of 
F. J. Ream of Peru, Ill. 


Quincy’s fire department will soon be 
completely motorized, and a new central 
fire station with all modern equipment 
will be built this spring at a cost of ap- 





F. A. Morris of Pierre, S. D., presided 


proximately $60,000. 





Hail Insurance 








cropsP 


service. 


309 Bennett Bldg. 








Colorado Springs, Colo. 





Are you writing hail insurance on 


If so, you should connect with us as 
we handle only old line stock com- 
panies and give first class agency 
Write nearest office. 


OTJEN & TAYLOR 


ENID, 


608 Boston Block 
Minneapolis, Minn. 


OKLA. 

















Flynn Building 
Des Moines, Iowa 











NATIONAL LIVE STOCK INSURANCE Co, We Are the ORIGI- 
Cash Capital $100,000.00 
' AGENTS WANTED IN IOWA 
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BALTIMORE COMPANIES 
ACT ON OWN RECORDS 


Maryland Assurance Raises Health 
Rate Because of Loss Ratio 
of 74.2 Percent 


U.S. F. & G. HOLDS OLD RATE 


Partial Disability a Cause of Great Loss 
Say Officials—Cease Writing 
Quarterly Business 


BALTIMORE, MD., Feb. 10—The 
Maryland Assurance, having been con- 
vinced by its figures for 1919 that health 
insurance rates are not high enough, 
has announced an increase in health 
tates effective March 1 on new business, 
and April 1 on renewals. The Mary- 
land is going ahead with this in spite 
of the fact that the Bureau of Personal 
Health & Accident Underwriters, at a 
meeting in New York was unable to 
atrive at any decision on the subject of 
should be done, and merely recom- 
mended further study of the situation. 


Loss Ratio 74.2 Percent 


In a notice sent to all its agents the 
company has just completed a review 
of the health premiums and losses for 
1919. On an income paid basis the loss 
ratio was 74.2 per cent. On an earned 
premium basis, which Richard H. 
Thompson, vice-president, claims is the 
proper basis, the claim ratio was 83.5 
per cent. Expenses have also increased 
to a large degree. The rates for acci- 
dent insurance are not changed. In 
giving this notice the Maryland Assur- 
ance says that it believes its under- 
writing has been conservative as well 
as constructive. It believes that gen- 
eral agents and sub-agents have been 
careful in their ‘selection of risks. Yet 
in spite of this the Maryland has been 
unable to make any money from health 
insurance, but on the contrary has lost 
heavily. 

One Dollar for Five 

In some cases the increase of rates 
for health insurance is $1.00 for each 
$5.00 weekly indemnity. In other cases 
It is more, because the company’s ex- 
Policies beyond any question of doubt 
a higher rate is necessary. The new 
table of health rates sent to agents 
shows that the annual business health 
rate will be $8.00 for each $5.00 weekly 
indemnity and $5.00 for each $5.00 
weekly accident indemnity. On some 
Policies the health rate goes as high 
as $12.00 for each $5.00 weekly indem- 
nity. In all cases the accident rate is 
$5.00. For applicants between the ages 
of 51 and 55 the Maryland announces 
health rates of $10.00 to $14.00 for each 
$5.00 weekly sickness indemnity. 

U. S&S. F. & G. Stands Pat 


The United States Fidelity & Guaranty 
has come out flat-footed against any 
increase in the health rates at the pres- 


The New York department has just 
published a compilation of the experi- 
ence of the companies writing work- 
men’s compensation insurance in that 






New York Compensation Business 


state, showing premiums, losses and ex- as follows: 

Premiums Losses Expenses Loss Expense 

Insurance Carrier earned incurred incurred ratio ratio 

PR, ere rors e- $85,817,118 $50,915,555 $27,683,591 59.33 32.26 
Non-participating ..............+. 64,761,869 38,597,830 24,573,976 59.60 37.95 
PPOPCIOTBORIIE 5 6 0 oS a'giice'ee corte nae 21,055,249 12,317,725 3,109,615 58.50 14.77 
MET, BO OG os an. ono CK KR 0.0 080 0h 7,266,581 4,224,181 2,933,633 58.13 40.37 
Allied Mutuals Liab.............. 54,078 371,601 236,683 43.51 27.71 
American Mutual Liab.7......... 1,648,413 892,360 300,926 54.13 18.26 
Bakers MUsaal oo... cece cc wee 152,930 50.745 45,02 33.18 29.44 
Cent. & West. N. Y. Brewers..... 252,891 186,136 61,538 73.60 24.33 
Coal Merchants Mutual.......... 121,942 0,01 32,151 41.02 26.37 
Commercial Casualty ............ 396,338 157;402 160,427 39.71 40.48 
Continental Casualty ....... Cates 66,034 41,45 36,614 62.78 55.45 
Contractors Mut. Liab........... 6,81 5,228 6,028 76.72 88.46 
Employers Liab. ..........0.ee0- 7,262,239 4,863,990 2,706,730 66.98 37.27 
Employers Mutual .............. 1,414,591 658,417 310,121 46.54 21.92 
Exchange Mutual Indem......... 363,496 99,8 121,541 27.46 33.44 
Fidelity & Casualty............. 3,384,252 1,849,884 1,291,188 54.66 38.15 
General Accident ............... 54,0 503,6 325,194 58.97 38.07 
Globe Indemnity ................ 2,623,926 1,478,210 998,311 56.34 38.05 
Great Eastern Casualty.......... 3, 2 9 9.53 32.01 
Hartford Accident & Indem...... 998,001 639,471 478,612 64.08 47.96 
Ice Dealers Mutual......... 53,1 13,953 13,724 26.24 25.81 
Interboro Mut. Indem 668,558 498,275 83,714 74.53 12.52 
Liberty Mutual .......... uy 128,030 49,032 44,093 38.30 34.44 
London Guar. & Acci...........6. 2,989,562 1,351,415 1,137,064 61.93 38.03 
Lumber Mutual Casualty......... 890,966 403,971 31,68 45.34 26.00 
Manufacturer’s Liab. of N. J...... 1,502,967 729,815 269,448 48.56 17.93 
Maryland Casualty ............. 2,714,769 1,840,891 989,049 67.81 36.43 
Massachusetts Bonding ......... 1,202,656 695,056 433,45 57.79 36.04 
New Amsterdam Casualty....... 1,267,384 763,417 528,987 60.24 41.74 
N. Y. Printers and Bookb. Mut.... 168,717 61,5 49,467 36.49 29.32 
Ocean Acci. & Guar.............. 2,745,401 1,363,523 952,020 49.67 34.68 
Royal Indemnity ............... 1,834,525 40,30 661,685 51.26 36.07 
Security Mutual Casualty........ 71,101 20,427 6,0 28.73 8.48 
Standard Accident .............. 1,812,03 1,059,180 733,209 58.45 40.46 
State Insurance Fund}{.......... 10,030,666 6,919,97 802,047 68.99 8.00 
ONG  Giocin 64 ic cd cca tauve te 20,081,727 12,016,192 7,655,580 59.84 38.12 
pi RR ear ae 1,244,598 575,063 49,08 46.20 36.08 
U. S. Fidelity & Guar............ 4,098,543 2,547,259 1,383,629 62.15 33.76 
TWIG: Fee COMED: Cee icu ec bas cube 1,711,505 937,669 288,145 54.79 16.84 
eS ee a ee ree 1,014,414 8,732 207,256 36.35 20.43 
Western Casualty .............. 33, 8,820 457 26.11 1.35 
Zurich General Acci.......... 1,882,426 1,178,179 718,088 62.60 38.15 


7Charges 105 per cent of standard rates. 
tExpenses paid out of State Treasury until June 30, 1916. 
period average about 13 per cent less than standard rates. 


penses from July 1, 1914, to Dec. 31, 
1918, inclusive. It excludes business of 
carriers which have ceased writing 
compensation business. The figures are 


Rates for entire 








ent time, declaring that its loss ratio 
does not justify an increase. W. B. Hill, 
manager of the accident and health de- 
partment, took quite a rap against the 
companies who have, or are contemplat- 
ing, an increase in health rates. 

“The U. S. F. & G.,” declared Mr. Hill, 
“does not see any need for any precipi- 
tate haste in increasing rates. Just be- 
cause several companies have become 
panic-stricken because they had an epi- 
demic and large losses one year does 
not say that the rates should be in- 
creased. We are going to stand pat and 
there will be no increase in health rates 
during 1920. After the expiration of 
1920, we will be in a better position 
to judge whether the rates should be 
raised and how much. 

“Our loss ratio from 1910 to the last 
quarter of 1918 was very low, the ratio 
being a fraction over 41 percent. The 
last quarter of i918, due to the flu epi- 
demic, the loss ratio was very high, 
being 60 per cent. Cur loss ratio in 1919 
was 56 per cent and our total loss from 
1910 to 1919 inclusive was under 49 
percent. Surely this low ratio does not 
show that we should increase our rates.” 


New Amsterdam Will Increase 


At a conference of the officials of the 
New Amsterdam Casualty to be held the 
latter part of this week, specific action 
is expected to be taken in regards to 
increasing the health rates. The New 
Amsterdam increased their rates last 
August but feel that their loss ratio 
since that time makes it imperative for 
them to again increase their rates. 

The first step by any company in re- 
gard'to doing away with the partial dis- 
ability feature of health insurance pol- 
icies is expected to be taken by the New 
Amsterdam at the conference. 

“I am heartily opposed to the partial 
disability feature,” declared Mr. Letzkus, 
manager of the health and accident de- 








partment of the New Amsterdam, “and 


I am very much in favor of doing away 
with it altogether. We are going to 
take this matter up at our conference, 
as we will the matter of increasing the 
rates and doing away with quarterly 
and semi-annual payments, and I am 
quite certain that we will take steps to 
do away with this obnoxious feature of 
health policies.” 


Partial Disability Unpopular 
Mr. Hill, of the U. S. F. & G., and Mr. 


Thompson, of the Maryland, are both 
heartily in favor of doing away with 
the partial disability feature. The U. S. 


F. & has abolished writing health 
insurance on quarterly payments. 

“The claim loss ratio,” stated Mr. Hill, 
“ig very much higher on quarterly than 
on annual payments and we are endeav- 
oring to write all we can on annual 
basis and very little on quarterly.” 
Rigg, Rossman & Hunter, local insur- 
ance brokers, who are agents of the 
U. Ss. F. & G, are refusing to write 
health this year on quarterly payments. 

The New Amsterdam, it is understood, 
will take action this week to doing 
away with quarterly and semi-annual 
payments and it is expected that the 
other companies will follow suit. 


Flu Conditions 


Local companies are having very mild 
losses from the present flu epidemic at 
this time. However, most of the com- 
panies expect to feel the effects of the 
epidemic more around May or June. 

“We will probably feel the effects of 
the epidemic more in April, May and 
June,” stated Mr. Hill of the U.S. F. & 
G., “than now. The losses so far on 
the flu, locally, have been very small 
as disability on the most part is of 
shorter duration than in 1918 and 1919. 
The average disability from the fiu. so 
far in Baltimore, so.I was informed to- 





DES!MOINES PROGRAM i 
TO BE ANNOUNCED 


Mid-Year Meeting of the Health 
& Accident Underwriters 
Conference 


FINE LIST OF EVENTS 


President Hamilton Has Gotten An 
Imposing Array of Speakers for 
the Occasion 


President Isaac Miller Hamilton, of 
the Health & Accident Underwriters’ 
Conference, announces the program for 
the mid-year meeting at Des Moines. 
In addition to the scheduled speakers he 
hopes to get John Fletcher, vice-presi- 
dent of the Ft. Dearborn National Bank 
of Chicago to give an address. The fol- 
lowing is the program: 

FIRST SESSION 


Tuesday, Feb. 24, 10:30 A. M. 


1. Called to order, President Isaac 
Miller Mamilton presiding, 

2. Roll call. 

3. Addresses of Welcome. 
ernor W. L. Harding of Iowa. 
C. Savage, commissioner of insurance, 
Des Moines, Iowa. ec. Alex. Fitzhugh, 
president, Chamber of Commerce, Des 
Moines, Iowa. 

4. Response, W. R. Sanders, secretary 


a. Gov- 
b. Arthur 


and general manager, American Lia- 
bility. 
5. President’s Address. 
6. Report of Credentials Committee. 
7. Report of Membership Committee. 
8. Report of Treasurer. 
9. Report of Grievance Committee. 
10. Report of Press Committee. 
11. Report of Special Committees, 


SECOND SESSION 
Tuesday, Feb. 24, 2:15 P. M. 


Cc. O. Pauley, chairman, Mutual Section 
presiding. 

1. “The Advantage of Non-Classifica- 
tion Weekly Benefit Health and Acci- 
dent Insurance,” G. E. Harsh, vice-presi- 
dent, Federal Savings & Insurance, In- 
dianapolis, Ind. 

Discussion by A. R. Arford, secretary, 
Fidelity Health & Accident, Benton Har- 
bor, Mich.; F. H. Goodman, president, 
Home Accident & Health, South Bend, 
Ind.; R. C. Fox, secretary, First National 
Accident, Fond du Lac, Wis. 

2. “Why Mutual Health and Accident 
Insurance?” E. J. Faulkner. second vice- 
ree ene Woodmen Accident, Lincoln, 
Neb. 

Discussion by Wm. F. Jarvis, presi- 
dent, Fraternal Protective, Boston; S. W. 
Munsell, secretary, Masonic Mutual Ac- 
cident. Springfield, Mass. 

3. “Economy of Co-operation,” W. W. 
Dark, secretary and treasurer, Business 
Men’s Indemnity, Indianapolis, Ind. 

Diseussion by E. R. Beck, manager 
claim department, Interstate Business 
Men’s Accident, Des Moines, Iowa; C. C. 
Criss, treasurer, Mutual Benefit Health 
&- Accident. Omaha; G. A. Fairly, secre- 
tary and treasurer, National Travelers 
Benefit. Des Moines. Towa. 

4. “Securing and Training Agents for 
Weekly Pavment Health and Accident 
Insurance.” George R. Kendall. secretary 
and treasurer, Washington Life & Acci- 
dent, Chicago. 

Discussion hv C. S. Drake, vresident, 
Empire Health & Accident, Indiananolis. 

5. “Should the Traveling Men’s Asso- 
eiations Continue Writinz a $9.00 Acci- 
dent Policv or Issue a More Liberal Pol- 
itv at a Hiceher Premium?” A. J. Alwin, 
secretarv-treasurer, Minnesota Commer- 
cial Men’s. Minneanolis. 

Discussion hv E. Rex. secretarv- 





day by our medical adviser, is a week or 





less.” 





treasurer, Iowa State Traveling Men’s. 
Des Moines, Iowa; A. Rieke, chief 
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adjuster, Minnesota Commercial 
Minneapolis, Minn. 
THIRD SESSION 
Wednesday, Feb. 25, 9:30 A. M. 

Cc. O, Pauley, chairman, Mutual Section 
presiding. 

1. Mutual Section will convene for 
business meeting and to receive reports 
of its officers and committees. 

REGULAR SESSION 
Wednesday, Feb. 25, 10:30 P. M. 

1. “The Careful Underwriter,” T. W. 
Blackburn, secretary and counsel, Amer- 
ican Life Convention, Omaha. 

2. “Is it Necessary to Write Accident 
and Health Insurance on the Monthly 
Plan?” F. J. Tharinger, assistant secre- 
tary, Old Line Life, Milwaukee. 

3. “Socialistic Tendencies as Affecting 


Men’s, 


the Business of Insurance and How to 
Effectively Combat Same,” Elmer H. 
Dearth, president, General Casualty & 
Surety, Detroit. 


FOURTH SESSION 
eg sareprippcds Feb. 25, 2:15 P. M. 


1. “Accidental Death,” O. B. Hartley, 
general counsel, Great Western Accident, 


Des Moines, Iowa. 

2. “Development of Accident and 
Health Insurance,” C. W. Van Beynum, 
The National Underwriter, Chicago, Il. 

3. “Field for Disability Insurance,” 
Cameron H. Sanders, assistant secretary, 
American Liability, Cincinnati. 

FIFTH SESSION: 
Thursday, Feb. 26, 10:30 A. M. 

1. “The Relation of Compensation In- 

surance to Personal Accident Insurance, 


William McLaughlin, assistant general 
counsel, Southern Surety, Des Moines, 
Iow 


a. 
2. “The Approval of Policy Forms in 
Iowa,” Thomas T. Watters, Jr. Deputy 
insurance commissioner Des Moines, Ia. 
Thursday afternoon has been set apart 
to permit the delegates visiting the home 
offices of the Des Moines insurance com- 
panies where they will be made especially 
welcome and where they doubtless will 
learn much of methods which can be 
utilized beneficially in their own or- 
ganizations. 





Burglary Underwriters Meet 


NEW YORK, Feb. 11.—At a gathering 
of the Burglary Insurance Underwriters’ 
Association today the discussion centered 
about residence business, which is gen- 
erally unprofitable. It developed that 
75 per cent of residence burglary policies 
are for $1,500 or less, and that these 
contribute 60 per cent of the losses. 
Underwriters are debating as to whether 
present rates should be flatly advanced 
or some method employed of compelling 
the assured to take out indemnity more 
nearly approaching values at risk. The 
matter was finally referred back to the 
residence committee for further study. 
To a special committee was delegated 
the study of the future of the Burglary 
Insurance Underwriters’ Association in 
view of the resignation of E. B. Ander- 
son as secretary, effective March 1. Mr. 
Anderson leaves to return to the Royal 
Indemnity as manager of its burglary 
branch, It is probable that the organ- 
ization will be continued as now and a 
new secretary secured, although other 
propositions for handling its affairs are 
being reviewed. 


To Organize Casualty Company 


President J. B. Levison of the Fire- 
man’s Fund of San Francisco will or- 
ganize a casualty company during the 
coming year. It has been understood for 
some time that the Fireman’s Fund had 
such a company in contemplation. The 
plan has not been completed, neither has 
its name nor the amount of the capital 
been decided on. The Fireman’s Fund 
is one of the large companies that is 
held in high regard throughout the 
country. 





New Milwaukee Casualty Company 


MADISON, WIS., Feb. 10—Application 
has been made to the state insurance 
department for permission to sell stock 
of the Northwestern Casualty & Surety 
of Milwaukee. It will be a $1,000,000 
concern, 

The three men back of the proposed 
concern are William A. Fricke, Milwau- 
kee, former insurance commissioner; 
Walter Drew, Milwaukee, former deputy 
attorney-general, and Stephen McMahon, 
Milwaukee, attorney. 

The articles declare that the proposed 
company will write general casualty in- 
surance business, accident, health and 
workmen’s compensation and the other 
casualty lines. 





Campbell, Smith & Cook of Portland, 
Ore, have been appointed sub-general 
agents for Oregon for the American In- 
demnity of Texas and the Marine & Mo- 
tor of Galveston. The Morrison Company 
of Seattle is general agent for both com- 
panies in Oregon and Washington. 
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Premiums and Losses by STATES and 
by CLASSES OF BUSINESS IN 1919 
















































































| GEORGIA 
Premiums Losses 
Fidelity & Deposit 
CL. <«bane-oes se —92 93 
RRS ee —5 703 
fe ae —199 woenes 
a Are 37,800 39,018 
Se ee 63,835 3, 
MS TETEMOR. De wu win'nik a.” oe Cae > 10 
Burglary and Theft. 2,154 1,652 
IL cin yo so vos ook 103,493 44,684 
Loyal Protective 
Acci. & Health...... 2,601 1,962 
National Casualty 
Acci. & Health...... 11,486 5,367 
Maryland memes 
Accident . oan 2,500 
Health ce ,_, ee 
Liability 426,740 141,882 
Fidelity 6,979 2,421 
Surety . 18,127 699 
Plate Glass......... 12,969 4,236 
Steam Boiler........ 7,876 699 
Burglary and Theft. 11,203 ° 6,666 
gle Sere °671 545 
BY  WRGEL. owccce css OSL} SARS earner 
Auto. & T. P. damage 34,397 18,996 
Workmen’sCollective 121 5 
Physician’s Defense. Se re eee 
2) oe 520,894 178,699 
Metropolitan Casualty 
Co ee eren fee 3,985 444 
Lo ESS Soren ee 2,140 1,531 
Pete CHass... «5.035. 3,084 1,250 
Burglary and Theft. 192 81 
ee Se ae ies 9,401 3,307 
MISSISSIPPI 
l 
Hartford Acci. & Indem, 
PEDOMNORG. <6 os'0 sn Q's hs 162 
ee ee ee 75 
DNERON Sate a .cyo oh os 5,135 
Bee PP Ey ome 284 
Pinte GIsee, vi: scn ss 69 
Burglary and Theft. 432 
Auto. & T. P, damage 2,279 
eS eee 2,677 
po ee eer Pee 11,112 
Maryland Casualty 
pS ere a ee ere 
ls ee errr ae. emia one 
TMRVIORC eg Ss oes ose 160,249 69,726 
a Si eee 2,100 573 
pa Oe Ee eee 10,291 60 
Plate Glass......... 5,651 1,612 
Steam Boiler........ 7,218 3,599 
Burglary and Theft. 3,952 1,214 
SIO son wd a lee 91 38 
iy Wheels. . .cness« Sh Saat 8 Bre 
Auto. & T, P. damage 11,117 5,166 
Workmen's Collective 22,280 8,117 
ie ee ee 223,601 90,105 
Fidelity & Deposit 
WOT TCTEG 6 65 4b 60 0808 2 Re eer cB 
MRIMENOES Dish Gc. Scc suisere te See. SGN ee 
OOS Ze ee | Saree, co 
WUGGRIG 56 ccide ewes 10,220 3,376 
CPE Steer 11,644 24,182 
PIG SOE iccckspes | “evxes'ead 60 
Steet Bou or iis .<. 0:0 .0is waka 65 
Burglary and Theft. ae AP 
REI 5 ois ss sis 30 ah 23,292 27,682 
Pacific Mutual 
POUNCE 6.5 2d dis wieida'e'® 13,111 2,281 
Eee ee 3,380 1,643 
WR padicceie 4.0 Ss 16,491 3,924 
| | 
| NEW JERSEY 
N. ure Fid. & Plate Glass 
Liability pce ieeas fe ale 75,438 27,239 
Workmen’s Comp... Ore *- | pdibes 
Pinte! <tiRAB. 455 5. 71,928 28,474 
Burglary and Theft. 20,093 ,06 
Auto. & T. P. damage 16,719 7,391 
ee aan 184,552 68, 169 
American Surety 
iE Tr 119,025 110,920 
OY S55 sb Soc s os 101,509 15,518 
Burglary and Theft. 14,071 149 
ERMA ow Ss atid we os 6 234,505 126,587 
Brotherhood Acci. 
Acci. & Health...... 13,147 8,090 
Continental Casualty 
MONG i 500 kook 95% 48,020 8,008 
Se ee ree 20,142 15,102 
NS eae ee rer 13,580 ,103 
Workmen’s Comp 12,916 1,199 
Burglary and Theft. 1 Se See 
Auto. & T. P. damage 5,511 4,114 
i Ne Sar ee 100,824 29,526 
Fidelity & Deposit 
Acci. & Health...... —882 150 
EDUC. 0652565 wi0-are —238 3,320 
orkmen’s. Comp... <5. 3,164 
AIREY, nets s stow e's oe 48,104 20,156 
eS SEE bee ee 99,228 5,422 
ig) JRL Ct a ee ee 
Burglary and Theft. 25,820 3,851 
Auto. & T. P. damage _...... 267 
IE oie os 08 8 2 es 172,032 36,319 


Hartford Acci. & Indem, 
Accident 


thd Riis Gane 8 6,368 799 
EROMIER ncis eek 6% 4,63 1,387 
ee pu, aun age arora 127,519 45,457 

Workmen’s Comp.. 141,678 43,612 
IMOIICS Later cose i a> 213 1,490 
7 Ee pean 9,572 11 
WliGtG SOME. oo. <3 2,837 1,505 
Burglary and Theft. - 20,763 12,701 
Auto. & T. P. damage 47,507 12,522 
Live er SS 11,950 1,00 

UAE ne kar cis'y ace 381,958 120,484 
aaeiee “piate Glass 
Piste IGN: 06s 25,001 10,487 
Lumber Mutual Cas. 

(| 6 a aie »152 53 
Workmen’s Comp.. 16,281 1,250 
Auto. & T. P. damage 1,442 5 

| Seg 4,875 1,356 

Maryland Cas. 
PCIMMIREE ¢ S o'0-g ss ateca so ME Cr ie eieinae . 
PEED Sica 78s slols tia .d:s oe: Re 
fT errr ere 128,181 24,067 
Workmen’s Comp... 290,476 0,29 
yO ee eee 12,24 59 
EOE EF pny 13,911 60 
Plate CHASES 6 666.cs6-6s 11,928 5,051 
Steam Boiler........ a ee 
Burglary and Theft. 24,180 4,623 
oe a ae are 1,384 1,017 
AS URGE Ss nn clack os BOO 3 ! Sipietpehens 
Auto. & T. P. damage ens 25,694 
Physician’s Defense. 076 1,500 

ye «ee eS: 540 709 153,436 
Mass. Bonding 
Acci. & Health...... 37,503 11,329 
Fae 40,863 24,27 
Workmen’s Comp... 3,598 5,432 
WWOEEEY So baa ww owes eo eee 
POU Sd ckicia ove 50,928 1,425 
Plate Gigses..s...%. 14,439 6,581 
Steam Boiler........ 13,174 2,916 
Auto. & T. P. damage 9,565 5,174 

yo Peano eee 174,940 57,131 
Maryland Assurance 
PROMO ss 5 sae Ame 5 19,140 2,605 
Se ree Re 17,208 8,473 

MS cst ps sm 4.8 36,348 11,078 
Metropolitan Cas. 

ROGIER. cccatogacis he Fs alvaane we 
BRORUEME oc 056.0 0)%n.c\n0 0.8 | SR 
Plate Giner.. . 5.54. 38,700 16,124 
Burglary and Theft 3,127 2,24 

oS OR Se oe 2,481 18,371 
Acci. & Health...... 11,168 3,43 
New York Plate Glass 
Piagte Glass :..53ic8. » 40,048 16,955 
Norwich Union Indem. 

SARIN Bra en 6 kt st ARS are ee 
Burglary and Theft. Sees O eau 
Auto. & T. P. damaze ee. Ls istatw ee 

ORES soonest es, one OR oT senna 
Preferred Accident 
ISMN S025 5:65 dis's.s 23,408 8,866 
pe eran 4,038 2.448 
FO ar err phe ~e 
cub PS See ee 5,652 
Monee ig EUS Pe REE 4,720 902 
Burglary and Theft. 29,585 23,334 
|e bh gh Se 2 eR re 
Auto. & T. P. damage 37,566 23,686 

OUR 5 3s k's 4-30, 79,987 97,435 
Guarantee Co. of N. A. 

Foy: Cl a eee 0s RS Mae assay” 5 
ks Se ee eee . , ene ers 

oo e's Sarees Ore 13 Akane 

Voting on Partial Disability 

The companies writing health insur- 
ance are now voting on whether they 
shall eliminate partial disability on poli- 
cies issued after March 1. This action was 
taken at the recent meeting of the Bureau 
of Personal Accident & Health Underwrit- 
ers. The Provident Life & Accident of 
Chattanooga and the Union Indemnity of 
New Orleans Have applied for member- 
ship in the Bureau since the recent meet- 
ing. 

E. B. Anderson Resigns 

NEW YORK, Feb. 11—E. B. Anderson, 
secretary of the Burglary Insurance Un- 
derwriters Association, has resigned to 
return to the Royal Indemnity. He was 
connected with the company shortly after 
it was organized. He is regarded as an 
expert on burglary insurance. He will 
take his old position as superintendent of 
the Royal Indemnity’s burglary depart- 
ment, 

Travelers Men Advanced 

John D. Hay, special agent of the Trav- 
elers at Indianapolis, has been made as- 
sistant manager of the compensation and 
liability department at Detroit. Frank S. 
Kilpatrick has been appointed assistant 
manager at Atlanta. Special Agent Albert 
P. Lantz of the Travelers Indemnity be- 
comes assistant manager of the steam 
boiler department at Chicago. 








EXPERIENCE NOT GOOD 


BLANKET BOND LOSSES HEAVvy 





Changes in Rules on Brokers and 
Branch Banks Should Tend 
to Improve Conditions 


The experience of the surety com- 
panies writing blanket bonds has not 
been entirely satisfactory during the 
past year. In fact it is declared by 
some underwriters that the blanket 
bond is a good thing for the banker 
but far from a good thing for the com- 
panies. The losses under that form 
of coverage have been extremely heavy, 
especially on brokerage houses and 
branch banks, but it is believed that 
the recent changes in the rules cover- 
ing those two classes of risks should 
improve the experience of the com- 
panies somewhat during the coming 
year. 

The biggest losses have been on 
messengers for banks and_ brokers, 
some of them being due to the dis- 
honesty of the messengers themselves 
and others to holdups. Messenger 
holdups have been much more numer- 
ous than usual in all of the larger 
cities. 

Desirability Is Doubtful 


The writing of blanket bonds was 
taken up by the surety companies in 
the first place primarily to meet the 
competition of Lloyds and there is 
some question among underwriters as 
to whether its continuance is at all 
desirable. 

Some of the big losses which the 
companies have experienced would not 
have been covered by fidelity bonds. 
An especially striking incident of that 
is afforded by a Chicago loss in which 
the companies had to put up $40,000. 
In that case an employe of a bank was 
in connivance with a swindler on the 
outside and by alterations in the books 
made it possible for the latter to get 
the money. 


Can’t Make Same Investigation 


The lack of the rigid investigation 
which has always been made by the 
companies in connection with indivi- 
dual or schedule bonds is probably the 
worst feature of the blanket bond from 
the companies’ standpoint. Some of 
the companies continue to make the 
same sort of investigation as they did 
on other classes of bonds and require 
the filing of the. regular form of ap- 
plication for each new employe taken 
on under the blanket bond, but by the 
very nature of the coverage provided, 
it is not possible to do this in every 
case. ‘Some of the banks have made 
special requests that fuller investiga- 
tions be made and have made addi- 
tional payments to cover the expense 
by the companies in that way. 


Field Limited to Big Banks 


There is very little chance to write 
blanket bonds for banks except in the 
larger cities, as the minimum of $625 
is regarded by many of the smaller 
banks as practically prohibitive. Even 
in Chicago many of the large loop 
banks still carry fidelity bonds, with 
an excess blanket coverage above the 
amount of those bonds. The big Chi- 
cago banks in many cases do not carry 
burglary insurance, depending on their 
watchman service and similar safe- 
guards, but most of them carry hold- 
up coverage, in addition to the fidelity 
bonds. The country banks, of course, 
practically all carry burglary insur- 
ance, but the large part of them feel 


that they can carry it and the fidelity . 


bond coverage for a lower cost than 
the blanket bond. 


The new financial statement of the 
Cloverleaf Life & Casualty shows admit- 
ted assets $510,248, capital $200,000 and 

surplus to policyholders $248,239. 
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Dr. Hoffman’s 


INSURANCE men are interested in the 


the well known sociologist and statis- 
tician, on the working of the British 
National Insurance Act in England, 
Scotland and Ireland. Mr. HorrMan 
has been making a study of this act. 
On the point of compulsory health in- 
surance he declares that after seven 
years of experience the viewpoint of 
leading manufacturers and other em- 
ployers throughout Great Britain is that 
national health insurance has no direct 
relation whatever to labor efficiency 
except that a larger amount of ma- 
lingering tends persistently toward a 
diminution of normal output. 

The insurance people of Great Bri- 
tain, he said, largely condemn the act 
as an unsound insurance measure. The 
medical authorities declare that it is an 
unsound method of medical relief. The 
pharmaceutical authorities declare that 
it is an unsatisfactory method of drug 
administration. The labor leaders as 
arule hold it is contrary to the best 
interest of the labor element. The large 
employers say that it is a menace 
to productive industry. The medi- 
cal profession says that the act is op- 
posed to the best interests alike of panel 
practitioners and those who limit them- 
selves to private practice. The public 
health authorities say that it is of no 
value to the furtherance of public health 
measures. The charity, philanthropic 
and poor relief workers say that it is 


not rendering satisfactory aid and as- 
sistance to those whose needs are most 
urgent. This certainly is a convincing 
document and will tend to clear up 
some of the misunderstandings on this 
side. 

Commenting further, Dr. 
says: 

When the National Health Insurance 


HoFrFMAN 


British Survey 


Act of Great Britain went into effect, 
the social condition of British wage earn- 
ers had made enormous progress during 
half a century. Wages had increased and 
hours of labor had been diminished. The 
evil of child labor been measurably de- 
creased and conditions affecting the em- 
ployment of women in industry had been 
improved. Industrial accidents were less 
common and the general health of the 
population had* shown great improve- 
ment. No other country showed a corre- 
sponding reduction in the death rate 
from infectious, transmissible or other- 
wise preventable diseases. The Public 
Health Administration of England had 
become a model for the civilized world. 

British health insurance has not raised 
the standard of sanitary progress. The 
lowering of the English death rate dur- 
ing the previous thirty years, challeng- 
ing favorable comparison with all other 
countries, had been achieved without 
compulsory health insurance of any kind. 

The fundamental error of the act was 
to underrate the voluntary form and to 
establish a subsidized system of relief. 
National health insurance does not pro- 
mote public health or the prevention of 
disease. 

The administrative machinery neces- 
sary to carry the law into effect is of 
truly colossal proportions. It is probably 
safe to assume that certainly not less 
than 50,000 persons directly or indirectly, 
in paid or unpaid capacities, are required 
to meet the basic administrative neces- 
sities of the act. 

The ill-defined provisions regarding 
medicines and appliances are disastrous 
failures. There has come into existence 
a complicated system of drug pricing and 
ehecking involving the handling and re 
handling of not far from 30,000,000 pre- 
scriptions accounts a year. 

The main objections on the 
organized labor are that the 
under the act are inadequate and in- 
sufficient. The act has had the effect of 
diminishing the sense of self-reliance, 
independence and thrift. Malingering in 
its most subtle form has become a 
matter of common occurrence. The pro- 
portion of cases investigated found fully 
able to work is barely less than 4 per 
cent and often exceeds 50 per cent. With 
respect to the insurance the labor ele- 
ment is demoralized and thoroughly 
Giscontented with the benefits, which 
invariably fall short of expectations. A 
doubling in value of the benefits is prac- 
tically unanimously demanded as an 
imperative duty onthe part of the 


part of 
benefits 





state, 





MUTUALS ARE JOINING 
ORGANIZE FOR MINING LINES 


Operators and Number of Companies 
Hold a Meeting—Britton of Penn- 
sylvania Is President 


CINCINNATI, O., Feb. 10—Mine 
owners and representatives of mine 
owners’ mutuals and southern casualty 
companies, met in Cincinnati this week 
and organized a mine rating bureau, to 
operate in connection with mine work- 
ers’ compensation. Apparently their 
organization is to operate along the 
lines of the Associated Companies, 
composed of the largest casualty com- 
panies. It has the appearance also of 
being a movement of mutuals; for so 
far as known, no stock company repre- 
sentative was present. 

It was said the bureau will operate 
under “auspices” of the insurance de- 
partments of Virginia and Alabama and 
the workmen’s compensation boards of 
those states. 


Button Made President 


Joseph E. Button, of Huntington, Pa., 
was elected president; Carl M. Hansen, 
of the American Mine Owners’ Mutual, 
is chairman of the advisory committee, 
which otherwise will consist of repre- 
sentatives of southern casualty com- 
panies. Mr. Hansen formerly was head 
of inspection service of the National 
Compensation Bureau. He said after 
the meeting that compensation rates 
against the mine owners will be ad- 
judged according to the protection 
against accident provided for miners 
by the operators; which is taken to 
mean that there will be a drive against 
present rates. 


GIVES HEARING TO COMPANIES 





Will Have Chance in Minnesota to 
Present Arguments Against 
State Fund Idea 





ST. PAUL, MINN., Feb. 10—Insur- 
ance companies carrying industrial in- 
surance in Minnesota will be given 
every opportunity to prove that their 
system is better, safer and cheaper than 
the proposed State Fund Insurance, 
planned by the legislature. The com- 








PERSONAL GLIMPSES OF CASUALTY MEN 














C. H. Remington, vice-president of 
the Aetna Life and affiliated companies, 
has been elected a director in the Aetna 
Life. This brings the board up to ten. 
Mr. Remington was elected a director 
of the Automobile Insurance Company 
last week. He is also a director of the 
Aetna Casualty & Surety. In addition 
he is a director of the Maiden Lane 
Branch Metropolitan Bank, New York. 
and the Fidelity Trust Company of 
Hartford. 

W. F. Rodger, who was formerly of 
the plate glass department of the home 
office of the Chicago Bonding, has been 
appointed manager of the casualty de- 
partment of the Lion Bonding & Surety 
at Omaha in the Robert H. Beard gen- 
eral agency at Chicago. This office has 
charge of northern Illinois. 

Gordon Case, a special examiner of 
the office of Frank J. Haight, consult- 
ing actuary at Indianapolis, died on 
Wednesday of last week following a 
brief illness from pneumonia resulting 
from influenza. Mr. Case joined the 
Haight forces early last year, leaving 
the New York insurance department to 
take the position. He served in the 
late war as first lieutenant in the 351st 
Field Artillery, seeing active service 
with the A. E. F. After his discharge 
and return to civil life he was made 





captain in the Field Artillery Reserve 
Corps. He was a graduate of Yale, had 
a year in a German university and 
specialized in fire and casualty insur- 
ance. He was a fellow in the Casualty 
Actuaial & Statistical Society. He be- 
gan his insurance career with the Spec- 
tator Company of New York. He was 
regarded as a man of exceptional 
ability. 

Arthur E. Thayer of Boston, member 
of the firm of Dewick & Flanders, died 
at his home in Dedham this week of 
pneumonia, after a fey days’ illness. He 
was a Boston broker for several years 
and in 1916 was taken into the firm of 
Dewick & Flanders and placed in direct 
charge of the bonding department. 


Announcement has just been made 
that A. D. Spring, formerly agency 
manager of the liability department of 
the Kansas City agency of the Travel- 
ers, has been transferred to the home 
office at Hartford, where he will assume 
the duties of agency assistant. Mr. 
Spring will be succeeded at Kansas 
City by M. N. Platt from the Denver 
office. 

Before his appointment as manager 
at Kansas City, Mr. Spring was a 
special agent in the Minneapolis dis- 
trict, having particular supervision of 





mission on workmen’s compensation in- 
surance appointed by the 1919 legisla- 
ture to investigate the feasibility of a 
state fund plan of industrial insurance 
will begin actual hearings at the capitol 
here Wednesday. 


Preliminary Hearing Monday 


A preliminary hearing was held Mon- 
day, but neither the insurance com- 
panies nor the employers’ association 
were ready to proceed. E. G. Hall and 
G. W. Lawson, president and secretary 
respectively of the State Federation of 
Labor, filed briefs reviewing the reports 
of an investigation showing amounts 
alleged to have been earned by insur- 
ance companies in excess of payments 
for industrial accidents and asserting 
that the profits amounted to about fifty 
per cent of the amount paid in 
premiums. 

They contended that the state fund 
plan which provides for the appoint- 
ment of a commission of three members 
by the governor and the creation of a 
fund of $250,000, one-half to be raised 
by taxation and the balance from pay- 
ments of premiums, would be more 
economical for both employer and em- 
ploye, as the expense of maintaining a 
large organization such as an insurance 
company must maintain, would be elimi- 
nated and the employe would get all 
the benefits possible. 

Companies’ Side Presented 


L. K. Eaton, attorney, appearing for the 
Insurance Federation, composed of a large 
number of the joint stock insurance com- 
panies, which carry about 25,000 employ- 





IRON OUT WRINKLES 


HOPE FOR AMICABLE OUTCOME 


National 
Service 


Workmen’s Compensation 
Bureau Members Con- 
sider the Vexed Commission 





NEW YORK, Feb. 10—The acute 
situation in the National Workman’s 
Compensation Service Bureau has eased 
to a certain extent, as the level-headed 
men in the organization feel that the 
differences over the commission situa- 
tion can be ironed out. At the meeting 
held last week, General Manager A. W. 
Whitney was delegated to appoint a 
committee of officials, representing the 
various shades of opinion on the com- 
mission question, instructing them to 
get together, bring in a report and es- 
tablish a platform on which all can 
stand. The commission question is 
vital in the reorganization of the bureau 
and very little can be done until it is 
out of the way. 

Say Rule Is Violated 


It has been bothering the officials for 
some time. Some companies say that 
no attention is paid to the commission 
rule and it is being violated right and 


left. President Bland, of the United’ 
States Fidelity & Guaranty, is the 
leader in the movement to have the 


commission question taken entirely out 
of the jurisdiction of the bureau and 
let companies pay what they desire 
within the limit made by the insurance 
departments and to have as many gen- 
eral agents as they wish. 


Feeling Among Agents 


The feeling among a number of gen- 
eral agents is that if the Bureau relieves 
itself of jurisdiction over commissions 
entirely the tendency will be to increase 
commissions here and there and thus 
increase the average acquisition cost. 
The agents say that the workmen’s 
compensation rates will not bear any 
more loading than at present. The ten- 
dency should be to keep the cost about 
where it is now. Almost any local 
agent that has any volume of business 
can get 12% per cent commissions. The 
head office or general agency is put to 
considerable expense in shaping up the 
compensation business written by local 
agents. Perhaps compensation is the 
line of insurance that is the least 
studied of any of the branches. Local 
agents become experts on fire, automo- 
bile, tornado insurance and the like, but 
they feel that workmen’s compensation 
is too complicated and hence rely on 
their head office, field man or general 
agent to get their offerings in shape. 


Committee Is Named 


General Manager Whitney of the Na- 
tional Workmen’s Compensation Service 
Bureau has announced that the following 
committee has been appointed to consider 
the commission subject: President Stone, 
Maryland Casualty; President Bland, 
United States Fidelity & Guaranty; Vice- 
President Howie, London & Lancashire 
Indemnity; President Butler, Travelers; 
President Holland, Royal Indemnity; Vice- 
President C. H. Remington, Aetna Life; 
Manager C. H. Neely, Ocean Accident; 
Manager Appleton, Employers Liability. 
The committee is a representative one 
and no doubt will be able to reach some 
satisfactory conclusion as to the vexing 
commission subject. 








out at the preliminary hearing that there 
was.much expense attached to industrial 
insurance and that if it is to be properly 
administered the only way is to protect 
and safeguard the life and limb of em- 
ployes and thereby prevent so far as pos- 
sible industrial accidents. 

The same proposition was presented in- 
formally by S. A. Harper of Chicago, ap- 
pearing on behalf of the mutual insurance 
companies which carry industrial and 
workmen’s compensation insurance. 

The Minnesota employers’ association, 
represented by W. H. Oppenheim and A. 
V. Williams, St. Paul, will present briefs 
and make arguments in the case as the 








the city of St. Paul. 


ers’ insurance policies in the state, pointed 


hearings progress. 


CASUALTY 





THE NATIONAL 





UNDERWRITER 





February 12, 















EMPLOYER’S LIABILITY 


Assurance Corporation, Ltd., of London, England 
SAMUEL APPLETON, Manager and Attorney U. S. Branch, 88 Broad St., Boston, Mase. 
Original and Leading Liability Company—All Forms of Liability Insurance 
The Most Advanced and Practical Personal Accident and Sickness Policies 
UNITED STATES ASSETS, $14,776,570.58 @ 


D, Gen. pow Wisconsin, Wells 
CO., Gen. Agts., Mer 


SURPLUS, $2,490,252.08 























FREDERICE RICHARDSON, 
General Building 


GENERAL 


FIRE AND LIFE 


ASSURANCE CORPORATION, LTD. 








Accident— Health— Burglary — Liability —Auto- 
mobile—Teams—Elevator—Workmen’s 


Compensation 








PHILADELPHIA 


ACCIDENT 


United States Manager 
4th & Walnut Streets 














ANNOUNCING THE CONTINENTAL’S NEW 
NON-—CANCELLABLE DISABILITY INCOME POLICY 
(a) It increases the sale of Life 


Insurance. 


(b) It increases the sale of Commercial 
Accident and Health Insurance. 
YOU ARE INTERESTED IN EITHER. 

Write or telegraph for particulars. 
CONTINENTAL CASUALTY COMPANY 
H.G.B. Alexander, President 
General Offices: Chicago, Illinois 
The CONTINENTAL is an American Company with 
a national reputation. 

















ORGANIZED 188 


North AMERICAN ACCIDENT INSURANCE 


THE ROOKERY 


CHICAGO 


AGENCY OPENINGS IN 


44 STATES 
























FOUNDED 1889 
INDIANAPOLIS 


Specializing on monthly Premium Health and Accident 
with non-classification of risks. Benefits paid weekly. 
Policy includes $100.00 funeral benefit. 


~ Representatives Wanted in Indiana and Illinois. Our Victory Policy Will Interest You 
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ACCIDENT AND HEALTH 











DISCUSSING HEALTH POLICIES 





Companies Find That This End of 
Their Business Has Not Been 
Profitable 





The companies are discussing health 
insurance these days and methods to 
get that branch of underwriting on a 
profitable basis. Take,the health ex- 
perience as a whole and the figures 
each year are on the wrong side of the 
ledger. This does not account for the 
influenza epidemic, which has cost the 
companies hundreds of thousands of 
dollars more than the normal run of 
losses. At the present time when the 
influenza and pneumonia epidemic is 
prevalent in several points people are 
keeping at home when they contract a 
cold and are not taking any chances. 
This undoubtedly is reducing the 
mortality ratio of the life companies, 
but is increasing the claim ratio of the 
health companies. 

The companies have two subjects at 
hand relating to health insurance aside 
from the increase in rates that are be- 
fore officials. The first is putting health 
insurance premiums on an annual basis 
solely. The second is abandoning par- 
tial disability coverage. Most companies 
have raised their health insurance 
rates until on the commercial poli- 
cies the premium is $8 for $5 weekly in- 
demnity. But few if any companies are 
requiring the annual premium basis. 
This undoubtedly would be a most de- 
sirable practice if all would agree to it. 
With the quarterly and semi-annual 
plan there is the chance for selection 
against a company. At the present 
time, for example, many people are tak- 
ing out- health insurance because of the 
prevailing epidemic. Perhaps they will 
let their policies lapse as soon as the 
danger is over. They can well afford to 
take a three or six months policy. Fre- 
quently a man has a sufficient divining 
sense to forecast trouble. He will take 
out a health policy and yet his malady 
may not become acute for three or four 
months. 

Partial Disability 


So far as partial disability is concerned 
there is considerable difference of opinion. 
Undoubtedly there is much moral hazard 
in partial disability when it comes to 
health insurance. There is ample oppor- 
tunity to take advantage of the company 
with but few indications of disorder 
aman can easily prove his case. It is 
not so easy to do this in case of partial 
disability in accident insurance. Many 
cases are cited where a man leaves his 
home and goes to some health resort, 
although he is fully capable of being at 


should be placed around partial disabil- 
ity if it is to be continued. 


companies. The cases of permanent js- 


partial disability to the loss ratio. 
Many Claims Coming 


the health companies has been advanced 














but little argument today to convince g 
man that he should have a health 
policy. 








BIG PLANS FOR CONVENTION 





Des Moines Companies Arrange Elab. 
orate Entertainment for Mid- 
Winter Meeting 





Very soon after Des Moines, Ia., was 
selected for the meeting place of the 
mid-winter sessions of the Health & 
Accident Underwriters’ Conference, 
Isaac Miller Hamilton, president of the 
Federal Life and also president of the 
conference, asked the six Des Moines 
conference companies to act as a com- 
mittee in planning the entertainment, 
This committee has been at work for 
several weeks and has arranged a pro- 
gram of entertainment which it is said 
will outclass anything ever before at- 
tempted at the. conference meetings, | 
There will be auto rides, theatre par- 
ties, receptions, luncheons and a big 
banquet on the second night, at whi 
the delegates will be guests of the Des 
Moines companies. Nothing is being 
overlooked that would add to the com 
fort and enjoyment of those who at- 
tend and it is being especially urged 
that the men bring their wives, as 
special entertainment is being provided 
for the ladies. 

It is expected that representatives of 
all the leading health and accident com- 
panies in this country and in Canada 
will be present. 

There will be a corps of stenog- 
raphers at the service of the delegates 
who attend. Several competent stenog- 
raphers will be stationed at a con 
venient place on the same floor as the 
convention ready to take dictation and 
get letters out promptly. 


COMMENTS ON HEALTH POLICY 

Maryland Assurance Tells How Com- 

panies Have Lost Money on 
This Contract Form 








The Maryland Assurance in com- 
menting on its health business says that 
in spite of its heroic treatment of this 
department last year it has not reached 
yet the full solution of the problem of 
turning health insurance from a losing 
business to a paying one. It says: 
One of the new elements of trouble 
is the “backwash” from the influenza; 
by which we mean the claims for illness 
of the lungs, throat, heart, kidneys and 
nerves, numerous enough and prolonged 
enough to cut a serious figure, which are 


work. Undoubtedly greater safeguards | traceable to previous attacks of influenza 


from which the policyholder had seem- 
ingly recovered. Aside from this, how- 


There has been some discussion over ]|ever, there is still more insurance 
the life income disability feature of ¢-~me | granted under a health policy than is 


paid for by the premium. Hence, the 


ability are infrequent and yet ther. are | new year begins, on our part, with an 
enough to cause considerable drain on | advance in premium rates on the health 
the exchequer. It is not thought, how- | portion of our policies. 

ever, that the continuous installment Now, let us turn.to the brighter side— 
policy has contributed anything like | the accident end of the business. Here~ 


we seem to have sound reasons for con- 
fidence that we are on right lines and 
that there is a fair, though certainly not 


Companies now are getting a deluge of | excessive margin of profit. Yet, as im 
influenza and pneumonia claims in quar- | Joseph’s dream of the fat and lean cat- 
ters where the epidemic is raging. The | tle, the leanness of the health end has 
number of people involved is not nearly | consumed the fatness of the accident 
so great as was the case last year. As | end—and still is wretchedly lean. So, in 
a rule more people are laying up for |1920 we are doing the sensible thing 
a few days and taking precautions if | of making “each tub stand on its owt 
they catch cold. Undoubtedly health | bottom.” That is, along with the ad 
claims have been increased because of | vance in health premium rates, we are 
precautionary measures. The | offering our agents special inducements 
death ratio has been reduced for the|for the larger development of accident 
life companies, but the claim ratio for |] business. And, with the persistent op 


. | timism that we are thankful for, we af 


Physicians are advising their patients | hoping that by these processes we may 
to stay in. Agents are pushing health }| make the accident-health department, at 
business at this time owing to the in= 
fluenza scare and a large amount of new | for 1920. 
business is being written. All companies 
today require that health insurance must 
accompany an accident policy. This 
therefore is stimulating accident insur- 
ance where persons do not carry an acci- 


last, show a worth-while credit balanct © 





Change to Home Offfice 
In connection with the transfer of thé 








dent policy. Agents find that it takes | division from Chicago to the home offi 


Pacific Mutual Life monthly ene 
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COMPARATIVE ANNUAL STATEMENT 


OF 


on Bonninc & Surety Co. 


HOME OFFICE OMAHA 






THE 


























| RESOURCES Dec. 31, 1919 Dec. 31, 1918 LIABILITIES Dec. 31, 1919 Dec. 31, 1918 
| 
| Ret Bataleon Co ee $ 25,375.00 $ 48,389.00 Capital, fully paid................ $ 600,000.00 $ 500,000.00 
| Mortgage Loans...............+-- 411,464.00 306,317.05 Surplus over all Liabilities........... 180,182.24 109,969.39 
| Collateral Loans.................- 45,035.95 56,331.50 Reserved for Losses ...........++.>+ 50,840.80 32,305.91 
| Bonds, mostly Liberty.............-. 136,550.00 85,500.00 Reserved for Reinsurance ......... 402,259.56 268,628.60 
| Stocks, all good.............-2008: 86,400.00 111,329.27 Reserved for Commission and Trade. . 46,500.00 23,000.00 
| In Banks, on Checks and Certificates. 116,801.99 159,138.10 || Other Liabilities in 1918............ 67,486.08 
| Due from Agents................ 214,962.74 119,826.72 
Go" OS eR ee 87,115.96 65,566.92 
Advances on Contracts............. 78,844.32 28,813.11 
Debenture Notes..............006: 16,961.30 13,955.50 
Accounts Receivable ............... 45,044.72 170.25 
Bills Receivable...............20. 4,535.29 5,010.29 
Advance to Agents..............+:. 5,596.34 2,757.25 
OME 4p Pia aek Rew we Sat asses .$1,274,687.61 $1,003,105.05 
Interest Accrued, etc............45. 28,773.26 22,867.98 "te 
Reinsurance Receivable............. 6,278.97 1,649.85 
$1,309,739.84 $1,027,622.88 
Less Non-admitted................. 29,957.24 26,232.90 
i yr oes pee $1,279,782.60 $1,001,389.98 ROMER on cdas ceo etig ee Geko .$1,279,782.60 $1,001,389.98 


















































FIDELITY AND SURETY BONDS, FULL COVERAGE AUTOMOBILE, ACCIDENT AND HEALTH, 
BURGLARY AND PLATE GLASS INSURANCE 


- OUR 


AGENTS WANTED—We are licensed in the following states: 


Dakota, Nebraska, Kansas, Oklahoma, Texas, Minnesota, Iowa, Missouri, Illinois, Indiana and Michigan 


LINES... 


California, Idaho, Wyoming, Montana, Utah, North Dakota, South 








THE TRAVELERS 


INSURANCE INDEMNITY 
COMPANY COMPANY 
HARTFORD, CONNECTICUT 


The Travelers Insurance Company 


New Life Insurance _— for 1919 - - 
Gain - - - - - - 
Life Lisurence’ in Force: $1, 154,223, 735 








$512,981,127 
$299,512, 205 


Accident and Health Premiums, 1919 - $7,666,725 
Gain - - - - - - + = - - $1,878,935 
Compensationand a er 1919, $30,839,908 
Gain - - - er 3.877, "200 
The Travelers Indemnity Company 
Total Paid Premiums, 1919 - - - - - $5,845,284 
Increase Premium Income - - - - - $2,010,035 
























SUPER - SERVICE 


Surety Producers 
Who Appreciate Underwriting Service 
Address 
Fidelity and Deposit Company 
of Maryland 


Baltimore 




















THE PROVIDENT LIFE and ACCIDENT 


INSURANCE CO. 


CHATTANOOGA 


TENNESSEE 





SERVING INSURERS FOR MORE THAN THIRTY-TWO YEARS 





+—Accid + 





Lines Written: Commercial—Monthly Premium—Group—Railroad I 
& Health Insurance. Ordinary pos | 


Intermediate—Non-Participating Life Insurance. 





ATTRACTIVE AGENCY OPENINGS IN SEVENTEEN STATES 


1919 PREMIUM INCOME OVER $1,100,000 














We are issuing all forms of 


Life, Health and Accident Policies 


Perfect Personal Protection 


Coe enue ae greatest, best paid business in the world? 
It will be our e to give you more Information. 


CLOVERLEAF LIFE & CASUALTY COMPANY 











JACKSONVILLE, ILLI NOIS 
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One Dollar Won’t Buy Much 


Once upon a time you could take the whole family 
to the movies for a dollar, and come home with 
something left out of it. 


do odd jobs at a dollar a day. You could—well 
you could doa lot. But now it’s different. But— 


You can still get a year’s subscription to The Casualty 


Review for a dollar. 


The Casualty Review is a monthly sales-manual devoted 
exclusively to Accident and Health Insurance. 


It is a re-zipifier! 


Sales Points! 


News! 


If you want to sell more Accident and Health Insurance 
send your name and a dollar to The Casualty Review, 
1362 Insurance Exchange, Chicago. 


6,000 Accident Men read The Review every month 


You could get a man to 


Discussion 













SOMETHING NEW 


In addition to an up-to-date line of Life and 
Accident policies, we also issue a special Accident 
and Health policy for farmers only. A contract without 
frille or ruffies but a proven good seller. Write for sample. 


The Gem City Life Ins. Co. 





Dayton, Ohio 


























Protect Your Business 


BY SELLING 


Automobile, Plate Glass and 
Accident Polictes 


OF THE 


AMERICAN CASUALTY COMPANY 
READING, PA. 


Chicago Branch Office 
959-961 Insurance Exchange 
FRANK W. GREEN, Resident Manager 


eee = © $ 500,000.00 
1,203,668.60 


Assets 2 
Surplus to Policyholders 688,412.14 











|-GEORGIA CASUALTY COMPANY 





f 


Surplus and Reserves to , 


Policy Holders, $2,030,162.08 


Cempiiec Under Laws of New York, Pennezivania and Georgic 


MACON 


GEORGIA 
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HOTEL WISCONSIN } | san 22% Teproes cere net gape ma 
Big Hotel of Milwaukee R. NASE a 
HEADQUARTERS for INSURANCE MEN aie to Matacl Bide, tehael Va. 
500 Rooms-400 with Bath a Compensation, Acadent and Health Claims. 
‘erritory:— and No. Carolina 





CLAIM SUPERVISION 





























Experienced compensation 
and liability underwriter desires 
position with company in 
Chicago. Address 58-X, care 
The National Underwriter. 





MERICAN LIABILITY 





COMPANY 


Disability Insurance 

:  W.R. Sanders, General Mgr. 
Citizens Nat'l Bank Bldg., CINCINNATI, OHIO 
$100,009.00 Insurance Department Depesit 





Occupations 











it is announced that a separate depart- 
ment is being organized to handle the 
limited business which will be under the 
supervision of Ray Scofield, who for a 
number of years has been connected with 
the Chicago office. C. O. Vanstane, agency 
organizer, will also be transferred to 
the home office and will work as agency 
organizer and auditor reporting direct 

to the home office. George F. Peck, 
office manager at Chicago, will have 
charge of the railroad installment de- 
partment, which will continue to be un- 
der the jurisdiction of that office. 





Bale Now in Charge 


The Standard Accident has closed its 
industrial office at Chicago, which has 
been in charge of John T. Burford, and 
has now put it in charge of its Chicago 
branch office, under Manager Henry B. 
Bale. 





Gompers Against Compulsory Idea 


The propaganda for compulsory health 
insurance was given a particularly hard 
jolt by the declaration of Samuel Gom- 
pers, president of the American Federa- 





tion of Labor, that hé was unalterapy 
opposed to the idea. Speaking at 
annual meeting of the National Ciyjg 
Federation in New York, Mr. Gomperg 
attacked the compulsory health ingup. 
ance bill introduced in the New Yor, 
state senate by Senator F. M. Davenport, | 
He announced that he was “unalter. 
ably opposed to compulsory health insur. 
ance” and declared that he could not 
favor giving “even our great govern. 
ment” additional power over the lives 
and normal activities of its people. 





Take Large Weekly Indemnity 


An accident company official said the 
other day that there is a decided ten. 
dency, especially among men of consider. 
able income, to desire a large weekly 
indemnity rather than a large principaj 
sum. These men figure that their life 
insurance will take care of the creation 
of an estate at death, but they desire | 
to have their time fully covered by ade. 
quate indemnity. Many agents in out. 
lining a program of protection for ga 
man at this time will suggest a la 
weekly indemnity policy and feature that 
form of indemnity in the argument, 














AMONG SURETY MEN 








MUCH BUILDING IN PROSPECT 





Head of Big Contracting Firm Pre- 
dicts Unusual Construction 
Activities in 1920 





Unusual construction activities dur- 
ing 1920, with a probable heavy de- 
mand for contract bonds as a result, 
are indicated by figures compiled by 
F. T. Miller, president of the F. W. 
Dodge Company, one of the big con- 
tracting firms of the country, printed 
in a recent issue of the “American Con- 
tractor.” Mr. Miller said it has been 
found in normal times that the build- 
ing contract awards for any year will 
amount to approximately two-thirds of 
the total work contemplated or pro- 
jected during the previous year. The 
estimates for 1920 are, therefore, based 
on the amount of work projected dur- 
ing 1919. 


gan and portions of Missouri and east. © 
ern Kansas, is measured by two-thirds © 
of the amount of the work projected 

in 1919, the coming year should show 

a total of contract awards amounting 

to $1,000,000,000, for the total of contem- 

plated projections for 1919 was $1,600,- 

000,000. In Minnesota and North and 

South Dakota the amount projected 

was $160,000,000, indicating a probable 

total of contract awards in 1920 in the 

neighborhood of $100,000,000. 





Boston Surety Association 


BOSTON, MASS., Feb. 10—The Surety 
Underwriters Association of Boston held 
its annual meeting this week at the Bos- 
ton City Club and elected the following 
officers: President, James P. Parker, 
United States Fidelity & Guaranty; vice- 
president, Eliphalet L. Philbrick, Amer- 
ican Surety; secretary, Collins Graham, 
National Surety; treasurer, George W. 
Berry, Massachusetts Bonding; executive 
committee, James P. Barker, Eliphalet L, 
Philbrick, Wallace Egerton, New Amster- 





For the territory covered by the 
F. W. Dodge Company, which includes 
the states north of the Ohio and east 
of the Missouri River, the total figure 
for work contemplated is approxi- 
mately $4,200,000,000. Two-thirds of 
this is a figure of $2,800,000,000 for con- 
tracts to be awarded in 1920, as com- 
pared with $2,500,000,000 for 1919. In 
the New England States, contemplated 
and projected buildings to the amount 
of $375,000,000 were reported in 1918. 
Two-thirds of this amount gives $250,- 
000,000 for the amount of contract 
awards that may reasonably be ex- 
pected in 1920. 

$560,000,000 for New York 


For New York state and northern 
New Jersey, the amount of awards con- 
templated and projected in 1919 was 
approximately $850,000,000. Applying 
the two-thirds rule, $560,000,000 is ob- 
tained as the amount of contracts that 
will probably be awarded in 1920, as 
compared with $529,900,000 for the year 
1919. In eastern Pennsylvania, south- 
ern New Jersey, Maryland, Delaware, 
District of Columbia and Virginia, the 
amount projected in 1919 was $630,- 
000,000, giving $420,000,000 as the prob- 
able approximate amount of awards for 
1920. In western Pennsylvania, West 
Virginia and Ohio the projected con- 
struction reported amounts to $540,- 
000,000, giving $360,000,000 as the pos- 
sible amount of building prospects for 
1920. Although this is somewhat less 
than the 1919 total of contract awards, 
there is another measure of accumu- 
lated demands to be taken into consid- 
eration. That is the fact that 50 per 
cent of the 1919 total was awarded the 
latter half of the year. 

Figures for Central-West 

If the actual demand for building 
in the central west, comprising IIli- 
nois, Indiana, Iowa, Wisconsin, Michi- 





dam Casualty, and John Eastman, Royal 
Indemnity. 





Shy at Prohibition Bonds 


Companies in general are shying at 
the bonds that have to be given by 
national and state prohibition commis- 
sioners, officers, deputies and employes. 
The companies feel for the most part 
that there will be a conflict in the en- 
forcement of the prohibition laws and 
the officers may overstep their bounds, 
especially in seizing liquor. Even com- 
panies that write business freely say 
they do not care for these bonds. 





Chicago Coal Dealers’ Bonds 


The Towner Rating Bureau has pro- 
mulgated rates for coal dealers’ license 
bonds which run to the city of Chicago. 
Each coal dealer must give a bond of 
$5,000 and the rate is $2 per thousand. 





State Would Pay Premiums 


The state of Kentucky would be re- 
quired to pay the premium on all bonds 
executed by state officers elected by 
voters of the state at large, under the 


Kentucky legislature. 


Contract Is Ratified 


The Iowa insurance department and 
the attorney-general have approved the 
consolidation contract made between the 
Chicago Bonding and the American 
Bonding & Casualty of Sioux City. It 
has not been submitted to the Illinois 
department. 





Casualty Notes 

Action on the application of the Inter- 
national Indemnity of Los Angeles for 
entry into Oregon is still pending. 

The Wisconsin Hardware Limited Mu- 
tual Liability of Milwaukee has changed 
8 name to the Hardware Mutual Cas- 
ualty. 


been oppointed general agents for Kan- 





Rapids, Ia. 


terms of a bill just introduced in the ~ 


Hoyt & Co. of Eldorado, Kan., havé 
sas for the Interstate Liability of Rock 
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| WITH BURGLARY UNDERWRITERS | 


SAFEGUARDS DECIDE LIABILITY 





Many Small Banks Need Safety De- 
posit Box Coverage for Their 
Own Protection 





The contracts that most banks and 
safety deposit companies make with 
customers renting safety deposit boxes 
provide that they shall exercise “ordi- 
nary care and diligence” in safeguard- 
ing the valuables committed to their 
care, which means really in most cases 
that extraordinary care must be taken. 
The question as to what the courts may 
regard as constituting reasonable care 
and precaution and the question there- 
fore as to just what the bank’s liability 
may be, furnishes a strong argument 
for banks taking out this class of cov- 
erage for their own protection as well 
as that of their customers. 


Solely Question of Safeguards 


The general rule seems to be that the 
bank’s liability is to be gauged solely 
by the question of whether it has pro- 
vided all the safeguards which could 
reasonably be expected. In the case 
of the big city bank, with several men 
on duty all the time, regular watchman 
service and electrical protection, that 
question will practically never arise. 
The small town bank or safety deposit 
company is in an entirely different posi- 
tion, however. It is practically impos- 
sible for it to provide the same elabor- 
ate safeguards and operate its business 
at a profit. In the big establishments 
it is extremely difficult for anyone to 
gain access to the boxes who does not 
belong there without collusion from 
the inside. 


One-Man Vault Different 


— 


3ut in the case of the smaller con- 
cerns, and especially the one-man vault, 
any carelessness on the part of the sole 
attendant may have serious conse- 
quences, and if he is as busy as many 
of the men in his position are it is 
quite possible that things may go wrong 
without any real fault on his part. A 
Chicago suburban bank was held liable 
by the high courts of the state for a 
loss which was alleged to have occurred 
during the time when an additional door 
was being cut into its vaults, because of 
the fact that it did not have an employe 
on duty in the immediate part of the 
vault where the contractor and his men 
were at work, leaving them in entire 
possession of that section. The courts 
held therefore that the bank had not 
taken reasonable care in safeguarding 
deposit boxes. 

There is no limit to the amount of 
the liability of the bank in a case of 
that kind if it can be established that 
it is liable at all. 


Liberty Bonds Change Situation 


A few years ago the average safety 
deposit vaults did not offer a particu- 
larly fertile field for cracksmen. They 
could enter box after box without find- 
ing anything but a rather small amount 
of jewelry, 
how- 


one but the owner. Nowadays, 


ever, there is hardly a safety deposit 
box that does not have one or more 
liberty bonds in it, and these are just: 


as good as cash to the robbers. 
Many of the banks are 


boxes, 
nished. 


but only fire protection 


similar notices in the 


is of course a question. 


Money Is Not Covered 


The policies which the companies are 
safety deposit boxes 
cover only jewelry and valuable papers, 
It would of 
course be possible to provide a coverage 


now issuing on 


and do not cover money. 


life insurance policies and 
other papers of doubtful value to any 


hanging 
printed notices in their vaults, advising 
the customers that the bank will not be 
liable for burglary or robbery of the 
is fur- 
Some of the banks have even 
written to their customers and published 
newspapers. 
Whether such a notice would relieve 
them from liability in case of robbery 


for money in safety deposit boxes, but 
the banks do not want money put in 
the boxes and therefore do not want the 
coverage in that form. Most of the com- 
panies will not write deposit boxes lo- 
cated in a vault which is classed merely 
as fireproof, and the experience of those 
which have written such vaults has 
been very disastrous. They are now in- 
sisting that the vaults shall be at least 
semi-burglarproof before any coverage 
is provided. 


Writing Individual Boxes 


Most of the safety deposit policies are 
written for -banks, covering their entire 
plant, there has been a considerable in- 
crease recently in the number of policies 
issued on individual deposit boxes. One 
policy was written in Chicago recently 
covering $1,500,000 in securities in one 
safety deposit box. This covered the 
holdings of the insured personally and 
as trustee of two large estates. The 
company considered that the risk was 
very light in this case, as the box is in 
a vault which is well protected and a 
complete list of the securities was fur- 
nished, so that there could be no ques- 
tion as to values in case of a loss, - 

One thing which has made the insur- 
ance companies rather slow to take up 
thé writing of safety deposit boxes is 
the difficulty of knowing just what was 
in the box and the resulting possibility 
of dispute in case of loss. While there 
is of course a chance for more or less 
crooked work along that line, the expe- 
rience of the companies so far has been 
that in most cases there is little more 
difficulty in establishing the contents of 
a safety deposit box than in listing the 
contents of a dwelling in case of loss 
by fire. 


Banks Seek to Limit Liability 


The ordinary form of bank burglary 
policy does not of course cover the 
safety deposit boxes. It covers the 
money and property of the bank itself 
and is ordinarily construed as covering 
the securities left in the custody of the 
bank, for which it would be liable to 
its customers. Many banks are under- 
taking to take care of liberty bonds for 
their customers. Some of them are 
making an effort to limit their liability 
along that line, and the form of receipt 
which is approved by the Illinois Bank- 
ers’ Association and generally used by 


banks in the vicinity of Chicago con- 
tains a proviso which reads: “This 
bank will give the above described 


bonds the same eare and attention it 
gives its own securities, but beyond that 
it will assume no further liability for 
loss by fire, embezzlement, theft, burg- 
lary, or other casualty.” 
If the bank takes out insurance on its 
own securities, its pledge to give these 
bonds the “same care and attention” 
would seem to imply that they must also 
be covered, 
Many of the country banks which have 
received large amounts of such secur- 
ities have been afraid to trust them to 
their own vaults and have sent them 
on to the bank’s correspondent in one 
of the larger cities. Hundreds of thou- 
sands of dollars in bonds so sent in for 
safekeeping are now in the vaults of 
some of the larger banks in Chicago. 


Louisville Robberies Continue 


LOUISVILLE, KY., Feb. 10—Robberies 
have been so numerous in the past few 
days that the burglary companies should 
be reaping a rich harvest if they are not. 
During the past ten days twice that many 
stores have been entered. On Sunday 
thieves broke into the DuRand Perry Co., 
and stole more than $4,000 in cash, bonds 
and merchandise. Thé company had in- 
surance of $1,000. The same day another 
Fourth street store was robbed of over 
$1,000. A few days before the Boston 
Shoe Co. and House of Crane were broken 
into. 

Several underwriters are sending out 
letters calling attention to benefits of 
burglar insurance. The American Pro- 
tection Co. has also sent out letters call- 
ing attention to the value of its service. 


Consider Automobile Rates 


‘The automobile committee of the Na- 
tional Workmen’s Compensation Service 
Bureau has now about completed its work 
and the Bureau will soon consider its 
report. If the report is adopted a man- 
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American Indemnity Company 


(GALVESTON, TEXAS 
CASH CAPITAL 


$ 600,000.00 
2,000,000.00 


This Company was examined by the New York Insurance Department as of June 
30,1919. The examiners stated in part: 
“The Company is in a sound financial condition. Its funds 
are well invested, its reserves are ample and its affairs are 
efficiently managed. Claims are promptly settled and policy 
holders and claimants receive fair and equitable treatment.” 
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PITTSBURGH, PA. 


Writes All Lines of Casualty Insurance 


and Surety Bonds 











The American Credit-indemnity Co. 


of NEW YORK 


CREDIT INSURANCE ONLY 
E. M. TREAT, President 


The American’s Unlimited Policy not only provides absolute protection against abnor- 

mal loss on all outstanding covered accounts, but serves to prevent losses. 

If you are a manufacturer or jobber, write for the full particulars of this service. 

415 Locust St., St. Louis, Mo. 91 William St., New York 
OFFICES IN ALL PRINCIPAL CITIES 

R. J. LYDDANE, General Agent 1140 Marquette Bidg., Chicago 














Re-Insurane DEE A. STOKER: 


Excess Re-Insurance RE-INSURANCE UNDERWRITER 
Catastrophe Hazard 11 So. LaSalle St. CHICAGO 
Accident Re-Insurance Underwriter. Employers Indemnity Corporation 
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LIABILITY 
ACCIDENT 
HEALTH 
AUTOMOBILE 
TEAMS 
COMPENSATION 


BURGLARY 
CREDIT 

BOILER 
LANDLORD'S 
ELEVATOR 

GEN’L LIABILITY 


ESTABLISHED 1865 


London Guarantee & peer Company, Ltd. 


OF LONDON, ENGLAND 
Head Office, Chicago F. W. LAWSON, General Manager 


CONELING, PRICE & WEBB Gen. Agts. Illinois, Mo., Ind., 1423 Insurance Exchange, Chicago 
FRED. L. GRAY pond Northwestern Managers, 328-336 Sec urity Bank Bldg., Sslensapetie 
RAYMOND & RAYMON General Agents, Southern Michigan, Journal Bldg., D 
PA & SON, * General Agents, West Virginia, Board of Trade Bldg., 
MAXSON, PERDUE & . Gen. s., Northeastern Ohio, Leader-News Bldg., 
6. ROTHIER &- COMPANY. .Gé gts., So. Ohio, 1217-18 First Nat. Bank Bldg., 
HANSEN & ROWLAND, Inc., Gen. Agis., sh., 214 Tacoma Bldg., Tacoma; 1708 L. C. 
THE MERRILL, DODGE & JACKSON CO. Gen. Agts., Lucas S. 
O'CONNOR BROS.-McCUNE AGENCY 


etroit 
Wheeling 
Cleveland 
Cincinnati 
Smita Bldg., Seattle 
_ Produce Exch. Bidg., Toledo, Ohio 
t. Agts., Savings Bldg, Lima, Ohio 








Assets $ 1,175,707 


Behind the Contracts of the 


AMERICAN REINSURANCE COMPANY 


HANOVER BANK BUILDING 
NEW YORK CITY 
HENRY W. IVES & CO., Underwriting Managers 
stand solidly invested assets in excess of $1,100,000, ample 
reserves and an enviable reputation for fair d 
REINSURANCE EFFECTED IN 
COMPENSATION, PUBLIC AND GENERAL LIABILITY, HEALTH 
AUTOMOB 


ILE AND BURGLARY LINES 
UNDER EQUITABLE CONDITIONS 











Automobile Casualty Insurance 
OUR LEADER 


We Also Write 
Fidelity and Surety Bonds; Plate Glass, Burglary 


eee ves 


J. C. O. MORSE, President WICHITA, KANSAS 
“CONSERVATIVE BUT AGGRESSIVE”’ 





Chas. L. Nicholson, President Harry R. Wood, Seeretery 


THE INTER-STATE SURETY COMPANY 


REDFIELD, SOUTH DAKOTA 


WE ISSUE 
| DEPOSITORY. FIDELITY BOND S JUDICAAL.. ee and 


PLATE GLASS and BANK BURGLARY INSURANCE 

















Very Few Life Insurance Men Make Good Without 


SY 5S 1 EM 


The Systematic Salesmanship Outfit will provide 
you with a good system. Write THE NATIONAL 
UNDERWRITER, 1363 Insurance Exchange, 
Chicago, for particulars. 
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Great Eastern Casualty—<Assets, $1,- 
647,438; unearned premiums, $596,610; 
sreserve for claims, $204,676; reserve for 
jliability and workmen’s compensation, 
$205,736; capital, $350,000; net surplus, 
$154,568. Business for 1919: 

Class. Premiums. 
Accident 
Health 
Liability 
Workmen’s Com 
Plate Glass 
Burglary and theft. 
Auto. and teams 

property damage . 


Losses. 

$ 125,077 
145,103 
116,701 
1,430 
107,537 

149° 989 67,180 
120,340 60,417 


31, 419, 064 $ 623,445 





Totals 


American Casualty—dAssets, $1,186,213; 
unearned premiums, $266,146; reserve for 
ciaims, $33,424; reserve for liability and 
workmen’s compensation, $171,695; capi- 
tal, $500,000; surplus, $162,960. Business 
for 1919: 

Class miums. 

Anebhent & Health. st} °30, 950 

Liability 215, 

Workmen’s Comp. .. 

Steam Boiler 

Plate Glass 

Burglary and theft. 

Auto, and teams 
property damage . 


Totals 


1 
12,656 
123,048 
3 730, 654 


12,575 
76,437 
$ 397,638 





Pacific Mutual Life—Unearned prem- 
iums, $1,002,102; reserve for claims, $368,- 
215. Business for 1919: 

Class. Premiums. 

Accident $1, eo 294 $ art O83 
Health 7,550 326,234 


32, 492, 844 $ 772,217 





Travelers Equitable—<Assets, $195,603; 
unearned premiums, $39,340; reserve for 
claims, $8,954; capital, $100,000; surplus, 
$41,353. Accident and Health premiums, 
$121,414, and losses, $51,521. 

s = + 


Maryland Casualty—<Assets, $21,690,047; 
unearned premiums, $6,696,146; reserve 
for claims, $765,290; reserve for liability 
and workmen’s compensation, $8,193,131; 
capital, $2,000,000; surplus, $21,546,604. 
Business for 1919: 

Class. 

Accident 

Health ... 
Liability 
Workmen’s Comp, .. 


Premiums. Losses. 


Burglary and Theft. 
BOUC?: cise 
Sprinkler 

Fly Wh 

Auto eams 
Property Damage .. 
Workmen’s collect. 
Phys. Liability 


520,539 
if 22,221 
185,054 10,509 


$19,134,199 $7,097,925 
* 


Massachusetts Bonding—The com- 
pany’s annual statement shows assets of 
$6,238,920; unearned premiums, $2,252,- 
778; reserve for claims, $697,956; reserve 
for liability and workmen’s compensa- 
tion, $688,727; capital, $1,500,000; surplus, 
$632,914. Business for 1919: 

Class Prems. Losses 
Accident and health.$2,189,347 $ 919,039 
Liability 1,254,892 683,837 
Workmen’s compen- 

sation 
Fidelity 
Surety 
Plate glass 
Burglary 
Auto and teams prop- 

erty damage 





Totals 


100,389 

84,725 
113,706 
162,871 
201,130 


231,849 103,114 





Totals $5,287,991 $2,368,809 
* * 

United States Fidelity & Guaranty— 
Assets, $25,751,586; unearned premiums, 
$7,870,310; reserve for claims, $2,535,495; 
reserve for liability and workmen’s com- 
pensation, $5,515,944; capital, $4,500,000; 
surplus, $3,970,390. Business for 1919: 

Class Premiums Losses 
Accident $ 155,099 
Health 125,941 
Liability 2,165,052 
Workmen’s Comp... § 2,091,570 
Fidelity $16,610 
Surety 1,065,364 
Plate Glass 174,078 
Burglary and Theft. 530,599 
Auto. & T. P. damage 425,673 
Workmen’s Collective 29,325 
Altered Chk. Indem. 


1,305, 744 
967,495 
75,304 
7,178 





Totals $19,610,375 $7,579,311 
* + 

Hartford Steam Boiler—<Assets, $8,- 
314,216; unearned premiums, $3,715,903; 





reserve for claims, $175,539; capital, 





$2,000,000; surplus, $2,021,353. 

for 1919: 
Class 

Steam Boiler. 


Fly Wheel 


Businegg 
‘ 


Premiums 
$2,209,149 
384,876 


Losses 
$ 186,945 
22,436 





Totals $2,594,025 


* 


Loyal Protective—Assets, $611,650; uns 
earned premiums, $161,864; reserve for 
claims, $118,156; capital, $100,000; su 
plus, $205,228. Accident and heal .. 
premiums, $722,348, and losses, $395, 454, 

e * * 


$209, ; 


Maryland Assurance—Assets, $1,970 . 
570; unearned premiums, $793/890; res 
serve for claims, $154,062; capital $600, 
000; surplus, $133,827. Business for 191939 

Class Premiums Losses © 
Accident $ 970,353 $ 347,023 
Health 748,815 556,08 e 


$1,719,168 
* 


Occidental Life—<Assets, $2,449,942; un-” 
earned premiums, $31,621; reserve for? 
claims, $20,258; capital, $250,000; sure) 
plus, $60,858. Business for 1919: 

Class Premiums 
Accident $ 177,947 $ 
Health 74,122 


$903,119 


Losses ~ 
47,841 
46,615) 
§ 363, 069 $ 94, — 
Western Surety—<Assets, $336,156; un-— 

earned premiums, $28,469; reserve for 

claims, $237; reserve for workmen’s come. | 
pensation, $24,166; capital, $206,150; sur-— 

plus, $74,430. Business for 1919: 
Class Premiums 

Acci. & Health 332 

Workmen’s Comp... 47,156 

Fidelity & Surety... 33,418 

Burglary and Theft. 4,749 


Losses = 
30 
6,852. 
8,670: 
1,198 


16,750 © 





85,655 $ 
e 


Lion Bonding & Surety—Assets, $1,- 
279,783; unearned premiums, $379,671; — 
reserve for claims, $50,841; capital, 
$600,000; surplus, $180,182. Budiness tors 
1919: 

Class 
Acci. & Health 
Fidelity 
Surety 
Plate Glass 
Burglary and Theft. 
Auto. & T. P. damage 


Premiums 
$ 143,717 


113,151 15, 208 





Totals 3 ail, 405 $ 82,044 | 
International Fidelity—<Assets, $1,232,-~ 
662; unearned premiums, $100,237; re- | 
serve for unpaid claims, $38,352; capital, | 
$300,000; surplus, $772,232. Business for 
1919: 4 
Class Premiums 
Fidelity ’ $ 
Surety 33,452 


Losses 4 
34,438 © 
21,109 -— 





Totals 3 197, 592 $ 55,547 
~ Bankers Automobile—Assets, $546,988; _ 
unearned premiums, $100,387; reserve for ~ 
claims, $7,066; reserve for liability, $20,-~ 
500; capital, $288,400; surplus, $121,454. 
Automobile premiums, $193,710, and ~ 
losses, $43,282, ; 
*x* *k * 
Continental Casualty—Its annual state- | 
ment shows assets $5,154,154, premium ~ 
reserve $2,144,351, liability and compen- ~ 
sation reserve $979,324, claim reserve | 
$372,067, voluntary reserve $104,062, cap- = 
ital $600,000, net surplus $400,000. Its © 
premiums written last year amounted to 
$8,795,925. Prior to 1915 the Continental ~ 
Casualty was writing only accident and =~ 
health insurance. In that year it began 
writing workmen’s compensation, Habil- 
ity, and automobile insurance. Burglary 
and plate glass insurance were taken 
up last year. Since organization it has 
paid its policyholders more than $23,- 
900,000 


Radical Bills on Liability 


BOSTON, MASS., Feb. 106—Two of the 
most radical bills which have appeared 
in the Massachusetts legislature this year 
appeared this week in House bills 667 and 
668. The first would make it unlawful 
for any insurance company to issue any 
policy of insurance against loss from 
liability imposed by law for personal in- 
jury or death caused by the operation of 
a motor vehicle, but provides that any 
company authorized to do workmen’s com- 
pensation business may contract to make 
the payments provided for in the act. 
Bill 668 goes a step farther and while 
forbidding present companies to do auto- 
mobile liability business, provides for the 
establishment of a state automobile in- 
surance, fund to supplant all private in- 
surance companies doing such business. 
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GREAT PRODUCTION 
IS STILL AT HAND 


First Part of This Year Shows 
Wonderful Activity 
in Field 


BIG BUSINESS IS WRITTEN, 


Agents Out On the Firing Line Are 
Making Hay While the 
Sun Shines 


NEW YORK, Feb. 10.—Life insur- 
ance executives are amazed at the great 
production of new business ig January 
and thus far in February. There was a 
prediction that there would be slowing 
down after the first of the year. This 
has not been the case. In many home 
offices i is simply impossible to keep up 
with. the procession. Companies are 
swamped with new business. Agencies 
that have been producing at the rate of 
$3,000,000 a year came forward in Janu- 
ary with $1,000,000 of business. The 
increases came from all sections. Of 
course 1919 was a banner year. If 1920 
continues as it is it will again break 


records. 
Effect of the Epidemic 


Undoubtedly the recurrence of the 
influenza-pneumonia epidemic has awak- 
ened the minds of the people to the 
need of greater protection. The in- 
creasing cost of living, the fact that 
prices are still going up and the 
knowledge that one’s life insurance 
that was provided a few years ago will 
not nearly meet the demands has been 
another great incentive in buying. Then 
again, of course, there is great pros- 
perity in the country. Manufacturers, 
farmers and everyone who is making 
anything or is in the producing field, 
so to speak, is very thrifty and has 
money to spend. 

Life Insurance Stability 


The fluctuation in the stock market 
has shown investors the stability of 
life insurance. There is nothing in the 
investment field that is so conservative 
and that is so absolutely safe. Even 
Liberty bonds are below par. Yet life 
Insurance is always worth dollar for 
dollar. When a life insurance policy 
Matures it is paid for at its face value. 
There is no decrease. This undoubtedly 
has had a very wholesome effect on the 
public mind. The uncertainty of the 
time, the lack of knowledge as to what 
the future will bring forth and the gen- 
eral unrest in the world has drawn the 
minds of the people to life insurance as 
the greatest safeguard in the world. 
Stocks, bonds, securities, real estate and 
other property very greatly fluctuate 


in value, but life insurance remains the 
same. 


Agents Hard at Work 


There has been another cause for the 
Present production and that is the fact 
that every life insurance man is mak- 

(CONTINUED ON PAGE 20) 
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CAPITAL, $200,000.00 


A company born in the West, 
built for western ‘people, 
by western men. 


Originators of the 
“Multiple Option” Policy, 
a three-in-one contract. 
.. good policy for the 


Progressive In Its Ideas 
Conservative In Its Management 


STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 











Why Agents Join Our Force 


HERE’S a Mighty Big Reason Behind the Decision of a 
Daily Growing Number of Agents Who Are Joining the 
Field Force of the Columbus Mutual. 


You May Get an Idea of the Selling Qualities of Our Insurance 
from These Figures: 


In 1919, the Company ACTUALLY INCREASED 
ITS VOLUME BY 50 PER CENT;; it Sold Three 
Times as Much Insurance as in 1918; it Sold Ten 
Times as Much in its Home City as it Had 
Averaged in Previous Years. 


Our Insurance Sells Because it is Based on The SQUARE 
DEAL. Agents Come to this Company Because They Know 
They Also Will Get a SQUARE DEAL. 


Columbus Mutual Life 
C. W. Brandon, President 


Columbus Ohio 


Recently Admitted to Illinois, in Addition to Other States Near Ohio. 
If You Delay Coming With Us, You Cheat Yourself. 
Write for Our 1919 Report. 


$13,771,194. 








LIFE INSURANCE SECTION 


Part Two 


WHAT LIFE COMPANIES 
ANNUAL FIGURES SHOW 


Further Data Given in Regard to 
Business Transacted During 
the Year 1919. 


PRODUCTION WAS HEAVY 


Great Gains Recorded in Insurance in 
Force, Writings for Year, Assets 
and Surplus 


Statements of life insurance com- 
panies covering their business for 1919 
continue to show record-breaking ac- 
tivities along all lines. 


Farmers’ National Life 


The Farmers’ National Life shows 
life insurance in force $12,929,925, gain 
$4,707,675. Its premium receipts for 
last year were $381,605, policy reserve 
$407,604, surplus $468,095, assets $900,- 
173, capital stock $200,000. During De- 
cember sufficient extra stock was sold 
to make the item $200,000. Some states 
require that the full authorized stock be 
sold in order to write all policy forms. 

At the annual meeting the Farmers’ 
National Life reduced its authorized 
capital from $500,000 to $200,000 and 
paid it up to the latter item. The 
Farmers’ National expects to be 
licensed in Missouri early this year. The 
Missouri law specifies that before a 
license can be granted the authorized 
stock must be paid up. The Farmers’ 
National does not intend to increase its 
stock in the future unless it is to pur- 
chase another company or needs more 
funds for some emergency. The stock 
that has been sold has been disposed of 
quietly to its stockholders with practic- 
ally no expense. The Farmers’ Na- 
tiona! is going along in splendid style 
and is making a good record. Presi- 
dent John M. Stahl is well known to 
the stockholders of the company and 
is highly esteemed for his ability. For 
each dollar of reserve liability the 
Farmers’ National has $2.20 of admitted 
assets. It is protected more than twice 


over. 
Berkshire Life 


The annual statement of the Berk- 
shire Lifé shows premiums $3,581,959, 
total income $4,937,859, paid policy- 
holders $2,639,873, total disbursements 
$4,341,153, assets $27,178,636, unassigned 
surplus $1,022,017, new business $18,459,- 
285, insurance in force $107,902,717, gain 
Its assets increased $645,- 
619. Its surplus decreased $65,232, 
largely due to the influenza epidemic. 
The investments yielded 5.36 per cent, 
including interest on Liberty bonds. 
Exclusive of Liberty bands the yield 
was 5.73 per cent. The company has 24 
general agencies. 

The Kansas Life shows new business 
$3,988,490, insurance in force $8,261,678, 
gain $2,379,297, premium income $258,- 
878, gain $102,201, assets $932,935, gaim 
$108,629, capital $403,880, surplus $240,- 

(CONTINUED ON PAGE 28) 
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MID-WEST SALES CONGRESS MAKES HIT — 


LIFE MEN’S CONGRESS 
PROVES BIG SUCCESS 


One Day’s Sales Symposium of 
Chicago Association Brings 
Out Heavy Attendance 


IMPORTANT TALKS GIVEN 


Addresses Given by Nationally Known 
Producers From Various Parts 
ef United States 


Chicago life insurance men staged a 
most important convention this week in 
the first Mid-West Life Insurance Sales 
Congress held last Monday under the 
auspices of the Life Underwriters’ As- 
sociation of Chicago. A member of the 
Chicago association, Julius H. Meyer, 
general agent of the New England 
Mutual, first proposed the one-day sales 
convention idea. From the time the 
suggestion was made it met with an 
immediate response. Three local asso- 


ciations in the southwest have held 
enthusiastic meetings of this kind, but 
the meeting in Chicago this week set 
a new standard. At the first session 
the big Red Room of the Hotel LaSalle 
was filled to overflowing. Late comers 
could not find chairs. Over 400 at- 
tended both business sessions. The 
meeting reminded insurance men of the 
big gatherings of the Northwest Asso- 
ciation of Fire Underwriters which are 
annually attended by about 800 field 
men from all parts of the middle west. 
There have certainly been many meet- 
ings of the National Association much 
more poorly attended. 


Come from All Directions 


Life insurance men from all parts of 
the territory adjacent to Chicago were 
on hand. Ben Thorpe, general agent 
of the Federal Life at Dallas, Tex., 
came all the way from the Lone Star 
State to sit in at the meeting. Roy A. 
Hunt, assistant secretary of the Ameri- 
can Central, was in attendance, and 
Eugene Walsh, of Snyder, Walsh & 
Hines of Davenport, Ia., president of 
the Iowa Association of Local Agents, 
was one of the prominent guests. There 
were delegations from Champaign, 
Rockford, South Bend and one or two 
other cities in the immediate vicinity of 
Chicago. 

Want to Get Ideas 


W. Merritt Eastcott of Grand Rapids, 
Mich., manager of the western division 
of the Sun Life of Canada, attended the 
Chicago conference. Mr. Eastcott is 
chairman of the program committee 
which is arranging for a one-day sales 
conference to be given by the Grand 
Rapids Association. some ‘time in 
March. 

Pendleton A. Miller of Topeka, Kan., 
general agent of the Connecticut Mu- 
tual Life, was also at the Chicago sym- 
posium. Mr. Miller is making the pro- 
gram arrangements for the one-day 
sales meeting to be given by Kansas 
life insurance men on March 20. 


Girardin Excellent Chairman 


Jules Girardin proved to be ‘an ex- 
cellent presiding officer. 

After his introductory talk he took 
care not to take very much time in in- 
troducing his speakers. Although he 
was the moving spirit of the meeting, 
he did not project himself prominently 
into the proceedings, but simply served 
as the medium of presenting the speak- 
ers. He did not, as many toastmasters 


are wont to do, take as much time in 
introducing the speakers as those mak- 
ing the addresses took themselves. 


Well Rounded Program 


Edgar C. Fowler, Chicago general 
agent of the New England Mutual, 
made most of the arrangements for 
speakers. As the meeting progressed 
it was evident that Mr. Fowler had 
arranged a well-rounded program. He 
selected speakers who talked on sub- 
ects that life insurance men want to 
hear about. There was a noticeable ab- 
sence of Fourth of July oratory, all of 
the speakers getting right down to 








JULES GIRARDIN 
President Chicago Association 











bedrock, and touching upon the prob- 
lems that are vital to the everyday rate 
book man. 

Several Chicago life insurance offices 
sent good-sized delegations to the con- 
ference. There were 35 on hand from 
the Mutual Life office. At both the 
business sessions and the banquet there 
were many new faces. A number of in- 
dustrial men attended. 


Girardin at Helm 


Jules Girardin, president of the Chi- 
cago Association, presided at the busi- 
ness sessions as chairman. Mr. Girardin 
let the gavel fall promptly at 10 o’clock, 
and outlined briefly the purpose of the 
congress and the results to be achieved. 
He said that the holding of the meeting 
marked the beginning of a great educa- 
tional movement in the middle west and 
that the value of such a gathering could 
not be estimated. There are on every 
hand, Mr. Girardin said, evidences of a 
lack of education on the part of life in- 
surance salesmen. Inefficiency of many 
of the men carrying the rate book is 
shown in the lapse and surrender ratios 
of the life companies. Policies have been 
improperly sold because the salesman 
writing the business has not been com- 
pletely trained. Mr. Girardin said that 
the Mid-West Congress would unques- 
tionably strengthen the _ association 
movement in the middle west. 


Need of Better Training 


He said that too much emphasis cannot 
be placed on the importance of life in- 
surance training and cited the case of 
the recent graduating class of Carnegie 
Institute, where the first life insurance 
salesmanship course was just completed 
recently. There were 42 graduates in 
this class, who have now been actively 
selling life insurance for three weeks, 
and one of these men has sold $135,000 
of life insurance, another $143,000, others 
have produced $87,000, $85,000, $65,000 and 
several have written $50,000 worth of 
business in the three weeks since they 
graduated. 


John A. Stevenson’s Address 


John A. Stevenson, director of the 
School of Life Insurance Salesmanship of 
the Carnegie Institute, gave a strong 
talk on “The Psychology of Selling.” 
Mr. Stevenson talked for one hour and 
a half, during which he held the close 
attention of his audience. He delivered 
a most forceful message, getting right 
down to cases and illustrating in a prac- 





tical way how much more life insurance 


men can do when they understand the 
fundamental principles of life insurance. 


Hatfield on Business Insurance 


A. D. Hatfield of Cleveland, 0., who 
specializes in business insurance, spoke 
on “The Value of Business Prepared- 
ness.” Mr. Hatfield has been very suc- 
cessful in the sale of business life insur- 
ance and showed who are prospects, how 
to present business life insurance, and 
the arguments that get the business. 
Harry D. Wright of New York, super- 
intendent of agencies of the Metropolitan 
Life, conciuded the morning session with 
an inspirational selling talk. Mr. Wright 
was-formerly superintendent of the Met- 
ropolitan in Chicago and is a practical 
life insurance salesman. He made a dis- 
tinct impression in his plea for greater 
loyalty and a better understanding of 
the real purpose that life insurance 
serves. . 
Afternoon Session 


At the afternoon session there were 
two papers read on federal income and 
estate taxes, the first by Associate Coun- 
sel Sam T. Swansen of the Northwestern 
Mutual and the other by A. S. Ingersoll, 
assistant to the general agent of the 
Mutual Benefit Life in Chicago. Both 
papers covered the subject comprehen- 
sively and will be used as reference 
books, so to speak. J. Elliott Hall of 
the New York general agency of the 
Mutual Benefit Life made a great hit in 
his talk on income insurance. Wm. H. 
Beers, Jr., of the Mutual Benefit of 
Rochester, N. Y., spoke on the standard- 
ized selling talk. He is analytic and 
logical in his presentation, 


Banquet Big Success 


The banquet in the evening was a 
brilliant affair and was attended by 208. 
Jules Girardin presided as toastmaster 
and in that capacity “did himself proud.” 

John Fletcher, vice-president of the 
Fort Dearborn National Bank, spoke on 
“Signs of the Times.” He said that the 
United States is facing the greatest bus- 
iness opportunity in its history, but at 
the same time is confronted with what 
really amounts to an agricultural crisis. 
He pictured existing conditions from the 
standpoint of the banker and made a 
very interesting talk. 


Talks by Folds and Merrick 


Charles W. Folds of Hathaway, Smith, 
Folds & Company, who was chairman 
of the Chicago Liberty Loan Committee, 
gave a talk on “The Indispensibility of 
Organization.” He made the point that 
the success of the Liberty Loan drives 
in Chicago was founded on the organiza- 
tion that was created for the purpose of 
taking subscriptions and doing publicity 
work. 

Mr. Folds was followed by H. H. Mer- 
rick, president of the Great Lakes Trust 
Company and a former president of the 
Chicago Association of Commerce, who 
spoke on the “Civic Opportunities of the 
Life Underwriter.” Dr, Fraser Hood, 
who has charge of the life insurance 
salesmanship course that has been in- 
augurated at Northwestern University, 
gave a brief talk, explaining the pur- 
poses of the course. 


Plan for Penn Mutual Meeting 


EVANSVILLE, IND., Feb. 10.—William 
O. Ferguson, district superintendent of 
the Penn Mutual Life, has returned from 
a visit to the home office at Philadelphia, 
where he made arrangements for the lo- 
cal entertainment of the agents of the 
Penn Mutual who will come here for a 
banquet in June. Agents from all parts 
of the United States will attend the busi- 
ness meeting of the agents at French 
Lick and on the last day of the conven- 
tion the agents will come to this city for 
a banquet and final entertainment. 
Evansville will make arrangements to 
entertain the visitors in fitting style. 


Prize for Movie Scenario 


The Boston Association of Life Under- 
writers has offered a prize of $300 pay- 
able through the National Association 
for the best acceptable scenario on a life 
insurance topic for a motion picture to 
be put on at the convention to be held 
in Bosten next September. 

The National Association has leased 
new and larger quarters in the National 
Association Building, 23 West 43rd street, 
New York City, and will take possession 





sometime in February. 





HATFIELD’S TALK ON 
BUSINESS INSURANCE 


Tells How, When and Where to 
Write This Form of 
Protection 





CITES OWN EXPERIENCES 


Explains Functions and Usefulness of 
Indemnity That Has Greatly 
Grown in Popularity 





A. D. Hatfield of Cleveland, O., who 
has devoted nearly all of his time since 
he has been in life insurance selling 
work to the study and sale of business 
life insurance, delivered a very compre- 
hensive address on “The Value of Busi- 
ness Preparedness.” Mr. Hatfield was 
formerly a member of the famous Hat- 
field, Murray & Walker general agency 
of the Penn Mutual Life, but now oper- 
ates as a free lance in Cleveland, plac- 
ing business where he likes and writing, 
about $2,000,000 a year. Mr. Hatfield 
drew upon his own personal experi- 
ences for his material. He said that 
23 years ago he with four others incor- 
porated a business concern in Ohio, and 
that 18 years ago a Cleveland life in- 
surance man presented to the firm a 
$300,000 life insurance proposition 
covering the three principal men in 
the organization. 


Difficult to Weather Storm 


The proposition was turned down 
by the board of directors and three 
years later these three men were killed 
in a railroad wreck. One year after the 
accident the firm showed red ink figures 
and its stock dropped from par to $5 a 
share, and the concern for about ten 
years went through a period of shock 
and loss from which it was difficult to 
recover. One of the leading banks in 
Cleveland had to take hold, new men 
were put in charge and the business 
had difficulty in weathering the stress 
and storm that came as a result of the 
disorganization. Mr. Hatfield said that 
the general sale of business life insur- 
ance is one of the newest things in the 
business. 


New Form of Protection 


Ten years ago there were only three 
business houses in Cleveland carrying 
this form of protection, which at that 
time was even without a name. It has 
grown rapidly in favor with big busi- 
ness during the last decade, until at 
the present time the Federal Reserve 
banks of the country are including in 
their financial statement the question 
as to how much life insurance is car- 
ried and the value of business life in- 
surance is recognized by the biggest 
business corporations. 


Importance of Individual 


Mr. Hatfield said that Emerson years 
ago hit the nail on the head so far as 
life insurance men are concerned when 
he said: “Every institution is but the 
lengthened shadow of a man.” Mr. 
Hatfield told the story of the forma- 
tion of the new Lincoln Motors, which 
is headed by a man who was formerly 
one of the chief engineers and execu- 
fives of the Cadillac Motor Company of 
Detroit. Those who are acquainted 
with this official have the utmost con- 
fidence in him. In Cleveland the local 
dealer has an allotment of 78 cars, all 
of which are now sold, although none 





of the purchasers have any idea of the 
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_ SPEAKERS GET DOWN TO BRASS TACKS 


kind of a car they are going to get or 
how much it is going to cost, or when 
they are going to get it. They simply 
have implicit confidence in the man 
who is at the head of the Lincoln 
Motors, and are willing to bank on his 
judgment. This is an example of how 
much a single individual may mean to 
a firm. 


Business Shock Absorber 


Mr. Hatfield emphasized the point 
that a change of management is always 
an experiment, and experiments are 
costly. Deaths never come at the right 
time, but always occur when a business 
house is the least equipped to take care 
of the confusion that results. Business 
life insurance is simply a shock ab- 
sorber that comes to the rescue of the 
business institution whose affairs have 
been put in confusion by the loss of the 
man around whom the organization 
revolved. 

Whom to Protect 


Before business life insurance can be 
intelligently sold, the agent must know 
who are the valuable men in a concern. 
Generally speaking, these men may be 
grouped as the leaders or executives of 
an organization. Men of this class are 
often inclined to say that they have 
built up a fine working organization and 
their death or sudden removal of the 
business would not mean much, as the 
machinery they have built up would 
stay in smooth running order. As a 
matter of fact, it is known that the 
chief executive of a company often 
does little actual work himself, but his 
very presence stabilizes the concern 
and keeps harmony. It is up to him to 
pull the strings and co-ordinate the 
organization. He acts as a stabilizer 
and furnishes the initiative and when 
necessary puts on the brakes. His loss 
would mean that hidden jealousies 
would crop up, that there would be 
rivalry among the lesser officials and 
that the leading men of the concern 
would cease to pull together. 


Learning of Financial Backer 


_ Other concerns have hidden human 
factors in the shape of a financial backer. 
Frequently the men actually running a 
business institution are not really re- 
sponsible for its success, but the man to 
get at is one who is really standing on 
the side lines and furnishing the money 
but not actually participating in the con- 
duct of the business. Such a man is pro- 
viding the life blood for a business house 
and it is he that should be protected by 
a business life insurance policy. 

In other cases the success or failure 
of a factory depends upon a technical 
expert or inventive genius. Sometime 
ago there was organized in Cleveland a 
Spring company. This concern was 
Started by an alert mechanic who had 
been working in a wagon factory and 
came to the conclusion that he could 
build automobile springs. He interested 
a few moneyed men in the idea and it 
was a success from the start. Had he 
died during the early stages of the life 
of that concern it would have gone out 
of business, Recently there has been 
organized a concern whose success rests 
with the ability of one man to continue 
to successfully mix grease. If he should 
fail to function the concern would have 
to go out of business, as its success is 
dependent entirely upon him. 


Must Know Line Up 


In dozens of other concerns the man 
at the head of production is a vital fac- 
tor. Should he be removed the produc- 
ing ability of the concern would suffer. 
In another institution it will be found 
that the live wire seems to be the man 
— is in charge of sales. Even the loss 
ed a foreman might seriously hamper 

e production output and cause a lack 
of harmony, In order to offer a business 
Institution an intelligent proposition it 
's necessary to have some understanding 


of the working conditions and to know 
who is who.” 


Executives Often Modest 


eto business concerns in the forma- 
ve period are particularly in need of 


Program of Income 


one of the big writers of the Mutual 
* Benefit Life in that city and a 
specialist on income insurance, created 
great enthusiasm by his talk on the 
subject of income insurance before the 
Mid-West Life Insurance Sales Con- 
gress at Chicago. After the adjourn- 
ment he was the center of a number of 
groups of agents who were anxious to 
get more information from him, He 
was literally swept out of the meeting 
room by the helpers who were cleaning 
up the hall for the banquet in the eve- 
ning. Mr. Hall hit the nail on the 
head and received a real ovation at the 
close of his address. He said in part: 
Perhaps 75 percent of the agents do 
not know the provisions, options or spe- 
cial agreements in their contracts. I 
think that 90 percent of the insurable 
people are life insurance sick, but the 
life insurance doctors are not competent 
to prescribe for them. Take the non- 
forfeiture and the special provisions in 
a life policy. If I had to sacrifice any I 
would give up the non-forfeiture pro- 
visions, because they apply to me only 
while the specific agreements apply to 
my wife and children. The dependents 
are cared for under the special provi- 
sions. They are the most important. 


J ELLIOTT HALL of New York, 


Says He Can Save Money 


The average man one meets in his 
canvass feels that he can save, and make 
more money and can do better for him- 
self through his investments than he can 
in any other way if he lives. Of course, 
there is always the great big “If” star- 
ing him in the face. That leaves the 


Outlined By a New York Specialist 


Insurance Is 


opening for the life insurance man. Even 
if he provides for his family by leaving 
a sufficient amount of*life insurance or 





EDGAR C. FOWLER 
Chairman Program Committee 


securities he does not know how long 
this will last if it comes into their pos- 
session in a lump sum. When a man 
marries he takes on obligations that 








such an institution has a moral obliga- 
tion to his stockholders. They have been 
willing to take a certain chance, but he 
should not permit a condition to exist 
that would make it possible for them to 
lose their entire investment. There is a 
great deal of false modesty on the part 
of executives of concerns of this kind 
that must be removed. The facts must 
be shown to exist as they are. It is un- 
fair to make the stockholders’ invest- 
ments a risky proposition merely to sat- 
isfy false pride. 

If a concern bears the name of an in- 
dividual the loss by death of that per- 
son must jeopardize the standing of the 
business house. It may mean a senti- 
mental shock to the stock, or a tighten- 
ing up on credit at the bank. 


What Is Accomplished 


Business life insurance strengthens 
and safeguards credit. When death 
comes it hits credit a body blow. Busi- 
ness life insurance builds a hedge around 
credit so to speak. It provides for pos- 
sible future borrowing. It protects the 
endorser of company paper. It is the 
ideal method for the systematic creation 
of surplus funds. It is an infallible way 
of automatically retiring an estate from 
participation in business. 


Separates Interests at Death 


In presenting business life insurance it 
will be found that owners of a growing 
concern often want their interests to 
remain with the concern while they are 
alive, but do not like the idea of prac- 
tically all of their assets being tied up 
in the concern, after their death. They 
want their interests to remain only while 
they are alive, but do not like to think 
of passing their business burdens on to 
their family. Business life insurance is 
the means of obviating this difficulty, 
and permitting the immediate retirement 
of their interests in the event of their 
death. 


Complications That Arise 


There is a distinct danger to surviving 
stockholders if estates retain an interest 
in the business. A syndicate agreement 
for stock is useless unless business life 
inurance is carried for the purpose of 
providing the money with which to buy 
the stock. 

“In partnerships there is even more 


heirs want the cash immediately and 
this is often embarrassing to the sur- 
viving partners. An estate may sell to 
a competitor or the widow may remarry 
and want to bring her new husband into 
the business. 


Valuable to Small Concerns 


Mr. Hatfield said that perhaps the ma- 
jority of agents are actually not 
equipped to handle business life insur- 
ance with the big corporations, but this 
should not mean that they cannot sell 
business life insurance as the small con- 
cern has an even greater need for it. In 
the smaller business institutions, the 
chief men cannot afford to have under- 
studies, and the loss of one of the prin- 
cipal executives in a two or three man 
concern almost brings a crisis. In most 
business houses of smaller caliber, busi- 
ness life insurance is indirectly per- 
sonal insurance. It is a means of cover- 
ing business debts, of creating a surplus 
fund, of providing a depreciation account 
or a fund with which to enlarge the capi- 
tal stock. 

Amount to Sell 


In talking business life insurance the 
agent should have some idea of how 
much protection to advise. In most 
eases sufficient coverage should be pur- 
chased to cover debts plus two years 
earnings. It should be emphasized that 
the premium outlay is not an expense as 
the real expense is the difference be- 
tween the premium and the cash value 
of the contract. It is best in presenting 
business life insurance to refer to the 
premium as a fixed charge. 


Specialization Essential 


The agent who hopes for success in 
the sale of business life insurance must 
recognize that in order to write any 
great volume of business he must take 
the time to learn something about the 
business that he is trying to insure. For 
instance, he should circulate among 
printing shops for a time, learn the trade 
patter of the printing business and get 
to speak at least a part of the printer’s 
language. He should feel at home with 
printers and be on solid and safe ground 
when talking to them. He should then 
shift to some other industry and for the 
next week or so call on foundries or 
heads of knitting mills or any other in- 
dustry, but he should specialize on one 
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nership agreements cease at death. The 


particular industry long enough to learn 


he should fully appreciate. When he 
dies his big responsibilities really only 
begin. If he lives and is in health he 
ean take care of his dependents. How- 
ever, he does not know whether he wil! 
be permitted to live out his span. Merely 
leaving life insurance in a _ sufficient 
amount in a lump sum will not solve 
the problem. 


The Woman and Investments 


A man may have great confidence in 
his wife. He feels, no doubt, that she is 
a woman of unusual business judgment 
and sagacity. He knows that she is dif- 
ferent from other women. Yet, as a 
matter of fact, 97 percent of the women 
fail when it comes to transacting finan- 
cial affairs, The only way for a man 
to do is to play absolutely safe. I want 
to be my own executor and administra- 
tor. I want to decide before hand just 
what is going to be done with the insur- 
ance estate that [ am creating. I want 
it tied up tight so that it will not be 
broken. I am not willing to take any 
risk. 

First Ten Years Are Vital 


I always sell the ordinary policy. Of 
course it is necessary to provide some 
ready cash at death. There will be cer- 
tain obligations that will have to be met. 
As I see it a man wants to provide for 
his dependents especially the first 10 
years after he dies. That is the vital 
time. It is then that the hand of death 
falls the heaviest. Then during the next 
ten years the income can be reduced. 
There should be a pension for life in 
most cases following the 20 years. 
Enough, too, should be kept intact for 
one’s daughters. I feel that I do not 
want to leave my daughters a sufficient 
amount of insurance to make them ab- 
solutely independent, but I do not want 
them to be dependent. I want to pro- 
vide for my boy at least until he is old 
enough to shift for himself. 


Minimum to Be Provided 


I am often asked how large a policy 
one should take to provide a monthly 
income. I should say $3,000, $4,000 or 
$5,000 as a minimum. Suppose one feels 
that his family must have $100 a month 
for actual living expenses. That is bed 
rock. If $4,000 is left in one sum it 
will soon be dissipated. If I could leave 
no more than $4,000 I would provide for 
the monthly income which will be about 
$25 a month. That will help out. It will 
keep the wolf from the door. 

My wife can get a job of some kind 
that will probably earn at least $75 a 
month. If there is only $4,000 involved 
I would tie it up tight. If my dependents 
have no use for the insurance or die 
before I do then it will come in handy 
to take care of me in my old age as a@ 
pension. 


Best Savings Plan in the World 


Life insurance is the best savings plan 
in the world. Thousands and thousands 
don’t carry life insurance because they 
feel it is too expensive. I always try 
to show a man what he can accomplish 
by putting up $100 a month. At death it 
will provide $300 a month to his widow 
for 10 years, $250 a month for the next 
10 years, and $200 a month for her there- 
after until her death. If the mother dies 
it will provide for the children. If it is 
not used and the man reaches age 65 
he will have a pension of $250 a month 
as long as he lives. This is just the old 
ordinary life policy. In case there is a 
crippled child I can arrange to have the 
wife paid $200 a month as long as she 
lives and the child $125 a month. 


Will Made Part of Policy 


If I put this same $100 a month at 
5 percent compound interest in a sav- 
ings bank it would take 24 years to 
accomplish through that means what I 
can do with one deposit in life insur- 
ance. As soon as I write a man for this 
form of policy I always suggest that he 
write his will so far as this insurance 
is concerned and make it a supplemental 
agreement attached to the policy. Thus 
he can keep his life insurance and its 
disposition right up to date, as it can be 
changed any time. 

Mr. Hall, in answer to a _ question, 
said, “I do not use the regular monthly 
income policy at all. I take the or- 
dinary life policy with monthly install- 
ment options and use the supplemental 
agreement. The policy is thus elastic 
and can be kept right up to date.” 

Early in his career the life insurance 
man should learn to meet the objections 
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ance man, when a prospect puts up a 
strong objection, walks out, falls down 
and does not learn how to meet that 
objection in the future. He takes it for 
granted that it cannot be overcome. 
There are just so many objections made 
as to life insurance. When an agent 
has had sufficient exnerience in can- 
vassing he will know all the objections 
that can be offered. He then should be 
able to answer each one so that he will 
not be taken unawares. 

When I go to canvass a man I am 
always frank as to who I am. I simply 
Say that I am Mr. Hall of the Mutual 
Benefit Life Insurance Company. I do 
not need to apologize as to my business 
or the proposition I am going to offer. 
There is no reason to give an apology for 


being engaged in a business that pro- 
vides for the widow, that educates chil- 
dren and takes care of old age. I sim- 
ply say that I am calling to explain an 
income service. 






















































Making a Strong Start 


It is very essential that the agent be 
able to hold his own during the first two 
or three minutes of the interview. That 
determines the outcome. It is certain 
that the prospect will make some stereo- 
typed objections. He usually will say 
that he is not interested. I reply, “Why 
of course you are not interested. I 
haven’t said nothing yet to interest you. 
Of course you don’t understand what my 
proposition will do for you.” Perhaps 
he said that he has all the life insur- 

























































































The Chicago Agency of The Mutual 
Life Insurance Co. of New York endorses 
the Life Underwriters Association and 
with it stands for cooperation, ethical 
competition, upbuilding and betterment 
of Life Insurance Service. 


DARBY A. DAY, Manager 
The Temple 108 So. La Salle St. Chicago 





















BACK UP THE 


CHICAGO LIFE UNDERWRITERS ASSOCIATION 


The success of the Midwest Life Insurance 
Salesmanship Congress showed what can 
be done if we get together. 


JULIUS H. MEYER 


Gen’! Agent New England Mutual Life Insurance Company 
30 NORTH LA SALLE STREET 




















] STAND for the promotion of real service 
in life insurance, for increasing the effi- 
ciency of the life insurance man through life 
underwriters’ associations, and for con- 
stant cooperation with my fellow workers. 


JULES GIRARDIN 


President, Life Underwriters Association of Chicago 




















The Selling of Life Insurance requires the highest type of 
salesman and specialized ability. 


The Chicago Life Underwriters Ass’n seeks to raise the standard of the in- 
dividual solicitor and to make his work easier and more profitable. 


Why Not Join? 


All Six Producing Members of this Growing Agency belong. 


GEORGE HOFFMAN 


Guardian Life of America 
111 WEST MONROE STREET 





















































ance he needs. I reply, “Well, I cer- 
tainly congratulate you on this fact. 
There are very few men that have all 
the life insurance they need. What I 
say from now on will, therefore, be un- 
selfish as there will be nothing in it for 
me. I know, as a business man, you will 
be interested in just knowing my propo- 
sition anyhow.” 


Payable in Cash 


I ask him if his policies are payable 
in cash. He will reply that they are. 
I ask a man of wealth if he had $100,000 
in gilt edged bonds, paying from 3% to 
4 percent if he would give instructions 
to his dependents to sell these immedi- 
ately at death and reinvest them. Natu- 
rally he replies in the negative and 
says he would not think of such a thing. 
I respond, “Yet you have given these 
directions. This money will come into 
the hands of your dependents and they 
must take care of it. Its future is not 
insured. The best bond you can get is 
life insurance. You can make a hide- 
bound agreement that this money will 
not be paid in a lump sum, but will be 
paid on the monthly plan, You can make 
it provide for each one of your de- 
pendents in a way that will eliminate 
all danger of loss. It is insurance in- 
sured. 


Treatment of a Smaller Case 


Come to a smaller case and a man says 
that he has all the life insurance that 
he needs. I ask him if it is payable in 
cash. Of course he will reply that it is. 
I then tell him that if I can show him 
how he can increase the guaranteed 
amount would he be interested. I get 
an affirmative answer and then show him 
that if he has $10,000 life insurance he 
can have it payable in 240 installments 
and will receive $13,300 in all, thus in- 
creasing the face value 33% percent. 
Some companies pay surplus interest 
which brings this up to 45 percent. I 
always try to get a man to figure out 
what his face value of his life insurance 
would be in terms of monthly income. 
That gets it down to a concrete basis, 


Using a Trust Company 


Some men say that they have ar- 
ranged with a trust company to take 
care of their estate and that is perfectly 
satisfactory. I ask a man if he knows 
of any trust company or other institution 
that will guarantee a man’s wife 1 per- 
cent on his estate so long as she lives. 
There is no institution that will do it. 
Yet a life insurance company will guar- 
antee 3 percent or 3% percent and some- 
times more. These companies are abso- 
lutely safe in every way. 

Frequently I have a prospect tell me 
that he has a friend or a relative in the 
business and therefore he will have to 
patronize him. I always reply that I 
am tickled to death to learn that he has 
some one in the same business that I am 
and congratulate him on it. I tell him, 
however, that no personal friend or rela- 
tive would go into his intimate affairs as 
exhaustively as I will. In fact he would 
probably not want his affairs known to 
his kinsmen or friends. Therefore, I 
am in a much better position to advise 
him as to his protection program. 


Hit a Big Case 


I recall a large case that I wrote where 
a man had a wife and three children. If 
a man has some kiddies that is nuts for 
me. I tried hard to get by the negro 
porter and finally succeeded in doing 
that, but could never get by the secre- 
tary. I kept phoning this man every 
month, but he would not see me and 
said he was not interested. Finally, he 
told me that if I ever called him up 
again he would have to hang up the re- 
ceiver and not listen to me. I kept call- 
ing him up and, finally, he said that he 
would surrender and asked me to come 
over and smoke with him, but that I 
should agree not to talk life insurance. 
I told him that I would not go under 
those conditions, but would agree not to 
take over ten minutes. He told me about 
his financial plan for his wife and chil- 
dren. He had $100,000 in trust for each 
child and $150,000 for his wife. He said 
that some of these securities were pay- 
ing as high as 25 percent. I told him 
that if I owned securities of that char- 
acter that were yielding that much 
money I would not allow them to go over 
night uninsured. I then explained how 
he could arrange life insurance to take 
care of his dependents so that the se- 
curities would not have to be disturbed. 
It ended by my writing him for $450,000 
insurance. I get solicitous when a man 
talks securities bearing 3 or 4 percent, 
but when he has big paying stuff, he is 
my meat. 

Most insurance men are like a doctor 


who, when a patient calls, would, with. 
out any more ado or questioning take 
out a pill and tell the man to take one 


every hour, ask him for his $3 and big 
him good-bye. A life insurance may 
doesn’t properly diagnose his case. Hg 


must show some reason for every point 
advanced. He must go into a person's 
private affairs and outline a full pro. 
gram of protection for him. Too many 
life agents walk away when the prog- 
pect begins to show fight. 

The other day one of the agents in our 
office told me that he had just been to 
see a prospect who put up the strongest 
talk against life insurance that he had 
ever heard. I immediately called up thig 
man and told him that I understood that 
he had a great financial plan that wag 
better than life insurance. I said that 
an agent had told me that this was the 
greatest thing he had ever run across, 
I said that I was intensely interested in 
it because I had figured that my life in- 
surance program was the best financial 
one that there was. I said that I would 
be glad to have him tell me about it and 
wanted to know when I could see him, 
He told me to come right over. Then he 
told me about how he had arranged his 
stocks and bonds, how he had saved 
money and how he had it all sewed up 
for his dependents. Then I explained to 
him my proposition, going through the 
sales talk, showing him what he could 
do in the way of providing for his folks 
on the monthly income plan. He forgot 
all about his objections and was inter- 
ested when he understood what life in- 
surance would do for him. He took 
$200,000 life insurance on that interview, 
What we need is more life insurance spe- 
cialists, who can make people under- 
stand what life insurance will do for 
them, 


Plan That Is Pursued 


Mr. Hall said that very frequently 
when a man stated that he did not need 
any life insurance he replied that he 
was not calling to sell him any life 
insurance. He merely was offering his 
service freely, but wondering how his 
life insurance was fixed. Mr. Hall 
states that he tells a man that he does 
not intend to disturb any of his poli- 
cies, nor advise that they be changed 
to other companies. He merely sees 
whether they can be adapted to insure 
a permanent income to his dependents. 
He goes over his insurance and re- 
adjusts it to the monthly income basis. 
He shows the man where it will be to 
his advantage and thus secures his con- 
fidence. There may be nothing in it 
for Mr. Hall at the time, but later on 
the reward will be reaped. 


New Texas Company Chartered 


AUSTIN, TEX., Feb. 10—The Texas 
department has filed the charter of the 
Commonwealth Cooperative Life of Dallas 
and issued to it a preliminary certificate 
to solicit business. This is the first co- 
operative life company to appear in Texas 
in a long time, and the only concern of 
its kind now existing under the Texas 
laws. 

According to its charter the Common- 
wealth proposes to insure lives on the 
mutual, level premium, legal reserve 
plan. Its directors are J. W. Blanton, 
Homer B. Fisher, A. Hardgrave, Thomas 
J. Jones, W. S. Mosley, J. H. Payne, E. M. 
Powell, Frank Reedy and P. H. Smith. 

Among the incorporators is Homer R. 
Mitchell, general manager .f the ‘Texas 
Employers, the state mutual workmen’s 
compensation insurance company. One of 
the promoters said that the Common- 
wealth will follow the plan as nearly as 
possible of the Texas Employers. 


Union Central to Palm Beach 


CINCINNATI, O., Feb. 11—Letters have 
been sent to managers, general agents 
and solicitors of the Union Central an- 
nouncing the 1921 agency convention of 
the company at the Royal Poinciana ho- 
tel, Palm Beach, Fla., Jan. 17 and 18. 
Qualifying rules assure a high grade of 
attendance, although they are liberal to a 
marked degree. This will be the second 
Union Central agency convention to be > 
held outside Cincinnati. In 1915 the com- 
pany took all its agents in special trains 
to the San Francisco exposition, with a 
mumber of stops at scenic points en 
route. Next year’s pilgrimage does not 
offer as many opportunities for stops on 
the way, but special trains or special cars 
will be run to meet the exigencies of the 
situation, and plans already are in the 
making for a splendid program of enter- 





tainment, as well as of business. 
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Lincoln’s Birthday 


calls to mind with renewed vividness the traits which made immortal 
; the name of that noble statesman. 


What a wondrous story of how ‘Honest Abe,” a cabin reared lad, finally reached the 
highest station in the land because of his fidelity t- principles eternal. They gave him 
voice for the greatest oration in the language and bro ght him from innumerable trials to 
deathless triumph. 


The Lincoln National Life Insurance Company was organized with an ideal of service 
as worthy as that which moved ‘‘The Great Emancipator.”’ 


It has never lowered its standards. 


r~ =" Hundreds of sorrow ladened homes have been blessed by its prompt settlement of 
claims, a service which strives to aid its beneficiaries in the hour when help is most needed. 


Its ambition to furnish the widest possible range of protection has been developed 
through a sub-standard department to a degree that policies are written on 96% of all 
applications sent in. 


Its service to agents includes the mailing out of 51% of policies on the same day that 
the applications are received at the Home Office. 


Its fidelity to the highest insurance principles has brought to the gathering power 
of the Lincoln Life organization the epithet—‘‘as true as the name of Lincoln.”’ 


High grade insurance salesmen can make no mistake if they— 
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THE LINCOLN NATIONAL LIFE INSURANCE COMPANY 


LINCOLN LIFE BUILDING 
FORT WAYNE :: 3 s: 33 3 3 INDIANA 
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Balance Sheet of 
California State 


Lite Insurance Company 
December 31, 1919 


ASSETS 


RE RO oe sala ost stoke saubaw ae wh ca Sue ee eee $ 26,016.39 
First Mortgage Loans (secured by Real Estate worth 





VET. Br ONO sp cca tees i seco css pees sian ay 2,563,969.63 
CL UIBEESET EOE <5 ons.  oa cise eee neo a aciee « Sea Santee: 161.00 
Policy Loans and Lien Notes within policy reserve..... 311,941.83 
Liberty Bonds and War Savings Stamps............... 210,105.24 
Cash in Banks and Certificates of Deposit.............. 216,125.19 
Interest De and Accened oo. cok ave daccnes on sccteee 57,443.28 
Uncollected Premiums (covered by policy reserve)..... 121,715.05 
Total admitted assets................ eT $3,507,477.61 
LIABILITIES 
PR RN Fo, oe kak bee ha FE oe See ae a $2,417,728.26 
Claims Reported, proofs not received.................. 21,663.52 
Deposits of Policyholders left to accrue at interest and 
SRRET St TRELEON so 635 ol a naa ce . cha eee 272,980.58 
Premiums and Interest paid in advance, credit balances 
due agents and accounts accrued................4.. 24,995.52 
Reserve for Taxes payabletin 1920... 2. oc. cise ec cece 3 24,529.68 
Survivorship Investment Funds, Reinsurance premiums 
accrned “and other Habilities.. ..<...0. 62.0 0. saves 42,398.86 
RSME DRIEEIEY, TRPOPE WE Fico 565 6s o's coos vat'oes ba aeons cee 40,000.00 
Rimemitne cetincies 2 coy cl Si ess Sa 00,000.00 
IMRGEIENEN WPORGS . Fics 2 ckckaw oc ddgent 163,181.19 
Surplus to Policyholders.............. oS ee ee 663,181.19 
$3,507,477.61 
GAINS IN 1919 
MERETE AIOE OMIEE O1 TINO 65. 226 ona oak coc nw evs ete oe $3,507,477.61 
PARGELS- APROPOS 31) BOND oo os ous ods 5 cobjia'ne odawesb bar 2,924,006.98 
INO Aoi oa ite eel ee us anit pee ee $ 583,470.63 
Insurance in Force December 31, 1919.................. $ 30,329,945 
Insurance in Force December 31, 1918.................. 25,603,497 
PRIMM 5 ee se ces aia.d ob tiadeb on eh teen ekene $ 4,726,448 
RRMANDE “ete 1 AIG iss oz5 shi Bes eens bs tacts $ 8,239,427 
Seamer written an IIIB Ss... osc 2s ica coop bee be scna sees 5,188,794 
ONIN UE Rar i oO Es Siok ron ccs ewisaas swowelee omits $ 3,050,633 
Rn a ONS PENNE TEED. 5 Ck. «1's a cadres cease tact ows $ 64,535.14 


GROWTH OF THE COMPANY DURING PAST FIVE YEARS 


Assets Insurance in Force 
$1,445,684 1915 $15,349,747 
$2,069,735 1916 $22,838,574 


$2,442,881 
$2,924,006 


$3,507,477 


1917 $25,221,480 
1918 $25,603,497 


1919 $30,329,945 





Calitornia State Lite 


Insurance Company 
SACRAMENTO 


OFFICERS 


MARSHALL DIGGS, President 
J. R. KRUSE - - - - Nice President and General Manager 
Cc. S. BROOKS - . - - - - Secretary and Treasurer 
H. H. BRYSON - - - . - - Assistant Secretary 
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SWANSEN DISCUSSES 
FEDERAL INCOME TAX 





Northwestern Mutual Assistant 
Counsel Is Speaker at Mid- 
West Sales Congress. 


EFFECT OF THE 1918 LAW 


No Court Decisions Available and 
Rulings of Department Now Fur- 
nish Only Guide 


Sam T. Swansen of Milwaukee, as- 
sistant counsel of the Northwestern 
Mutual Life, discussed federal income 
and estate taxes and their effect on life 
insurance at the Mid-West Sales Con- 
gress held in Chicago this week under 
the auspices of the Chicago Associa- 
tion of Life Underwriters. He reviewed 
briefly the history of income tax legis- 
lation in this country, confining his 
attention primarily to the features of 
the federal revenue act of 1918 which 


affect the proceeds of life insurance 
and the premium paid as a considera- 
tion for insurance contracts. He said 
in part: 


So far as I know, there are no court 
decisions construing the provisions of the 
1918 act. In the absence of decisions, 
the most reliable guides are the regula- 
tions issued by the internal revenue de- 
partment and the various rulings made 
by it from time to time. Some aid may 
also he had from court decisions under 
the earlier acts. Until the courts shall 
pass upon the numerous debatable pro- 
visions of the present law, no one can 
say with certainty what the final ruling 
will be upon any given point. On doubt- 
ful questions, the safe and prudent thing 
is to obtain specific rulings from the 
revenue department, 


Income Tax . 


The act imposes what is called a “nor- 
mal tax’ upon the net income of every 
individual if it exceeds a certain amount, 
and also a surtax in cases where net in- 
come exceeds certain other amounts. 
(Secs. 210 and 211.) It defines ‘‘net income” 
as being “gross income” less the deduc- 
tions allowed. (Secs. 212, 213 and 214.) 
“Gross income” is defined by a process of 
inclusion and exclusion; that is to say, it 
specifies certain receipts which are in- 
cluded in “gross income” and certain 
others which are excluded. (Sec. 213.) 
From the “gross income” so ascertained, 
the law allows certain items to be de- 
ducted in order to arrive at ‘‘net income,” 
and specifies certain other items which 
may not be deducted. (Secs. 214 and 
215.) For the purpose of the normal 
tax, but not the surtax, the law allows 
certain credits. (Sec. 216.) The scheme 
of the law, therefore, is, first, to exclude 
some items altogether in arriving at 
either “gross” or “net” income; second, 
to allow deductions of specified items 
from the legally ascertained “gross in- 
come” in order tio ascertain “net in- 
come,” and, third, to allow certain other 
credits for the limited purpose of the 
normal tax only to be offset against net 
income, 

Gross Income Defined 


Defining “gross income” congress de- 
clared, among other things, that it does 
not include (1) “The proceeds of life in- 
surance policies paid upon the death of 
the insured to individual beneficiaries or 
to the estate of the insured.” (Sec. 213.) 

It seems clear from this language that 
proceeds of life insurance paid upon 
death of the insured to individual bene- 
ficiaries or to the insured’s estate, are 
entirely exempt from the income tax and 
are not to be included in gross income, 
or otherwise taken into account. The 
internal revenue department expresses 
the exemption in language even more 
emphatic, viz.: “Upon the death of an 
insured the proceeds of his life insurance 
policies, whether paid to his estate or to 
individual beneficiaries, directly or in 
trust, are excluded from the gross in- 
come of the beneficiary.” (Regulations 

















No. 45, Art. 72.) 


sion, and the one dealing with taxation 
of corporate income that proceeds of 
policies paid upon the death of insured 
to a corporation beneficiary must be in- 
cluded in gross income of the corpora- 
tion. (Title 2, part 3.) The internal 
revenue department says that “proceeds 
of life insurance policies paid upon the 
death of the insured to-a corporation 
beneficiary, less any premiums paid by 
the corporation and not deducted from 
gross income, are to be included in its 
gross income.” (Regulations 45, Art. 
541.) This seems a just and correct in- 
terpretation of, the statute, in view of 
the fact that corporations are not al- 
lowed to deduct from year to year pre- 
miums paid for insurance upon the lives 
of officers or employes. The result is 
that a corporation must include in gross 
income the amount by whieh the insur- 


Payment to Partnership 


The act does not specifically say 
whether insurance paid to a partnership. 
is or is not taxable income; but the de- 
partment has ruled that such payments 
are made to “individual heneficiaries” 
and therefore not taxable. This ruling 
seems proper, for the act does not deal 
with partnerships as separate entities, or 
impose the tax upon the income of part- 
nerships. It provides “that individuals 
carrying on business in partnership shall 
be liable for income tax only in their 
individual capacity”; that each partner 
shall include in his individual tax re- 
turns his distributive share of the net 
income of the partnership. (Sec. 218-a.). 
Hence the commissioner held that the 
phrase “individual beneficiaries” as used 
in the life insurance exemption includes 
partnership beneficiaries. (Sec. 213-b-1.) 
(Corporation Trust Co. Service 1920, Par. 
2420; Letter of Daniel C. Roper, dated 
Nov. 18, 1919.) This ruling is probably 
limited to common law partnerships—to 
those not required by law, as such, to 
pay income taxes. Several states permit 
the formation of what are called “limited 
partnerships,” with many of the priv- 
ileges of corporations, such as the right 
to hold real estate, to limit liability of 
the partners, to transfer shares without 
dissolving partnership, and the like. 
Such limited partnerships must make re- 
turns of income and pay tax the same 
as a corporation, and insurance proceeds 
paid to a limited partnership will, no 
doubt, be considered the same as though 
paid to a corporation and taxed accord- 
ingly. In other words, such a limited 
partnership is not an “individual bene- 
ficiary.”” (Corporation Income Tax Serv- 
ice 1920, Pars. 734, 735.) 


Question of Monthly Payments 


Questions of greater perplexity arise 
where the insurance is to be paid not in 
a lump sum, but is distributed over a 
number of years, or is payable on some 
scheme of monthly or yearly income to- 
the beneficiary. This method of settle- 
ment is growing in popularity. Most, if 
not all, companies have income. settle- 
ment plans which may be selected by 
the insured, or by the beneficiary in de- 
fault of selection by the insured, These 
plans, though differing in detail, are sub- 
stantially alike so far as tax questions 
are concerned. Options A, B and C of the 
Northwestern Mutual may, therefore, be- 
taken as fairly typical. 

By Option A, the proceeds are left with 
the company for a specified number of 
years or during the life of the bene- 
ficiary, the company paying in the mean- 
time interest at 3 percent, plus “such an- 
nual dividends as may be apportioned.” 
At the end of the agreed time the amount 
retained is paid in the manner provided 
in the policy. By Option B, the proceeds: 
are paid in a number of specified monthly 
or annual installments. The amount of 
each installment is definitely fixed, but 
here again the installments will be in- 
ereased by apportioned dividends. By 
Option C the proceeds are paid in a spe- 
ecified number of monthly or annual in- 
stallments, but continuing thereafter so 
long as the beneficiary shall survive to 
receive the same. The amount of each 
installment is definitely fixed, depending 
upon the age of the beneficiary at the 
time the policy becomes a claim. Some, 
or all, of these installments are also 
increased by so-called dividends. 


Pays More Than Face 


When any form of installment settle- 
ment applies, the company will pay con- 
siderably more than the face amount of 
the Policy. You will recall the statute 
exempts from income tax “the proceeds 
of life insurance policies paid upon the 
death of the insured,” and the question 
arises: Is the expression “the proceeds 
paid” limited to the face amount of in- 
surance, or does it include all sums which 





It is also clear from the above provi- 





the company pays pursuant to its ex- 
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|HE greatest service an in- 
surance company can ren- 
der its representatives is to 
render the greatest service pos- 
sible to policyholders. 


ON this theory the Merchants 
Life Insurance Company uses the 
best policies that can be prepared 
and offers them at the lowest 
non-participating rates at which 
such contracts can be sold. 


THE Merchants Life Insurance 
Company recognizes, of course, 
that agency contracts must be 
on the same equitable, liberal and 
reasonable basis as policy 
contracts. 


THE Company also believes that 
the officers should not only abide 
by terms of the contract, but also 
abide by the spirit of a partner- 


ship arrangement such as the agency con- 
tract of this company contemplates as 
between the company and the agent. 


MERCHANTS LIFE 


INSURANCE COMPANY \ 


William A. Watts, President \ 
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press contract? I take it the words 
“paid upon the death of the insured” do 
not specify time of payment, but rather 
the contingency which matures payment 
—that is, paid upon the event of death. 
The larger meaning seems the more na- 
tural and logical, particularly because 
there is no limit on the amount of ex- 
emption. 

This appears also to be the view of the 
revenue department, Beginning with the 
incceme tax law of 1913, the exemption 
from tax of life insurance proceeds paid 
to individual beneficiaries has been the 
Same as in the present law. In 1913 the 
department ruled “that proceeds of life 
insurance policies paid pursuant to terms 
of contract, whether upon maturity of 
policy, death of insured or as annuities, 
are not subject to tax in hands of bene 
ficiaries.” (Income Tax Service 1920 
Pars. 1121.) 


Installments Not Taxable 


Later, in 1917, the department was 
asked to rule on the taxability of pro- 
ceeds paid in twenty annual installments 
of $500 each, in all $10,000, where the 
commuted value, or the amount that 
would have been paid in cash in one sum 
at the death of the insured, was only 
$7,660. The department held that if a 
policy specifically provides that the pro- 
ceeds shall be paid to the beneficiary in 
twenty annual installments, no portion 
of any such installment will be subject 
to income tax under the provision ex- 
empting from tax the proceeds of life 
insurance. (Letter L. F. Speer, Deputy 
Commission to State Mutual Life Ins. Co., 
dated July 26, 1917.) 

These rulings do not expressly cover 
accretions paid in addition to the install- 
ments—whether such accretions are 
ealled dividends, interest dividends, sur- 
plus interest earnings, or by some other 
name. I incline to the view that these 
accretions are to be accounted for as in- 
come, because the promise to pay them 
is general and not specific, contemplat- 
ing that they are payable, if at all, from 
earnings after the policy has become a 
fixed liability. To guard against mis- 
takes and possible penalties, the tax- 
payer should report fully all the facts 
in the income tax return, and claim ex- 
emption according to his understanding 
of the law. 


Different if Beneficiary Selects 


The situation is entirely different if 
the insured made no selection of income 
settlement, but the beneficiary selects an 
income or installment plan at the time 
the policy becomes a claim. In that case 
only the face of the policy can properly 
be called “the proceeds” of the insurance. 
In legal effect, the beneficiary draws the 
insurance money and invests the same 
in the particular income or annuity plan 
selected. The proceeds become the pur- 
chase price for a new annuity purchased 
by the beneficiary, the income from 
which is exempt from tax until the 
amount received back exceeds the cost, 
whereupon subsequent payments are tax- 
able in their entirety for the year of re- 
ceipt. (Letter Deputy Com. L. F. Speer 
to Edwin Austrian, March 27, 1918.) 

The law further provides that gross 
income does not include ‘‘the amount re- 
ceived by the insured as a return of pre- 
mium or premiums paid by him under 
life insurance, endowment, or annuity 
contracts, either during the term or at 
the maturity of the term mentioned in 
the contract or upon surrender of the 
contract.” (Sec. 213-b-2.) 

Construing this provision, the treasury 
department says: “During his life only 
so much of the amount received by an 
insured under life, endowment or an- 
nuity contracts as represents a return, 
without interest, of premiums paid by 
him therefor is excluded from his gross 
income.” (Regulations 45, Art. 72.) En- 
dowments paid to the insured upon the 
maturity of the contract in excess of the 
premiums paid, is income for the year in 
which received; so the amount received 
upon surrender of the contract in excess 
of premiums paid, without interest, is 
also income. (Income Tax Service 1920, 
Pars. 1115-1117.) 


Policies Taken Before 1913 


Where policies were taken out prior 
to March 1, 1913—the effective date of 
the first income tax law—another ele- 
ment enters into consideration. The law 
provides that for the purpose of ascer- 
taining the gain derived or the loss sus- 
tained from the sale of property acquired 
before March 1, 1913, its fair market 
value on that date shall be used as the 
basis of computation. (Sec. 202.) The 
theory is that property held by the tax- 
payer on March 1, 1913, was capital. The 
treasury department very properly ruled 
that the surrender value of a policy of 
life insurance on March 1 was capital 





also, and held: “In the case of an in- 
surance policy its surrender value as of 
March 1, 1913, may be used as a basis 
for the purpose of ascertaining the gain 
derived from the sale or other disposi- 
tion of such policy.” (Regulations 45, 
Art. 87.) (Income Tax Service 1920, Par. 
1177.) 

Applying that theory, the department 
held that where a 20-year endowment 
policy matured in December, 1918, the 
insured should include in his income tax 
return for that year the difference be- 
tween the cash surrender value on March 
i, 1913, plus the total amount of pre- 
miums paid subsequent to that date, and 
the amount received in the maturity of 
the policy. (Letter Acting Deputy Com- 
missioner, dated Jan. 15, 1919, to Edwin 
Austrian.) 

A very late ruling upon this same sub- 
ject is that upon the surrender of a pol- 
icy taken out before March 1, 1913, the 
insured, in order to determine income for 
the year, may use as a basis of computa- 
tion and as an offset against the amount 
received, either the aggregate amount of 
premiums paid during the period of the 
policy, or its cash surrender value on 
March 1, 1913, plus subsequent premiums 
—whichever is the greater in amount. 
(Income Tax Service 1920, Pars. 2485, 
2488.) 


Settlement on Annuity Plan 


Where an insurance company settles 
an endowment policy with the insured 
upon an installment or annuity plan, 
there is no taxable income until the 
insured has received back an amount 
equal to his premium payments; in other 
words, until he realizes a profit. The 
treasury department at first seems to 
have had a different view, because in 
1914 it ruled that where settlement of 
endowment or annuity contracts is made 
with the insured in more than one pay- 
ment, “each payment will be considered 
as being composed of interest and a pro- 
portionate part of the principal.” (Treas- 
ury Decision December, 1914, No. 2090, 
p. 26.) The same ruling, revised in 1915, 
eliminated this language, indicating 
clearly a change of opinion. Treasury 
Decision December-February, 1915, No. 
2152, p. 465.) Later regulations are 
silent on the subject, but directions that 
come from the department indicate that 
it is only the increment over purchase 
price that is income. (Service 1920, Pars. 
1122, 1124.) 

Dividends received by policyholders on 
premium paying policies on any fair con- 
struction of the act must be excluded 
from gross income, whether they are ap- 
plied to reduce current premium, to pur- 
chase paid-up additions, or received in 
cash. (Service 1920, Pars. 1118, 1125, 
1126.) 


Distributions on Paid-Up Policies 


The treasury department has_ ruled, 
however, that distributions on paid-up 
policies are out of earnings of the in- 
surance company, that they are in the 
nature of corporate dividends and are 
income of an individual for the purpose 
of the surtax. (Regulations 45, Art. 47; 
Tax Service, Pars. 1119, 1125, 1126.) 

I disagree with that view. It is based 
on a misconception of the nature of divi- 
dends, There is no difference, in fact, 
between the sources of dividends on 
premium paying policies and dividends 
upon policies where the premiums are 
paid. In both the so-called dividend is 
a return of excess premiums paid. Divi- 
dends arise from savings in mortality, on 
loading and from excess interest earn- 
ings. While dividends on paid-up poli- 
cies arise in part because of interest 
earnings in excess of the rate percent 
assumed, yet it is not the excess, as such, 
that is returned. Excess interest, sav- 
ings in mortality and on expenses serve 
but as a measure to ascertain the excéss 
premium to be returned. It may be 
proper to add that since the department 
made the above ruling, two federal 
courts have held that dividends paid on 
full-paid policies are a return of pre- 
miums paid during the earlier policy 
years. (Penn Mutual Life Ins. Co. v. 
Lederer, 247 Fed. 559; Lederer v. Penn 
Mutual, 258 Fed. 81, 3rd Cir.). 

Of course the department ruling cannot 
be disregarded, but I think those receiv- 
ing dividends on paid-up policies should 
include the amount of dividends in the 
income return, stating also the total pre- 
miums paid, and claim that no tax is due 
until the amount returned to the insured 
exceeds the premiums paid. 


Group Premiums Deductible 


Premiums on life insurance paid by an 
individual or by a corporation may not 
be deducted from gross income; but pre- 
miums paid by an employer for group 
policies is deductible as a business ex- 
pense. So also, as-before stated, upon 
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fe Past Goal 


of $100,000,000 





O the Illinois Life In- 
surance Company of 
Chicago goesthe 
honor and distinc- 
tion of being the first 
legal reserve life in- 


surance company organized and 
operating under the laws of Illi- 
nois to cross the $100,000,000 
mark of insurance in force. 


In every department of its 
business the Illinois Life, which 
was organized in 1893, has 
shown substantial gains during each 
and every year of its history —a record 
of achievement which stands almost 


alone in life insurance annals. 


On Dec. 


31st, 1918, of the 212 American legal re- 
serve life insurance companies only 
thirty-two had $100,000,000 or more of 
insurance in force, and while it is prob- 
able that certain other companies 
crossed the line in 1919, yet there is 
every reason to believe, those who know 
say, that when the final figures are pub- 
lished the Illinois Life will be found 
among the first thirty-five of the 
greatest American companies. 


Especially will this be true if 


assets and surplus are reckoned 
with, since one of the most commend- 
able features of the Illinois Life’s great 
record is the fact that its business has 
been built up by slow and consistent 
growth. Reserves, assets and surplus 
have kept equal pace with the increase 
in insurance outstanding, with the re- 
sult that a proper conservative balance 
has always been maintained between 
the newly acquired business on which 
the reserves are small and the old, well- 
seasoned business on which the re- 
serves are large. 


Inround figures, the admitted 
assets of the Illinois Life, as of Dec. 31, 
1919, will be $17,000,000, with capital and 


surplus of $1,500,000. 


—The Chicago Evening Post. 
December 3ist, 1919. 


Illinois Life Insurance Co. 


CHICAGO 


James W. Stevens, President 


Greatest Illinois Company 
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THE TRAVELERS 
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Annual Statements 
January 1, 1920 


THE TRAVELERS INSURANCE COMPANY 
Capital $6,000,000 
Assets , : ; ; : ‘ ; $170,579,918 
Reserves and Liabilities : ‘ , ; . . 155,382,066 
Capital and Surplus . ‘ Z ; . , : 15,197,852 
Life Insurance Paid for, 1919 . ; 
Life Insurance in Force 


. $512,981,127 

; ; . ‘ ; « 1,154,223,735 

Increase—Life hiodiiiaat (Paid for heals) , ; $299,512,205 
Increase—Life Insurance in Force . ; , ; 399,932,653 

Premiums Paid for Life Insurance . $27,212,636 

Premiums Paid for Accident and Health Insurance 7,666,725 


Premiums Paid for Workmen’s Compensation and Liability Insurance ; 30,839,908 
Total Paid Premiums : , 65,719,269 


Increase—Premium Income ‘ ; : i , $12 943,286 
Total Income . 
Total Paid to Policy holders to End of 1919 

Total Paid for Prevention of Accidents by Inspection 


$73,093,569 
245,477,767 
4,993,593 


THE TRAVELERS INDEMNITY COMPANY 


Capital $1,000,000 
Assets ER, ; : : ; ; ; $5,881,263 
Reserves and Liabilities. : : i : : 4,455,502 
Capital and Surplus. , sits 1,425,761 


Total Paid Premiums (Automobile, Steam Boiler, Engine, Burglary, Plate Glass and 
Air Craft Insurance, etc.) . : 


$5,845,284 


Increase—Premium Income : ; ; 3 i "$2, 010,035 
Total Income, 1919 . 


Total Paid to Policyholders to End of 1919 
Total Paid for Prevention of Accidents by Inspection 


6,061,608 


7,144,420 
1,411,044 


Growth by Ten-Year Periods—The Travelers Insurance Company 


Assets Capital and Surplus Total Income 
$1,351,007 $609,320 $864,886 
4,948,405 1,307,024 1,690,501 
11,528,650 2,352,443 3,988,808 
27,760,512 4,020,684 7,361,579 
70,082,057 9,479,666 17,914,382 
170,579,918 15,197,852 73,093,569 





Morat: INSURE IN THE TRAVELERS 
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settlement of a policy payable to a cor- 
poration, the latter is only required to 
return as income the excess received 
over the premiums paid. (Regulations 
45, Art. 294; Pars. 1196, 1197.) 

The net income of a corporation is also 
the basis for computing its excess profits 
and war profits taxes. From the net in- 
come, upon which ordinary or normal 
tax is based, certain other specific deduc- 
tions are allowed, one of which is a per- 
centage of invested capital. As stated, 
the net amount of life insurance money 
received by a corporation will figure to 
some extent in the excess profits tax; but, 
on the other hand, a corporation that 
carries insurance on its officers pays less 
excess profits and war profits taxes each 
year, because the cash surrender value of 
the insurance constitutes a part of 
invested capital As surrender value 
increases each year the tax-paying cor- 
poration get the benefit through an 
ever-increasing offset against the tax. 


Estate Tax 


The revenue act also imposes a gradu- 
ated tax “upon the transfer of the net 
estate of every decedent dying after the 
passage of this act.” (Title 4, Sec. 401.) 
“Net estate” is ascertained by making 
first a statement of gross estate and 
deducting certain allowable items, 

There must be included in gross estate 
the amount of insurance “receivable by 
the executor as insurance under policies 
taken out by the decedent upon his own 
life; and to the extent of the excess over 
$40,000 of the amount receivable »y all 
other beneficiaries as insurance under 
policies taken out by the decedent upon 
his own life.” (Sec. 402-f.) 

The permissible deductions from gross 
estate are funeral expenses, debts, un- 
paid mortgages, losses from fires or other 
casualty, etc., and a flat exemption of 
$50,000. (Sec. 403.) 

The law distinguishes between insur- 
ance taken out by the decedent upon his 
own life, and insurance not so taken out. 
Two classes are taxable—first, all insur- 
ance payable to the estate, and, second, 
insurance payable to “other beneficiaries” 
in excess of $40,000, provided in both 
cases the insurance is taken out by the 
decedent upon his own life. The Treas- 
ury Department has given a fairly clear 
and full guide as to when insurance is 
taken out by the insured. I quote the 
language: “Insurance is deemed to be 
taken out by the decedent in all cases 
where he pays the premiums, either 
directly or indirectly, whether or not he 
makes the application. On the other 
hand, the insurance should not be in- 
cluded in the gross estate, even though 
the application is made by the decedent, 
where the premiums are actually paid by 
some other person or corporation, and 
not out of funds belonging to or ad- 
vanced by the decedent. Where the de- 
cedent takes out insurance in favor of 
another person or corporation, as collat- 
eral security for a loan or other accom- 
modation, and the decedent, either 
directly or indirectly, pays the premium 
thereon, the insurance must be consid- 
ered in determining whether there is an 
excess over $40,000." (Regulations 37, 
Art 32.) 


Is Policy Part of Estate? 


If a corporation carries insurance on 
the life of an officer, and pays the pre- 
miums, and the policy is later made pay- 
able to the estate of the insured or to a 
member of his family, and the insured 
pays the premiums thereafter accruing, 
will such a policy constitute part of the 
insured’s estate upon his death? 

The law itself does not furnish an ex- 
plicit answer. The words “taken out by 
the decedent” might lead to the conclu- 
sion that signing the application is an 
important if not the sole test, but the 
rulings of the Revenue Department very 
properly make payment of the premiums 
the real test. The Department has said 
that where the insured assigns a policy, 
retaining no interest therein, and there- 
after pays no part of the premiums, the 
insurance will not be considered in de- 
termining whether there is an excess of 
$40,000. (Regulations 37, Art. 32.) By 
analogy, the rule ought to be the same 
where the beneficiary is changed from a 
corporation to an individual or to the in- 
sured’s estate. The insurance under the 
supposed policy would therefore be a 
part of the estate of the insured and 
taxable if the total insurance payable to 
beneficiaries exceeded $40,000. 

The converse of the rule must be 
equally true—that is, if a person takes 
insurance on his own life and pays the 
earlier premiums, but the later ones are 
paid by the beneficiary from his or her 
own funds, the insurance is not a part of 
the estate of the insured upon his death; 
assuming, of course, that the change in 
the method of paying premium was made 











in good faith, not in contemplation of 
the death of the insured, or for the pur- 
pose of avoiding payment of the tax. 


What Policies Are. Included 


The provision requiring inclusion in 
gross estate of all insurance receivable 
by the executor applies to policies made 
payable to the decedent’s estate or to 
executors and administrators—in short, 
all insurance, regardless of the manner 
of execution, which is in fact receivable 
by the estate or which must be used to 
pay charges against the estate or the ex- 
penses of administration. This provision 
includes insurance taken out to provide 
funds to meet the estate tax, state in- 
heritance taxes, or any other legal 
charge upon the estate. The manner in 
which the policy is drawn is immaterial 
so long as there is an obligation legally 
binding upon the beneficiary to use the 
proceeds in payment of the expenses of 
administration or the estate tax. Wher- 
ever insurance is to be used to free the 
estate from any charge against it, it 
must to that extent be considered as 
insurance payable to the estate, and tax- 
able as such. (Regulations 37, Art. 33.) 

The word “beneficiary” means the per- 
son or persons entitled to the actual en- 
joyment of the insurance money. (Reg- 
ulations 37, Art, 34.) 

The federal estate tax is one levied 
upon the estate as a whole, and not the 
interest of each share or devisee. It will 
make no difference in the amount of the 
tax whether those who share are few or 
many, or what their relationship may be 
to the deceased. One exemption of 
$50,000 is taken from the estate as a 
whole, and all that remains is subject to 
tax according to the graduated scale. 


Due Year After Death 


The tax is due one year after death of 
decedent, but if the commissioner find 
that payment cannot be made within the 
year without imposing undue hardship 
upon the estate, he may grant an exten- 
sion for a period not exceeding three 
years from the due date. If the tax is 
not paid within one year and 180 days 
after decedent’s death, it draws interest 
at six per cent per annum from the ex- 
piration of the year; and if not paid 
within 180 days after due and there is 
no extension, the collector must proceed 
to enforce collection by subjecting the 
property to sale. (Secs. 406, 407 and 408.) 

The government takes no chances on 
collecting the tax. It looks to the one 
who handles the fund—the executor— 
without regard to the fact that part of 
the estate will not come into his pos- 
session or control, as insurance money 
paid to beneficiaries direct. But the law 
does attempt to equalize the tax burden 
among those who inherit the property, 
because it provides: “If any part of the 
gross estate consists of proceeds of pol- 
icies of insurance upon the life of the 
decedent receivable by a _ beneficiary 
other than the executor, the executor 
shall be entitled to recover from such 
beneficiary such portion of the total tax 
paid as the proceeds, in excess of $40,000, 
of such policies bear to the net estate. 
If there is more than one such bene- 
ficiary the executor shall be entitled to 
recover from such beneficiaries in the 
same ratio.” (Sec, 408.) 


How Burden Is Equalized 


A simple example will illustrate how 
the burden is equalized. If a decedent 
leaves taxable net estate of $500,000, of 
which the taxable insurance (in excess 
of $40,000) is $100.000, the executor must 
pay the total tax to the government; but 
he can collect back from the beneficiaries 
of the insurance such proportion of the 
total tax as $100,000 bears to $500,000. 
Whether he can always collect in fact 
is another problem. The law gives him 
the cause of action, and leaves him to 
his worries. 

The estate tax, so far as it affects life 
insurance proceeds, is comparatively 
simple until we reach insurance payable 
under option or income settlements; and 
at this point neither the law nor the 
regulations are of much assistance. Con- 
erete cases have not yet come up in the 
revenue department for decision, because 
the law did not become operative until 
Feb. 25, 1919, and no tax will be due 
until at least one year from that date. 
The department refuses to decide sup- 
posed or hypothetical cases. It has made 
one pertinent ruling as follows: “The 
amount to be returned in the case of 
any policy is the amount actually re- 
ceivable by the executor or beneficiary. 
In cases where the proceeds of a policy 


“are made payable to the beneficiary in 


the form of an annuity for life or for a 
term of years, the present worth of the 
annuity at the time of death should be 


(CONTINUED ON PAGB 29) 
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71IFE Insurance per- 
forms the same ser- 
vice for the family 
that Lincoln per- 
formed for the Union 
—the service of pre- 
servation. 











Life Insurance has 
kept many children 
with their mothers 
after the income pro- 
ducer in the family 
has gone. 











Life Insurance is means of making an ideal 
into a fact. 


On this anniversary of the ‘“‘saviour of our 
country” let life insurance men consider how 
their work is doing for countless families what 
the efforts of Lincoln and the tens of thou- 
sands. of men who stood behind him did for 
America. Life insurance men are doing in 
these days as great a service for their country 
as those men who struggled in the turbulent 
days of 61 to 65. Let us not detract from 
the service which they rendered, but let us 
also place a proper appraisement on the ser- 
vice of the life insurance solicitor of today. 


The Farmers National Life is proud of the 
men who are working with the company to- 
ward the attainment of these ideals in the 
states where Lincoln spent his boyhood and 
the greater part of his life—Indiana and Illinois. 





FARMERS NATIONAL 


LIFE INSURANCE COMPANY 


FARMERS NATIONAL LIFE BLDG. 
3401 SOUTH MICHIGAN AVENUE 


CHICAGO, ILL. 
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=aN ‘the twenty-second 
I day of July, 1796, 
General Moses Cleve- 
land, at the head of a 
courageous band of pioneer sur- 
veyors, landed on the banks of 
the Cuyahoga River a little to 
the northward of its junction with 
Lake Erie. Hehad come as the 
representative of the Connecticut 
Land Company for the purpose 
of laying out a city at the most 
advantageous point on the West- 
ern Reserve. 








Thus came [into life the city 
of (Cleveland. The sterling 
traits and strong qualities of Gen- 
eral Cleveland and the early 
homesteaders, are reflected in the 
virile life of the city and its splen- 
did record of accomplishments. 





Cleveland has but one home 











 CENERAL moses ceveame ©©—~—~—CO~tC~CSC«WF SUC COMpany—T HEL 

CLEVELAND LIFE. Into 
this company has gone the same principles of solidity, the same steadfast 
purposes, those dominant factors that spelt safety and success for the early 


pioneers. THE CLEVELAND LIFE is a good company for the Policy- 


holder, it is a good company for the Agent, for the man who desires full 
expression of his abilities. 


The Great Industrial Heart of America— OHIO, WEST VIR- 
GINIA, INDIANA, ILLINOIS and MICHIGAN — comprises 
our present territory. Why not tie to the ‘“‘CLEVELAND’’? 


THE CLEVELAND LIFE INSURANCE COMPANY 


WILLIAM H. HUNT, President 
HOWARD S. SUTPHEN, Vice-Pres. and Mgr. of Agencies H. M. MOORE, Secretary 
CLEVELAND, OHIO 
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Damage Done by Twisters 


Tue damage which the twisters are 
doing to the institution of life insurance 
is well illustrated by the anonymous cir- 
cular sent out from Chicago to members 
of the Ohio legislature, the primary inten- 
tion of which is apparently to make policy- 
holders dissatisfied with their present pro- 
tection, the matter of replacing it with 
other forms of life insurance being 
merely incidental. 

The circular is headed “Is profiteering 
on widows and orphans protected and 
encouraged by insurance officials and 
general agents?” That is certainly cal- 
culated to shake the confidence of the 
policyholder in life insurance as an insti- 
tution, as is also the statement classifying 
the vast majority of life insurance com- 
panies as “uneconomic.” 

The only place in the circular in which 
any praise whatever is given to life in- 
surance protection, is one in which a 
qualification is attached of such charac- 
ter as to remove the good which might be 
done by initial statements. That is in the 
paragraph which says: 

“Life insurance is the best thing in the 


Time for 


Tue CHIcAGo UNDERWRITERS’ ASSOCIA- 
TION originated the idea of the one-day 
life insurance selling congress. Last 
Monday the Chicago association dem- 
onstrated the usefulness and _ prac- 
ticability of this plan. The meeting 
room at the Hotel LaSalle was crowded 
to capacity at both sessions. It was a 
program of unusual interest and power. 
Any salesman attending this congress 
could get his money’s worth listening 
to one address. This one-day sales con- 
gress will be made part of the program 
of the Chicago association. President 
Jutes GrrarpiIn of the Chicago associa- 
tion, and Epcar C. Fowter, chairman of 
the program committee, deserve special 
credit for making a success of this en- 
terprise. ; 

Now the sales congress is over. It 
is time for the life insurance men to 
set aside their personal grievances and 
lend a helping hand in strengthening 
the Chicago association. Too much has 
been done in the past in the effort to 
bring about reforms for which all the 


world for its purpose but it is foolish 
to continue to pay exorbitant costs for 
the service. Better to put a few companies 
and agents out of business than to sup- 
port them with money that should be con- 
served for your heirs.” 

General statements to the effect that 
companies and agents oppose twisting are 
actuated by dishonest motives, that the 
plan followed by the great majority of 
companies is uneconomic and that there 
are a considerable number of companies 
that ought to be put out of business, are 
certainly not inclined to dispose the 
policyholder to look favorably upon life 
insurance generally. 

If policyholders are to be flooded with 
circulars of this sort, as is indicated by 
the text of the circular itself, it is hard 
to estimate the amount of damage that 
may be done. If a policyholder’s con- 
fidence in a policy he is now carrying is 
once destroyed, it is very doubtful 
whether it can be restored merely by the 
twister’s statement that the other com- 
pany to which he desires to switch the 
business is “more economic.” 


Boosting 


members were not prepared. The Chi- 
cago association as a social and educa- 
tional institution can be made a force 
for good in the city. It costs $6 a year 
to join. Certainly any man got $6 
worth of good out of the sales congress 
alone. If he attended that congress 
and was not able to go out and use 
some of the ideas thus presented in 
closing business he had better shut up 
shop. 

Every life insurance man owes some- 
thing to the welfare of his own voca- 
tion. He should not live to himself 
alone. There is something more to the 
business than himself, his own agency 
and his own company. Life insurance 
after all is a great scheme of 
beneficence that has been made possible 
by the co-operation of a large number 
of people. In the agency field the spirit 
of life insurance should be made mani- 
fest. Every man should assist his neigh- 
bor. Let every man get behind the 
Chicago association and make it worth 
while. 


Another Inheritance Tax Case 


ANOTHER inheritance tax case of value 
as an illustration is that of the estate of 
Henry Pirrocx, editor of the “Ore- 
gonian” of Portland, Ore., who died 
recently leaving a large estate. The 
Oregon inheritance tax was $238,238. 
This did not cover the federal tax. The 


administrator filed a petition asking 
authority to borrow $235,000 on col- 
lateral of the estate in order to pay the 
state inheritance tax, as there was only 
$20,000 cash on hand to meet the de- 
mand and Uncle Sam has to have his 


“money at once. 











A. M. Hopkins, the new superintend- 
ent of agencies of the Philadelphia 
Life, is a native of Alabama, but early 
in his life he moved to Nashville and 
lived there until 1912. He was book- 
keeper in a stove manufacturing com- 
pany and later became secretary and 
finally president. In 1909 he entered 
the life insurance business as an agent 
for the Reliance Life at Nashville. In 
1910 he was promoted to the super- 
visorship for central Tennessee. Later 
he was made supervisor of the sea- 
board department which included 
Maryland, District of Columbia, east 
Virginia, North and South Carolina and 
moved to Baltimore. In March, 1913, 
Philadelphia was added to his field. In 
January, 1915, he was taken to the 
home office and resigned later in the 
year to become agency supervisor of 
the Jefferson Standard Life. On May 
5, 1917, he became associated with the 
Charlotte agency of the Jefferson 
Standard and later was made assistant 
manager of the agency. It produced 
over $5,000,000 of business during 1919. 
Mr. Hopkins therefore has had an all 
round insurance training which is very 
valuable and will serve him well in his 
new position. 

John W. Overturf, Columbus, O., 
manager of the Columbia Life of Cin- 
cinnati, is receiving the sympathy of 
his associates in the death of his son, 
Capt. A. K. Overturf, at Camp Zachary 
Taylor hospital, Louisville, from pneu- 
monia, following influenza. He was as- 
sistant judge advocate general of the 
First Division. He was a Columbus 
lawyer before entering the army. 
Burial was at Portsmouth. 


The Northwestern National Life 
passed the $100,000,000 mark in January 
and will celebrate that event by a gen- 
eral agency convention at the home 
office in June. For the third consecu- 
tive year, C. M. Odell, of White & 
Odell, state agents for Minnesota, has 
had the annual honor roll for personal 
production, with a total of $2,147,000. 
S. J. Evarts, general agent, also of Min- 
nesota, ranked second and F. E. Sexton 
of South Dakota, third. 


Robert B. Sturtevant, assistant secre- 
tary of the American Central Life, is 
one of the young men who graduated 
from Prof. J. W. Glover’s department 
in the University of Michigan, who 
already is making a name for himself. 
He graduated with the class of 1914, 
completing the special insurance course 
at Ann Arbor. He connected with the 
New World Life of Spokane as as- 
sistant actuary and in 1916 was elected 
secretary and actuary of the Rockford 
Life, from which company he resigned 
to go with the American Central. ' He 
is thoroughly grounded in the technical 
work of life insurance, but also has a 
broad business vision. 


The desirability of delivering* policies 
at once and the danger of holding up 
applications until a specified amount is 
reached was illustrated with especial 
force in the case of Richmond Lever- 
ing, New York oil promoter, who died 
just before the delivery of policies ag- 
gregating $750,000, already issued and 
awaiting his acceptance. The Lever- 
ing case was worked up by Albert 
Behning, Jr., who is associated with Ar- 
thur S. Herenden, general agent of the 
Equitable of New York, 120 Broadway. 
Mr. Behning and Mr. Herenden, who 
are known as specialists on inheritance 
tax cases, have worked together on a 
number of large cases of that sort. 
Mr. Behning had been working on the 
Levering case for about six months. 
He was called to the South and at 
the time that the policy was issued was 
working on two large cases there. He 
received a telegram from Mr. Heren- 
den advising that he was holding sev- 
eral hundred thousand dollars of is- 
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sued insurance and waiting for another 
$50,000 which would make up the de- 
sired total before delivery. The Lever- 
ing policies were among those held up 
in this way. Five days prior to Mr. 

Levering’s death Mr. Herenden called 
to deliver the policies and was told by 
Mr. Levering’s secretary that the lat-_ 
ter had left the office and gone home 
not feeling well. He did not return, 

dying from influenza after only a few 

days’ illness, and the policies were not 
delivered. 

Mr. Herenden states that he would 
have received a binding receipt from 
Levering, but did not know the exact 
premium because the business was dis- 
tributed in several | companies. 


A. S. Maddox, state manager of the 
Merchants Life of Des Moines in Ar- 
kansas, who headed the agencies and 
carried off the banner at the annual 
agency convention for production dur- 
ing the first six months, is at the home 
office assisting the management in 
broadening and developing its organ- 
ization in the central division. This 
covers states in the immediate vicinity 
of the home office. The new managers 
for Arkansas are Childs & Hale, a 


firm consisting of R. C. Childs and W. 
L. Hale. 


T. W. Appleby, secretary and agency 
manager of the Ohio National, is en- 
joying a couple of weeks of well-earned 
rest in the Ozark mountains of south- 
western Missouri, after entering the 
company in Kansas and making an in- 
spection trip through the Nebraska 
agency plant. W. E. Shaw of Omaha 
is to be state agent for Kansas, and 
will locate at Topeka. Mr. Appleby is 
at Greenfield, Mo., for rest and recrea- 


tion, and is expected to return to his 
desk Feb. 20. 


ns] 

Clifford V. Peterson, secretary of the 
Central States Life of Crawfordsville, 
Ind., has been elected secretary of the 
newly organized Rotary Club of Craw- 
fordsville. Edwin M. Brown, president 
of the Central States Life, and Mr. 
Peterson were both among the twenty- 
five charter members of the club, 
formed Jan. 21 of this year. They rep- 
Tesent the life insurance classification 
‘of their city in the club membership. 


William Franklin ( Crawford, Chicago 
general agent of the Equitable Life of 
Iowa, was married recently to Miss 
Stella B. Shaffer of De Kalb, Ill. They 
have just returned to Chicago from an 


extended honeymoon trip through the 
east. 


— 


Frederick H. Shipman, treasurer of 
the New York Life, died at his home 
in Morristown, N. J. He entered the 
service of the company in 1873, serving 
as bond clerk and assistant treasurer. 
He became treasurer in 1911. He had 
a wide knowledge of banking and a 
firm grasp on financial questions. He 
had. suffered a number of years from 
hardening of the arteries, but continued 
his work up to within less than a week 
of his death. 


J. Elliot Hall of New York, one of 
the star Mutual Benefit Life agents of 
that city, who made a forceful talk be- 
fore the Mid-West Life Insurance Sales. 
Congress this week in Chicago, under 
the auspices of the Chicago Life Under- 
writers’ Association, was formerly in 
the home office of the Mutual Benefit 
in the renewal department. Mr. Hall’s 
work consisted in getting out renew- 
al receipts, a decidedly detail and 
monotonous task. Someone suggested 
that he try to sell life insurance on 
the side. In his home office task he 
did not realize what life insurance was, 
but as soon as he touched the outside: 
world and began studying the business. 
he found that he was in an entirely dif- 





ferent sphere. He worked for a while: 
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THE : 
INSURANCE COMPANY : 
INDIANAPOLIS : 
= 
ALMOST il 
NINETEEN MILLION DOLLARS IN SECURITIES 5 
($18,458,500.00) : : 
Deposited with the Auditor of State for the Sole Protection of Policyholders 5 j 
More than $1,750,000.00 Above the Amount Required by Law = i 
PROGRESSIVE CONSERVATIVE “FLU”? PROOF = 
olf 
The Growth of Oak—The Solidity of Granite : 
On Agency Matters Address, CHARLES F. COFFIN, Vice-President : | 
: 
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LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted, 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


W. W. LANE, Secretary LA FAYETTE, INDIANA A. E. WERKHOFF, President 








a 





BUILD YOUR OWN BUSINESS .3<_. “sw 


4 
Under Our Direct General Agency Contract ZL, 
Our Policies Provide for 


Double Indemnity Disability Benefits 














Reducing Premiums ' INSURANCE CO. 
SEE THE NEW LOW RATES 66 BROADWAY NEW YORK 
PAN-AMERICAN LIFE INSURANCE 
ed COMPANY fuses eee id weasel 


Insurance in Force (over) $40,000,000.00 
Total Resources (over) 5,250,000.00 
The recent merger of the Meridian Life with the Pan-American Life has opened up several rich and important territories in the South 


and North Central section, which will be assigned to M ers capable of handling and inspiring an. agency organization of 
gtade men. A rand angucinalinn ox caehtauuadttcen ae Uae aitiaabony te on tabaoeaent aa eaommeeiy ieee Sane 


Address:—E. G. SIMMONS, Vice-Pres. and Gen. Manager Whitney Central Bank Building, New Orleans, Louisiana 
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in the Newark general agency and then 
was transferred to New York. Mr. 
Hall, who is a specialist on monthly 
income insurance, is one of the greatest 
specialists in that line. He has a most 
interesting and dynamic personality. 


The general agency of the Provident 
Life & Trust at Pittsburgh, now in 
charge of General Agent George W. 
Ryan, is going along in fine shape. 
General Agent Graham C. Wells, who 
is transferred to New York, built up a 
hard hitting organization which moves 
along harmoniously and effectively. 
Mr. Ryan, who was agency supervisor, 
is well acquainted with the machinery 
and hence was at home when he 
stepped into the general agent’s office. 
Rome Hutson, associate general agent, 
and Charles A. Tushingham, who be- 
came agency supervisor, will make 
strong lieutenants for Mr. Ryan. 


At the annual meeting of the Farmers 
National Life of Chicago all the officers 
were re-elected. William E. Swift, who 
started with the company five years ago 
as an office boy and who has been head 
bookkeeper and cashier since, was 
elected assistant secretary. Of the pres- 
ent officers President John M. Stail 
and Medical Director Stanton have 
been with the company since it started. 
In all the history of the Farmers Na- 
tional there has never been recorded a 
vote that was not unanimous. This 
applies to all the meetings of the stock- 
holders, directors and executive com- 
mittees. It is rather an unusual record. 

Thomas Shields, Chicago manager of 
the Cleveland Life, led all the pro- 
ducers for the year in that company. 
Mr. Shields is doing remarkable work 
and his company says he has consist- 
ently maintained leadership throughout 
the past 12 months. Mr. Shields has 
a large acquaintanceship ia the city. He 
is president of the Foremost Club of 
his company and he is going strong in 
every way. 


H. P. Bahr of Milwaukee, who has 
written more than $250,000 for the 
Guardian Life since his return from 
army service last June, is a former pro- 
fessional baseball player, who was at 
one time rated the best catcher in the 
Three-I league, and also worked in the 
American Association. He says he 
owes his success almost entirely to the 
splendid physical condition in which 
baseball has kept him. Mr. Bahr has 
been writing life insurance for the past 
seven years, and has led all Guardian 
agents in Wisconsin for four years. 

There seems to be a strange fatality 
following the men of the Illinois Life, 
in so far as their private stocks of cor- 
dials and other liquids have been con- 
cerned. It was not long ago that some 
thirsty thieves invaded the wine cellar 
of General Agent Harold Dyrenforth, 
of Chicago, at his home in Evanston, 
Ill, and pilfered much of the high 
priced stock which Mr. Dyrenforth had 
provided for a dry day. Scarcely had 
Mr. Dyrenforth laid off his mourning 
clothes until another Illinois Life man 
was thrown into dire distress, he being 
none other than Karl B. Korrady, as- 
sistant manager of agencies. Mr. Kor- 
rady had some choice spirits located in 
a subterranean compartment which was 
connected. with the basement of his 
house in Kenilworth by a tunnel. Mr. 
Korrady supposed that he had his pri- 
vate stock concealed and camouflaged 
so that even the most expert liquor 
taster could not find it. However, while 
Mr. Korraday was peacefully sleeping, 
his house was invaded and his choice 
stock of champagne and moselle was 
all taken from him. So far as he is con- 
cerned the official color of the Illinois 
Life has been changed from green to 
black. 


J. F. Hathaway of Salt Lake City, Utah, 
appointed recently to the position of 
state manager of the Mutual Life of New 
York for North Dakota, went to Fargo 
last week and is in charge of the com- 
pany’s offices there. 





H. D. WRIGHT’S ADDRESS 
GIVES INSPIRATIONAL TALK 


Superintendent of Agencies of Metro- 
politan Arouses Enthusiasm at 
Chicago Sales Congress 


Harry D. Wright of New York, 
superintendent of agencies of the 
Metropolitan Life, closed the morning 
meeting of the Mid-West congress with 
inspirational talk. He said that the 
men who have come into the life insur- 
ance business during the last ten years 
cannot possibly appreciate the condi- 
tions that prevailed 20 or 25 years ago. 
He said that when he was with the 
Metropolitan in St. Louis 20 years ago 
the men in the office, which was an in- 
dustrial office, wrapped their collection 
books up in newspaper when getting 
ready to go home, as they did not want 
anyone to know that they were in the 
life insurance business. The business 
was in disrepute and the men in it had 
little standing in the community. Today 
the life insurance man can hold his 
head high and take a place with the 
leading business men of the country. 


Urges Time Economy 


Mr. Wright said that life insurance 
men today have before them the great- 
est opportunities in the history of the 
business. This should be, he said,-a 
period of great activity for life insur- 
ance men. In his plea for a longer 
working day and a greater effort on 
the part of life insurance salesmen, Mr. 
Wright said, “You will never have more 
time than you have today Each morn- 
ing a kind providence places 24 golden 
hours at your disposal and all the 
wizards of science have never been able 
to crowd more than 24 hours into one 
day. You will have no more time than 
that tomorrow, nor the next day, nor 
any day in the future. 

An agent should realize that he is in 
business for himself, just as much as 
any merchant in this town is in busi- 
ness. He has no capital invested. He 
is not obliged to keep his goods on a 
shelf and wait for customers to come in. 
He takes an order, delivers his policy 
and gets his percentage of profit, the 
transaction being thus closed. He 
should realize that the writing of much 
business does not add anything to the 
income of the company’s officers, nor 
does the writing of little business take 
anything from their income. He, the 
producing agent, is the only man who 
profits or loses by his success or failure 
to do a satisfactory amount of business. 


Important to Know Average 


If you will tabulate the number of 
interviews you make and the number 
of applications written as a result, you 
will very quickly ascertain your aver- 
age. If you find that you closed ten 
applications, out of every 50 inter- 
views (one in five) and the policies 
average $2,500 each, you will know 
that this means $25,000 of business. If 
you spread these interviews over a 
period of six months, your total busi- 
ness will be $25,000 in six months. If 
you make the 50 interviews in a month, 
your business will amount to $25,000 per 
month. Your average may be more or 
less than 10 applications out of 50 in- 
terviews, but however that may be, the 
rule is the same. The point is to know 
what you can do and thereby avoid dis- 
appointment if you have had a poor 
month or undue surprise if you have 
had a good month.” 


“Jack” Frost Dead 


“Jack” Frost, superintendent of 
brokerage department, Philadelphia 
branch, Aetna Life, died Feb. 2 of 
pneumonia. Mr. Frost was formerly 
manager of the Washington branch and 
late a lieutenant in the Ordnance 
Corps. Mr. Frost is survived by his 
mother who lives in Indianapolis. 








An Announcement 


of Vital Importance to 
All Life Insurance Agents 


T= Continental Casualty Company an- 
nounces its new and original Non-cancel- 
lable Income Protection Policy. 


If you want to increase your Life insurance 
writings—if you want to prevent your Life 
policies from lapsing—if you want to increase 
your financial income—write immediately to 
Agency Department, Non-cancellable Division, 
for complete information. 


The Continental’s new Non-cancellable In- 
come policy grants absolute protection against 
total loss of time by sickness or accident. 


Some of the attractive features of these pol- 
icies are: 


Cannot be cancelled by the Company. 

Incontestable after One Year. 

Cannot be Restricted After Issue. 

Covers every Disability. 

Pays a Monthly Income for Life. 

House Confinement Not Required. 

Fixed Premium Regardless of Age. 

Renewable Until Age 60. 

Issued Subject to Medical Exam- 
ination. 


£© CONS Or p> OO BO 


$500.00 Monthly Income payable for Life 
(after the first ninety days cf disability) 
if totally disabled by accid ...t or sick- 
ness. Annual premium for th se classed 
as select or preferred, $100.00; or extra . 
preferred and ordinary, $112.50. 


ct Extra 


Or for each $100 of Monthly Income “and Preferred and 
Preferred Ordinary 


Eliminating first two weeks of disability $60.00 $67.50 
Eliminating first month of disability .. 40.00 45.00 
Eliminating NO period of disability but 

limiting to $300.00 a monthindemnity 80.00 90.00 


(Ages 18 to 59 Inclusive Applies to all Risks.) 


Additional cost for each $1,000.00 Accidental Death 
Benefit, 


Select and Preferred 
Extra Preferred and Ordinary..... 


Apply to: 
Superintendent of Agents 


Continental Casualty 
Company 


H. G. B. ALEXANDER, President 
General Offices - - Chicago, Illinois 
The Company with a National Reputation 
More than $24,000,000.00 paid as indemnities to our 
policyholders or their beneficiaries. 
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Financial Statement 





Of The 


Farmers National Life Insurance C0. 


Of America 











December 31, 1919 








Life Insurance Gained during 1919 - - - - $ 4,707,675.00 
Life Insurance in Force December 31, 1919 12,529,925.00 
Accident Insurance in Force Dec. 31, 1919 8,451,250.00 
Premium Receipts during 1919 - - - - 381,605.13 
Policy Reserve December 31, 1919 - - 407,603.87 
Surplus to Policyholders - - - - - - 468,095.44 
Gross Assets December 31, 1919 - - - 914,986.66 
Admitted Assets December 31, 1919 - 900,173.30 
Capital Stock - Ah eo inte 200,000.00 | 





Note that for each dollar of 
Policy Reserve, or Liability, the 
Company has $2.20 of admutted 
Assets. What other company 
has its Policies thus protected 
twice over? 
































EXECUTIVE OFFICE! 
3401 MICHIGAN AVENUE 


CHICAGO 
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Cincinnati—lhe home of stuff ai 


Cincinnati stands for conservatism, but that type of conserva- 
tism that does not stay real progress. Its institutions are solid 
and substantial. The atmosphere of the city is favorable to 
life insurance of the lasting sort. There is a permanency 
about all its projects. Cincinnati is not a plunging, gambling 


city. The traditions of the city are praiseworthy. 
The men behind the Ohio National Life reflect the healthy, 
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| URIBE COMPANY 


f stuff and dependable life insurance. 


conscientious and rock-ribbed people of the Queen City of the 
West. When Cincinnati is mentioned, those residing in any 
quarter will think of a city firmly planted, institutions that are 
rooted deep in the sub-soil and a people that take pride in 
their history and achievements. 

The Ohio National Life is a Cincinnati corporation, strongly 
fortified, well manned and favorably known. It stands well 
at home. Its own people believe in it. 


T. W. APPLEBY, Secretary 


























THE NATIONAL UNDERWRITER 


February 12, 1920 — 












































"4 
Kansas Life 
Insurance Company 


Topeka, Kansas 


1918 1919 
$3,054,519.00 $3,988,490.00 
5,876,390.00 8,261,678.00 
1,383,655.00 2,379,297.00 


Increase 
$ 927,971.00 
2,379,297.00 
995,642.00 


Insurance Written 
Insurance in Force 
Gain in Insurance 


Premium Income 156,677.31 258,878.19 102,200.88 
Admitted Assets 824,306.12 932,934.73 108,628.61 
Policy Reserve 126,447.00 221,085.00 94,638.00 


J. H. EDWARD 
President 















































OF DES MOINES, IOWA. 


JAS. H. JAMISON, Pres. 
FAVORABLE POLICIES 
SERVICES TO AGENTS 

A progressive Company with progressive 
methods. We offer an opportunity to a reliable 
man who can secure 100 applications during 
twelve months. 
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Chicago National Life Insurance Co. 
10 South La Salle Street 








NOW ORGANIZING 








AN ILLINOIS COMPANY OWNED BY ILLINOIS CAPITAL— 
MANAGED BY LIFE INSURANCE MEN 























PLAN SALES CONGRESS 
MEET AT TOPEKA MARCH 20 
Association There Will Have Co- 


operation of Underwriters at 
Wichita and Hutchinson 





TOPEKA, KAN., Feb. 10.—The 
Topeka Association of Life Under- 
writers has arranged for a one-day sales 
congress at Topeka on March 20. In 
this movement it will have the active 
co-operation of the association already 
in existence at Wichita, Kan., and the 
one just organized at Hutchinson. A 
delegation composed of William Horley 
of the Mid-West Life, president of the 
Topeka Association; C. A. Moore of the 
Liberty Life, G. Godfrey Moore of the 
Guardian Life, H. H. Hall of the New 
York Life and J. Z. Armstrong of the 
Aetna Life visited Hutchinson and 
Wichita last week to. present the plan 
for the sales congress to the life insur- 
ance men in those cities. 


Enthusiastic Meetings Held 


Enthusiastic meetings were held at 
both places and as a result of the visit 
it is virtually assured that the meeting 
at Topeka on March 20 will be attended 
by practically all of the active life un- 
derwriters in the two cities. Especial 
efforts are also being made to bring in 
the men from the smaller places 
throughout the state. 

At Hutchinson the visitors were en- 
tertained at luncheon by the local life 
insurance men, the purpose of the meet- 
ing being twofold—to boost the Topeka 
Sales Congress and to make plans for 
the association in Hutchinson. W. E. 
Bramble of Hutchinson presided and 
brief addresses were made by all of 
the members of the Topeka delegation 
and W. A. Scanlon, southwestern man- 
ager of THe NatTionaL UNDERWRITER. 
All those in attendance pledged their 
active support to the movement and 
their attendance at the Topeka 
meeting. 

Wichita Pledges Co-operation 


At Wichita the meeting was in charge 
of the local association, of which Harry 
Stanley is president. Several of the 
Wichita men had attended the Okla- 
homa City sales congress. They were 
very well pleased with it and spoke 
highly of the plan. 

The Topeka Association is a very live 
organization, having been in existence 
for about 13 years. It now has a mem- 
bership of about 190. 


Farmers’ National Meeting 

The annual agency meeting of the 
Farmers National Life was held at the 
home office in Chicago this week. Agency 
Director George Barmore presided at 
the business sessions and talks were 
made by the company’s leading pro- 
ducers. The Farmers National made a 
remarkable increase in new business last 
year and is going along at a fine gait. 
The company writes nearly all of its 
business in the rural communities and 
has an excellent lapse ratio and a very 
favorable mortality record. 

The annual agency dinner was held on 
the evening of the first day of the con- 
vention. Mr. Barmore presided at toast- 
master. The principal address was made 
by Stuart B. Edmondson, pastor of the 
Lake Forest, Ill., Methodist Episcopal 
Church, and until recently Chicago man- 
ager of the Illinois Life. Mr. Edmond- 
son spoke on “Life Insurance—the Cor- 
nerstone of the Temple of Life.” Presi- 
dent John M. Stahl spoke on “Loyalty” 
and attributed the steady progress the 
Farmers National has made to the loy- 
alty of the men who have represented 
the company in the field. Short talks 
were also made by the company’s lead- 
ing general agents and district man- 
agers. The entire office force was in 
attendance at the function. 


Dinner at noon and an entertainment 
in the evening featured a roundup of 
western Michigan agents of the North- 
western Mutual Life at Grand Rapids 





KANSAS CITY PROGRAM 


SALES CONGRESS ON MARCH 3 





Tentative List of Speakers Announced 
for Big Meeting—Winslow 


Russell Assisting ' 





KANSAS CITY, MO., Feb. 10.—The 
Kansas City Association of Life Un- 
derwriters has decided upon March 3 
as the date for the one-day Sales Con- 
gress to be held here under its auspices, 
Tentative arrangements announced by 
the program committee include ad- 
dresses by Governor Henry J. Allen of 
Kansas; Rev. S. B. Edmondson of Chi- 
cago; A. D. Hatfield of Cleveland, busi- 
ness insurance specialist; 
McFee, Chicago, and J. W. 
president of the National Bank of 
Commerce, Kansas City. Mr. Perry 
will be asked to take for his subject 
“Life Insurance vs. Credit.” 

Dr. Edmondson resigned recently as 
Chicago city manager of the Illinois 
Life to return to the pulpit. He is an 
especially forceful speaker. 

Ira B. Mapes, chairman of the pro- 
gram committee, is making a strenu- 
ous effort to induce Harry B. Rosen of 
the New York Life to attend the con- 
gress here. Mr. Rosen has been re- 
quested to come to Kansas City and 
deliver one of his addresses on sales- 
manship. The committee is co-oper- 
ating with Winslow Russell, vice-presi- 
dent of the Phoenix Mutual in 
mapping out the program. Mr. Russell, 
who will direct the congress here, has 
suggested that five-minute talks be 
made from the floor on the following 
subjects: Inheritance and estate taxes, 
income insurance, endowment insur- 
ance, business insurance, insurance for 
the farmer, selection and training of 
agents, types to seek, precedents to fol- 
low and types to reject. 

C. H. Poindexter, president of the 
local association, attended the Sales 
Congress in Chicago this week with a 
view of seeking some of the speakers 
at that gathering to address the con- 
gress here next month. The program 
committee of the Kansas City Asso- 
ciation, in addition to Mr. Mapes, in- 
cludes F. Larson, Northwestern 
Mutual, and W. B. Davis, Illinois Life, 


Enlarges Home Purchase Plan 


NEW YORK, Feb. 11.—Although not 
pushing them, the management of the 
Equitable Life of New York is encourag- 
ing the sale of its policies in connection 
with home building, and is writing a lot 
of such business. Years ago the society 
organized a plan whereby a loan for home 
building could be secured, the applicant at 
the same time taking out a life insurance 
policy sufficiently large to cover his loan, 
a percentage of the premium and a portion 
of the principal is paid monthly, just as is 
rent, thereby making it easy to secure 4 
home and guaranteeing its holding by the 
estate in the event of the assured’s jeath. 
As a further service the society wiil now 
issue health or accident policies, without 
the death benefit, and carrying only 
weekly indemnity, so that monthly pay- 
ments upon the home may be kept up even 
though the borrower be incapacitated 
through accident or illness. The general 
plan is an appealing one and many home- 
seekers are taking advantage of it. 





George Elliott Hunt Resigns 


SAN FRANCISCO, CAL, Feb. 11.— 
George Elliott Hunt of San Francisco, 
manager for the Union Mutual Life in 
California for the past six years and 
with that company for 25 years, has re- 
signed in order to give his entire time 
to his personal business. Dr. A. E. Awde 
of Chicago, superintendent of agents for 
the Union Mutual, is at San Francisco to 
appoint a successor, 





: A. L. Spence Is Promoted 


A. L. Spence, who has been the leading 
personal producer of the San Francisco 
agency of the Bankers Life of Iowa, has 
been transferred to the home office a8 





Jan..22.. General Agent Ira Blossom. pre- 
sided at the festivities. 


agency supervisor for the company in 
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Old Line Bankers Life Insurance Company of Nebraska 


FINANCIAL STATEMENT OE JANUARY FIRST, NINETEEN HUNDRED AND TWENTY 


ASSETS 


First Mortgage Farm Loans~=— - - 
Cash in Office and Banks - - 
Cash Loans on Company Policies 
Federal Land Bank Bonds - - 
Municipal Bonds’ - - : - 
Liberty Bonds - - - - 

Home Office Building - - - 
Interest Accrued, Not Due - - 


Net Deferred and Unreported Premiums 


Furniture and Fixtures Account’ - 
Collateral Loans - - - - 
Premium Notes - - - - 
Stocks - - - - - 
Agents’ Debit Balances - - 
“Other Assets”’ - - - - 


Assets, December 31, 1919 - - 


RECORD 
Gain in Surplus” - - é a 
Gain in Reserve ° - . 


Gain in Assets - - ‘ J 





LIABILITIES 
- - $12,585,475.75 Reserve, Actuaries Four Per Cent (Full Reserve) $11,073,128.60 
- 404,491.92 Death Claims, Proof Not In : - - 24,500.00 
- - 713,214.32 Premiums Paid in Advance’ - - - - 15,002.39 
- 100,750.00 Interest Paid in Advance - - - - 18,105.80 
- -  1,133,607.41 Agents’ Credit Balances - - - - - 20,221.44 
- 599,323.06 Premiums on New Applications, Policies Not Yet Issued 10,092.85 
- - 172,069.58 Suspense Accounts - - 215.70 
- 238,051.99 Reserve for Dividends and Installm’ ts left with Company 2,419.94 
- - 75,243.36 Reserve for Taxes - - - - - - 224,464.27 
- None _ Reserve for Salaries, Medical Fees, Etc. - - 17,032.16 
- - None Capital Stock - - . : - - 100,000.00 
- None Surplus for Protection of Policy Holders - - 4,517,044.24 
- - None 
- None 
- - None 
- $16,022,227.39 $16,022,227.39 


OF NINETEEN HUNDRED AND NINETEEN 
- - $ 292,682.87 Income Exceeding Disbursements’ - 


- 1,364,079.95 Gain of Insurance in Force - . m 


- - 1,651,918.37 Insurance Issued - e 2 


Insurance in Force December 31, 1919 - - -$83,037,164. 97 


Death Rate per 1,000 
Lapse Ratio per 1,000 


Percentage of Actual to Expected Mortality Suan 1, 1904 to Dieidian 31, 1919 . 


inhi Life Insurance Co., 


Lincoln, Nebraska. 


Gentlemen: Your Mr. W. L. Mosgrove today handed me your draft for 
$1,334.10 in payment of my 20 payment life policy No. 6739 for $2,000.00. The 


20 premiums I have paid you amounted to $1,028.00, so you have returned to me 


Bradshaw, Nebraska, January 26, 1920. 


Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 


$306.10 more than I have paid you besides the protection the policy has furnished 


me for twenty years. 


I have another policy for $3,000.00 in another company matured the 15th inst. 
The premium amounted to $1,596.00 and I received in settlement $1,695.00. 





$ 1,644,587.13 
12,890,945.55 
16,764,918.43 


TWENTY PAYMENT LIFE POLICY 


.Roy E. Simmons 


Residence.........-.. Bradshaw, Nebraska 
I am more than pleased with your settlement and only regret I did not have Amount of policy............+- $2,000.00 
all my insurance with your company. I have given Mr. Mosgrove my application Total premiums paid Company... 1,028.00 
for a $10,000.00 policy and hope to mature it on as favorable terms as the one 
I have just settled. SETTLEMENT 
Yours very truly, Total cash paid Mr. Simmons. . . .$1,334.10 
ROY E. SIMMONS. And 20 Years’ Insurance for Nothing 


Every old Agent knows—and every new Agent quickly learns that the policy settlements which 
we are making by the hundreds annually afford unusual field advantages. 


Home Office, Lincoln, Nebraska 


If interested in an Agency contract write 
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FRANK D. JACKSON, 
President 
SIDNEY A. FOSTER, 
Vice-Pres. and Sec. 
*« N. M. HUBBARD, Jr., 
Vice-Pres. and Gen. Con. 


Paid Policy Holders $8,284,000 


Royal Union Mutual Life 


Insurance Company 


DES MOINES, IOWA 


CARL B. PRAY, 
Treasurer and Vice-President 
JAMES TAGGART PRIESTLEY, M. D. 
Medical Director 
JOHN A. GRAYDON, 
Mgr. Reinstatement Dept. 





~RECORD OF PROGRESS 




















id to Outstandin 
Year Annual Income Police Stubades + sapere Assets 

1886 $ 10,578 Si veeetes $ 234,500 e $ 5,576 
1887 17,635 3,000 410,500 11,353 
1888 19,409 1,000 542,100 18,955 
1889 29,762 550 703,050 35,016 
1890 31,094 4,263 817,400 50,244 
1891 35,856 1,301 1,002,700 69,569 
1892 40,357 4,048 1,149,775 89,126 
1893 45,353 4,199 1,324,483 109,358 
1894 56,593 14,507 1,633,797 134,292 
1895 62,039 12,009 2,038,947 147,843 
1896 87,465 13,971 3,725,114 177,132 
°897 157,040 37,195 4,456,659 226,871 
1898 129,409 28,811 5,047,544 256,876 
1899 322,957 48,118 7,158,094 372,635 
1900 462,156 113,412 9,191,600 545,407 
1901 418,909 114,664 9,505,492 732,182 
1902 417,257 118,968 10,751,579 856,318 
1903 496,354 104,932 12,783,263 1,056,762 
1904 589, 150,013 14,883,807 1,266,798 
1905 638,729 159,628 15,170,104 1,507,917 
1906 664,728 163,866 16,047,039 1,757,980 
1907 711,234 245,099 17,700,087 1,996,396 
1908 833,574 291,801 19,391,934 2,245,576 
1909 900, 279,092 21,024,028 2,593,521 
1910 1,019,171 329,737 23,088,186 2,970,984 
1911 1,222,836 54,822 547,644 3,328,642 
1912 1,288,187 382,930 29,054,337 3,827 ,06 
1913 1,438,179 391,182 31,833,102 4,594,033 
1914 1,623,476 34,945,696 5,258,7 
1915 1,759,430 605,295 39,407,1 5,939,516 
1916 2,019,582 687,252 44,105,695 6,637 ,267 
1917 2,301,284 829,728 50,110,406 7,428,188 
1918 2,545,188 1,128,575 52,432,109 8,243,878 
1919 2,833,987 1,167,293 58,085,615 8,966,557 














personal attention to ; 
the present time—the thirty-fifth year. 
an oak. 


The above growth has been accomplished, not by leaps and bounds, but by strict 
the business by the same management from the first year to 
It started from an acorn—and has become 


Present Assets to Credit of Policy Holders, $8,966,557 








CLAIMS PAID “ON_ SIGHT.” 


DISABILITY, 


old. The 

transacting Industrial Insurance. 
PROGRESS FOR 1919 

Gain in Assets...... .-.70 percent 

Gain in Income..... ...30 percent 

Gain in Insurance.........+.+s00- 18 percent 





are making big money. 


431 S. DEARBORN ST. 





Globe Mutual Life Insurance Company of Chicago 


Claims Paid by Telegraph 
Claims Paid by Telephone 

Claims Paid By Special Delivery 
BY CHECK DIRECT TO THE BENEFICIARY. 
CLAIMS PAID FOR DEATH AND TOTAL AND 
PERMANENT DISABILITY BENEFIT. STANDARD AND SUB-STANDARD RISKS 
ACCEPTED. PRACTICALLY NO REJECTIONS. 
AND OTHER CASH BENEFITS PAID. POLICIES ISSUED ON 
RESIDENTS OF CHICAGO AND WITHIN THE FORTY-MILE LIMIT OF CHICAGO. 
THIS IS MORE THAN PAID BY ANY ILLINOIS LIFE INSURANCE COMPANY 

IN THE SAME TERRITORY. 
SUCH IS THE RECORD OF THE GLOBE MUTUAL LIFE INSURANCE COMPANY 
of Chicago, incorporated under the Illinois Insurance Laws, 1895, or twenty-five years 
Globe is the oldest Life Insurance Institution of the State of Illinois 


ORDINARY AND INDUSTRIAL BRANCHES: , 
We give them the best leads to work on in the world. 


Apply T. F. BARRY, Sec. and Gen. Mngr. and Founder 


FIFTEEN THOUSAND DEATH, 


LAST FIVE YEARS 
Genie 20 ADRCEE: bcc decin'e <sewesiasoe 420 percent 
Gain in Income.. -...190 percent 
Gain in Insuranc 135 percent 












Pushing agents wanted. Our agents 


PHONE HARRISON 199 


TWIN CITY MEN MEET 


AGENCY CONVENTION IS HELD 


Well Attended and Enthusiastic Gath- 
ering at Home Office—San- 
born Is Speaker 


The annual agency convention of the 
Twin City Life, held at the home office 
in St. Paul, was well attended and en- 
thusiastic. The entertainment features 
provided for the hours outside of the 
business sessions, included a visit to the 
automobile show, a theater party and 
an evening banquet, at which the prin- 
cipal address was delivered by Mayor 
L. C. Hodzson, of St. Paul. 

John B. Sanborn, commissioner of 
insurance of Minnesota, was one of the 
principal speakers at the business ses- 
sions, reviewing the growth of life in- 
surance and the prospects for the 
future. A. M. Mikkelson, secretary of 
the company, delivered the opening ad- 
dress and had genera! charge of the 
meeting. 

J. Ivan Rhea, superintendent of 
agents, reviewed the company’s busi- 
ness for 1919, outlined the agency plans 
for 1920 and told the agents how to 
meet difficulties in the field. 

Other addresses on the program 
were: 

“The Canvass,” J. G. Ness, Crookston, 
Minn. 

“City vs. Country Business,” 
Lilligren, Mankato, Minn. 
“Medical Pointers,” Dr. T. T. Warham, 
Medical Director. 

“Character Analyses in Selling,” G, J. 
Hargrave. 

“The Country Banker and Life Insur- 
ance,” J. H. Mikkelson, Warwick, N. D. 
“The Mistakes I Have Made,” D. D. 
Miller, Bemidji, Minn. 

“Building an Agency,” G. G. Ness, Man- 
kato, Minn. 

“How the Agent Can Avoid Delays,” 
George S. Gilbert, Assistant Secretary. 

“Life Insurance as a Profitable Busi- 
ness,” H. H. Hand, St. Paul, Minn. 


GREAT PRODUCTION 
IS STILL AT HAND 


(CONTINUED FROM PAGE 1) 


ing hay while the sun shines. He does 
not know how long present conditions 
will last. He has made money, has 
greatly increased his production and 
has gotten a taste of blood. He is full 
of enthusiasm because of the magnifi- 
cent business he has done. He realizes 
that now is the “accepted time” and 
“now is the day of salvation.” There- 
fore the greater business he gets on his 
books the more advantageous will be 
his position in the future. Undoubtedly 
with a full head of steam the agency 
force is going ahead at a lively tilt. 
Then again, a number of new agents 
have gotten into the business. The 
money that has been paid during the 
last year or so has attracted more 
people into the life insurance domain. 
If a man has selling ability and can 
go out into the highways and byways 
and sell life insurance he knows that 
there is a rich reward awaiting him. 
There is not much difficulty these days 
in attracting high grade men into life 
insurance selling. This is because the 
public mind is much more favorable 


A. -H. 








Gets After Rebaters 


NEW YORK, Feb. 11.—Pleading guilty 
to the charge of accepting a rebate under 
a life insurance policy, Louis Ansher of 
New York was fined by the court of 
special sessions. Convicted of rebating, 
George W. Murphy and Lyon LEiseniant, 
life agents, had their licenses revoked 
and were likewise fined. The New York 
Insurance Department has been active in 
prosecuting the cases and has a number 
of charges against agents and policy- 
holders accused of like offenses under 
investigations, the life 
Association has set aside $10,000 as a 
fund for the prosecucion of rebaters and 
has a standing reward of $1,000 for evi- 
dence of law violating that will lead to 
conviction. 





underwriters 





Stage “Aetna Follies” 


On Feb. 12 the home office force of the 
Aetna Affiliated Companies staged their 
annual performance of the “Aetna Fol- 
lies” where all officials, employes and 
friends gathered to enjoy the efforts of 
Aetna talent. F. T. Jarmon, of the life 
department, acted as director and the 
performers were entirely Aetna-izers, in- 
cluding a chorus of Aetna-izettes. 


Plan Testimonial Dinner 


The St. Louis Branch, Aetna Life, has 
planned a testimonial dinner on Feb. 12 
in celebration of the agency’s passing 
$1,000,000 mark in annual business. Man- 
ager Frank Mead has among his guests 
several home office officials. 


to it and because there have been 
such great sales. 
Effect on Companies 


Some of the company officials are 
wondering just what will be the effect 
on their institution if there should 
come about a sharp slump and panic. 
In writing this large business the com- 
panies naturally have not earned any 
profit on it. At least- they will not 
until the second premium is paid. Com- 
panies find that it takes about all the 
first premium to put the business on 
the books the first year. There is 
nothing saved to speak of out of the 
first year’s premium. They rely on the 
business sticking for a few years be- 


ROSENFELD RESIGNED 


Second Vice-President of the Equitable 
Life of New York Announces 
Future Plans 


NEW YORK, N. Y., Feb. 11—After 
25 years of valued association with the 
Equitable Life of New York, Second 
Vice-President Henry L. Rosenfeld has 
resigned from its service to engage in 
the general re-insurance business. He 
will become United States manager of 
an established British company which 
will enter ‘this country in the near fu- 
ture, making general headquarters in 
New York City and will seek treaty 
contracts from life and probably from 
fire and casualty writing offices as well. 
Details in the transaction are now be- 
ing arranged and a complete statement 
of plans may be expected within the 
next week or ten days. Mr. Rosenfeld’s 


be filled, reports to the contrary being 
erroneous, 


Mr. Rosenfeld’s Career 


One of the successful and best known 
men in life underwriting circles, Mr. 
Rosenfeld began his insurance career as 
a soliciting agent for the Equitable Life 
at Atlanta in 1895. Soon thereafter he 
was appointed agency inspector for the 
society in Ohio and still later ealled to 
the head office as a general agency in- 
spector. When in 1905 Paul Morton’ 
was elected president of the Equitable 
Life, Mr. Rosenfeld was selected as his 
insurance assistant. 
the society were divided into two dis- 
tricts, the eastern and the western, Mr. 
Rosenfeld having immediate charge of 
the former, while Vice-President Geo. 
T. Wilson was made responsible for 
latter. Under the subsequent adminis- 
tration of Vice-President John B. Lun- 
ger, the agencies consolidated and Mr. 
Rosenfeld, then third vice-president, 
was placed in charge of the European 
business, W. E. Taylor assuming the 
general direction of the home field with 
title of superintendent of agencies. 
While abroad, Mr. Rosenfeld per- 
formed signal service for the Equitable 
Life, visiting all of the European coun- 
tries in which the society was repre- 
sented and safeguarding its interests in 
each. Just now Great Britain is the 
only foreign territory in which the 
Equitable Life is writing business. 


Need for Reinsurance 


The present seems an opportune time 
for launching a life reinsurance com- 
pany here. The majority of the offices 
in many cases are writing very large 
policies because of the inheritance tax 
laws and other factors of vital concern 
to wealthy men and have need for safe 
avenues in which to reinsure their ex- 
cess liability. In pre-war days such 
facilities were afforded largely by for- 
eign office but these arrangements were 
cancelled when the United States en- 
tered the world war and have not since 
been_ resumed. 


Register Life Men in Contest 


DES MOINES, IA., Feb. 6—Watson 
Brothers, general agents at Des Moines 
for the Register Life, entertained their 
agents at a chicken. dinner Friday night. 
It was a follow-up to the big banquet 
held in Des Moines a fortnight ago, at 
which time the Davenport agencies enter- 
tained the Fort Dodge and Des Moines 
agencies as the result of a contest in 
which the loser was to banquet the win- 
ners. Another one has been launched with 
agencies from Des Moines, Fort Dodge, 
Davenport, Audubon and the home offices 
at Davenport participating. It will wind 
up with a dinner in Des Moines next 
January. 

Nevin W. Calvert, office manager in 
the eastern department of the Pacific 
Mutual in New York, has joined the 
Jens Smith agency at Chicago and is 








fore they can see any profit. 


now devoting his entire time to solicit- 
ing life insurance. 


HE GOES INTO REINSURANCE _ 


post with the Equitable Life will not — 


The agencies of - 
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‘flucidation of a Number of Points 


uary 12, 1920 








SUBJECT IS TREATED 


How Life Insurance Provides for 
Estate and Inheritance 
Taxes 


That Have a Bearing on This 
Important Subject 





Allanson S. Ingersoll, assistant to 
the general agent of the Mutual Benefit 
Life in Chicago, treated of life insur- 
ance as the one logical provision to 
meet estate and inheritance taxes at 
the Mid-West Sales Congress at Chi- 
cago. Mr. Swansen of the Northwest- 
ern Mutual Life spoke on the subject 
from the judicial and legislative side. 
Mr. Ingersoll treated the subject more 
from the standpoint of salesmanship. 
He said: 


When a life insurance salesman starts 
out to write insurance for estate and in- 
heritance taxes he is necessarily getting 
into the field of “big game.” It is a field 
where specialization and intensive appli- 
cation of the most thorough sort is prac- 
tically indispensable to success. In 
approaching men of large affairs on the 
subject of life insurance for this or any 
other purpose, the salesman necessarily 
encounters the same peculiarities and 
idosyncrasies of character and the same 
underlying prejudices against the ques- 
tion. of life insurance which are met with 
in the larger field of smaller buyers. In 
addition, however, there is usually en- 
countered the more or less justifiable 
egotism and pride of opinion of the suc- 
cessful man a higher degree of impatience 
and intolerance for any one whom he 
thinks has something to sell which he is 
reasonably sure he neither needs nor 
wants. 
Acquaintance With Bank 


For a life insurance salesman who as- 
Pires to do business with big men of 
affairs it is very helpful to cultivate as 
wide an acquaintance as possible with 
the banking fraternity of his city. Bank- 
ers, more than any other people, are in 
a position to acquire a knowledge of the 
financial affairs of big business men and 
come. into contact directly or indirectly 
with most of the big things which they 
are doing in a financial way. Many of 
our most successful solicitors who write 
big policies make it a point to find out 
as much as possible about their prospect 
before they attempt an interview, and 
then on the foundation thus gathered, 


they without hesitation, ask from the | 


Prospect himself the additional and fre- 
quently very personal facts which are 
Practically indispensible to a thorough 
and intelligent scheme of underwriting 
the needs and purposes of the prospect. 
A number of these successful solicitors 
have either told me or have incidentally 
allowed me to gather the fact that their 
acquaintance with bankers,has played a 
large part in the success which they 
have attained. 


Getting the Prospect’s Confidence 


When the salesman has succeeded in 
obtaining a hearing, his next important 
problem is to approach his prospect from 
a viewpoint that will enlist, first, his 
friendly attention and then, his interest 
and confidence, to such a degree that the 
prospect will consent to the submission 
of a proposal and will provide the solic- 
itor with the needful information still 
lacking. A number of approaches are 
being used with success by big writers 
of life insurance for inheritance taxes 
as “those who run may read” in the in- 
Surance journals, This is a question upon 
which the ingenuity and knowledge of 
human nature of the solicitor must be 
brought to play with special reference 
to the individual characteristics and cir- 
cumstances of each particular prospect. 
It is an almost universal manifestation 
of the successful business man who has 
arrived on “easy street” and: who is par- 
































































FINANCIAL CONDITION 


maha Life 


Insurance Company 
December 31, 1919 











ASSETS 


Mortgage Loans on Real Estate - - - - $268,511.92 


Policy Loans and Premium Notes - - - - 28,983.13 
Municipal & U.S. Liberty Bonds - - - : 67,650.00 
War Savings Stamps - - - - - - - 1,776.60 
Cash in Banks on Interest - - - - - 64,737.67 
Interest due and accrued - - - - - - 7,102.15 
Net deferred and unreported premiums - - - 3,820.23 
Stock Notes per Nebraska Ins. Dept. - % . - 49,900.00 


$492,481.70 
LIABILITIES 


Capital Stock - - - - - - . - $150,000.00 


Policy Reserves - - - - - - - 247,664.55 
Contingent Excess Reserves - : - - - 10,000.00 
Assigned to C. M. Policies - - - - - 31,138.50 
1920 Contingent Dividends - - - - - 8,292.03 
Premiums paid in advance - - - - . 3,509.25 
Expenses and Taxes Accrued - - - + - 11,688.68 
Surplus (unassigned funds) - , - - - 30,188.69 


$492,481.70 











Record for Nineteen Nineteen 


Death Claims ($6,000.00 reinsured) - - - - $20,000.00 
Premium Income - - - - - - 353,410.00 
Income from Interest - - - - - - 11,788.54 
Insurance in force Dec. 31,1918 - - - - 2,422,500.00 


Insurance in-force Dec. 31, 1919 - - - - 6,213,500.00 
Gain in Insurance in force, including C. M. Increase, 3,791,000.00 


Ratio of Lapsation 5.9% 





E. N. SEARLE, Jr., President 


W. E. McCANDLESS, H. E. WORRELL, 
Vice President Sec’y-Treas. 








ticularly well satisfied with himself and 
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HOME LIFE 


INSURANCE Co. 
(Purely Mutual) 
_256 BROADWAY, NEW YORK 
WILLIAM A. MARSHALL, Pres. 


The 59th Annual Report of the Home Life 
Insurance Company shows over Four Mil- 
lion Dollars paid to policyholders in’ 1918. 
of which over Seven Hundred Thousand 
was in dividends. The influenza pneumonia 
epidemic caused an abnormal mortality. 
greater than any experienced in the Com- 
pany’s history, but notwithstanding this 
the assets show an increase of more than 
4% and are now over Thirty Six Million 
Doblars. 

The total insurance in force was increased 
during the year 8.6% and is now nearly One 
Hundred and Fifty Nine Million Dollars. 
W. A. R. BRUEHL & SONS 
neral Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 


CLEVELAND, OHIO 











“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeala to you, write 


HOME OFFICE 


DES MOINES (8-T Bidg-) IOWA 
TERRITORY 
IOWA SOUTH DAKOTA 








— 





A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutua! 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members 


The Penn Mutual 
Life Insurance Company 
of Philadeiphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 
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things as they are, that he is glad to 
react to any suggestion that some humble 
aspirant of whatever calling is seeking 
to learn from him the secret of the means 
by which he attained his success. He 
is -also usually prompt and willing to 
give such inquirers the benefit of his 
business judgment on various problems 
which involve by implication a deference 
to his wide grasp of financial affairs. 


Illustration Is Given 


In a recent solicitation of a prominent 
man by one of our leading salesmen which 
was more than ordinarily successful in 
its outcome, the conversation is said to 
-have turned somewhat along this line: 

“Mr. Jones, you have the reputation of 
being a man who has made a great suc- 
cess in the conduct of your business and 
financial investments, and I am a believer 
in the proposition that there are certain 
underlying principles behind such an ac- 
complishment. I am a young man with 
my career before me and ambitious to 
succeed. I feel that my success must 
be attained by following the footsteps 
of successful men like. yourself. Would 
you have any objection to telling me, 
briefiy, the principal factors which you 
believe entered into the success which 
you have attained?” 

“Mr. Jones” was much pleased by the 
flattering implications of the inquiry and 
stated briefly the way in which he had 
built himself up by hard work, applica- 
tion to his business and loyalty to his 
employers. At an appropriate turn in 
the conversation, the solicitor interpo- 
lated: 

“Mr. Jones, do you not feel that in 
addition to the hard work which you have 
done, and loyalty in service which you 
mention, an opportunity to render the 
service and show your ability has not 
also played an important part in the 
success you have attained? I have made 
up my mind that in order to succeed in 
a big way, it will be necessary for me 
to meet big men and seek the oppor- 
to perform for them the service 
which I have equipped myself to per- 
form. Now Mr. Jones, let me ask your 
opinion on a little matter which I have 
been turning over in my mind: 


Elihu Root’s Opinion 


“Suppose you were to retain the serv- 
ices of Elihu Root and pay him the mu- 
nificent retainer which that act would 


| entail and should seek and obtain his 


opinion in regard to the best method of 
providing for the distribution of your 
estate in case of your death, consistent in 
the largest possible degree with the re- 
tention of your own personal control of 
your property until that time; would you 
not at least be disposed to give his ad- 
vice the most serious consideration?” 

“Mr, Jones” assented to this hypothesis 
without hesitation. So far so good! His 
curiosity was aroused. 

“Now, Mr. Jones, suppose you knew be- 
forehand that on the day that you died 
all of the buildings of your big factories 
or your magnificent Lake Forest mansion 
would certainly be destroyed by fire. 
Even if you did not possess this knowl- 
edge which we are assuming, you would 
think it a very unwise risk not to have 
that property insured to the limit against 
fire.” 

“Mr. Jones” also assented to this prop- 
osition with equal readiness in spite of 


| the fact that the hypothesis involved his 


not surviving to see the loss which would 
be entailed in the destruction of his prop- 
erty. 

Root Is Quoted 


“Well, then, Mr. Jones, I assume that 
you would not make any distinction in 
this connection between the destruction 
of your factory or home by fire and the 
destruction of any other part of the 
estate which you would leave, and it is 
on just this point that Elihu Root has 
already given you his advice in a pub- 
lic speech, for which you owe him no 
retainer. Let me read you what he 
says: 

“<«t have come to the distinct conclu- 
sion that by far the best and, indeed, al- 
most the only practicable way of guard- 
ing against the possible ruinous loss of 
a forced sales of securities, for the pur- 
pose of paying the various estate and 
inheritance taxes which are being im- 
posed nowadays, both by the national 
and the states’ governments, is by means 
of life insurance, which, for a moderate 
annual payment, will insure the sum 
necessary to pay such taxes without the 
sacrifice of the securities. ” 

From this, “Mr. Jones” gathered that 
the salesman was trying to sell him some 
life insurance, but the salesman having 
already gotten sufficiently inside of his 
guard, was given an opportunity to state 
the logic of his proposition briefly and 





obtain the information which he needed 
to prescribe for this particular case. 


Get Presentation Well Prepared 


Big men are usually very busy men 
and not inclined to listen to any stump 
orations. Therefore, the less said on 
first interview before you are absolutely 
certain of your ground, the better will be 
your prospect of an open minded and 
careful consideration of the written pro- 
posal which you should proceed to pre- 
pare and submit at the earliest oppor- 
tunity. 

Too extensive a presentation on first 
interview will not only tend to exhaust 
the patience of your prospect but is more 
than likely to give him food for reflec- 
tion, which may bring him to precon- 
ceived conclusions, before your final hear- 
ing, that you will have a good deal of 
trouble in overcoming at that time. It, 
of course, will do no harm to give him— 
and you should have for that purpose— 
a leaflet showing as briefly as possible the 
scale of federal estate taxes and also the 
state inheritance taxes for your own 
particular state. The form which we have 
prepared in our agency and use for this 
purpose contains, besides the table of 
taxes, a brief explanation of the exemp- 
tions from these taxes, including the ex- 
emptions of life insurance. 


Leaflets Explained 


On the back of the leaflet is the quota- 
tion from Elihu Root which I have read, 
and a news item from the Chicago Tri- 
bune quoting C. M. Cartwright of The Na- 
tional Underwriter in regard to large poli- 
cies taken by Mr. Rosenwald and others 
to provide for the payment of inheritance 
taxes. We have numbers of other ex- 
hibits of this kind referring to the in- 
surance taken out by J. P. Morgan and 
his partner, Mr. Davidson, and by the 
DuPont family and other prominent men, 
for this purpose. Also news items about 
the large inheritance taxes and the sacri- 
fice of property of large estates because 
of the absence of proper life insurance 
provision, such as in the case of the 
Woolworth estate, where his Fifth Avenue 
mansion had to be sold; the case of Mr. 
Stillman of the National City Bank of 
New York, who died leaving only $100,000 
of insurance, while the taxes on his estate 
were more than eleven million dollars; 
and other similar cases too numerous to 
mention, 

News items selected, of course, should 
be of a character that come as nearly as 
you can to the circumstances of your 
prospect. 

Analysis of Policies 


If your prospect already has consid- 
erable insurance, get his policies and give 
him a thorough analysis of their privi- 
leges, cost, history and values. Make 
your prescription include not alone a pro- 
vision for inheritance taxes but for busi- 
ness insurance if he or his company needs 
it, and income policies to provide an abso- 
lutely certain income for his dependents 
so long as they shall live. 

In justification for this, you may tell 
him that the conditions which his affairs 
and his policies disclose seemed to call 
for a thorough recommendation covering 
the protection of all the insurable con- 
tingencies of his financial program and 
that you submitted it as a matter of 
service, subject to his consideration and 
approval. He will appreciate it and you 
will reap accordingly. 


Frohman Estate 


In this connection he might be told 
about the estate of Mr. Frohman, ap- 
praised at a gross value of about one 
million dollars, which, after the lapse 
of four years consumed in settlement, 
yielded a residue too small to mention. 
And also of the estate of Mr. Collier, the 
New York publisher, appraised at approx- 
imately five million dollars gross, which 
upon final settlement and payment of 
several large bequests to his business 
partners left his widow practically noth- 
ing outside of $80,000 of life insurance 
which she received after the deduction 
of a big loan from his policies. 

For the first interview a splendid ex- 
hibit that enlists the eye as wellas the ear 
of the prospect is the illustrative schedule 
of estate and inheritance taxes which has 
been issued by the Shanbacher Estate & 
Inheritance Tax Research Bureau as part 
of its advertising literature. This, many 
of my hearers doubtless know, points out 
in a concrete and definite fashion the 
very important feature of double taxa- 
tion by the states who impose inheri- 
tance taxes on the property of non-resi- 
dents as well as residents, the estates of 
non-residents also being subject to tax- 
ation in the domicile of the decedent. 

Another exhibit which goes into this 
matter somewhat in detail is a leaflet 
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advertising their inheritance tax service, 


‘published by Prentice-Hall, of New York 


City. Part of this leaflet, pointing out 
jn particular the applicability of this mat- 
ter to smaller estates, is so good that it 
jg worth repeating here: 

“Forty-five states now impose inheri- 
tance taxes. The tax laws are being re- 
vised; the rates are being increased; the 


-{nheritance tax problem is becoming more 


important and more complex every day. 

“A small estate will in many cases be 
taxable in several jurisdictions and waiv- 
ers will probably be required in others. 
The attorney or representative of the 
estate must familiarize himself with the 
Jaws, regulations and court decisions of 
each state in which any part of the prop- 
erty is located. He must secure and file 
the necessary forms, and obtain official 
consent to the transfer of the property. 


Schedule of Estate 


“Suppose, for example, an estate in- 
eludes the following stocks: 
Advance Rumley, 

American Agri. Chemical, 
American Sumatra Tob., 
American Woolen, 

American Zine L. & S., 
Atchison, Topeka & Santa Fe, 
Baldwin Locomotive, 

California Petroleum, 

Calumet & Arizona, 

Chicago & Alton, 

Chicago, Milwaukee & St. Paul, 
Cleveland, Cincinnati, Chicago & St. L., 
Colorado Fuel & Iron, 

Great Northern pf., 

Kansas City Southern, 

Southern Pacific, 

Union Pacific, 

U. S. Steel. 

“This estate will be taxable in at least 
eighteen states: 

Arizona, 

Colorado, 

Connecticut, 

Georgia, 

Illinois, 

Indiana, 

Kansas, 

Kentucky, 

Maine, 

Massachusetts, 

Minnesota, 

Missouri, 

New Jersey, 

hio, 

Penssylvania, 


Virgin ia, 
Wisconsin. 


What Must Be Done 


“What you must do: 

“It will be necessary then to 

“, Check up the assets and ascertain 
their value. 

“2. List these assets according to: 

“a. Taxing jurisdiction, 
“b. States in which they are located 
or which control their transfer. 

“3. Look up the statutes, regulations 
and court decisions of each separate state 
and of the Federal Government. 

“4, Ascertain the tax rates and the 
exemptions allowed by each taxing juris- 
diction to the various classes of bene- 
ficiaries. 

“5. Classify the beneficiaries in ac- 
cordance with the above—a _ separate 
classification for each state. 

“6. Ascertain the procedure necessary 
in each state to have the tax fixed or to 
secure a waiver; secure the forms upon 
which the various returns must be made, 
and calculate and pay the taxes. (Even 
though there be no tax, a waiver must be 
obtained in almost every state where 
Property or an interest therein is 
located. )” 


Turns on Root Proposition 


Of course the principal part of your 
Presentation will turn upon the proposi- 
tion of Elihu Root, which is the value of 
life insurance as a provision for taxes 

use of its timeliness of maturity in 
ready cash funds saving the sacrifice 
Which untimely liquidation of other in- 
vestments might entail. The instability 
of the current market for securities in 
itself is ample illustration to point the 
Moral of your tale and carry conviction 
almost upon the mere statement of the 
Proposition, 

The protection of your prospect’s es- 
tate in this way may be of almost equal 
importance to his close associates in 
business or joint ventures, whose common 
interests would be equally involved in 
the unavoidable sacrifice of your pros- 
pect’s share of the business or venture. 


Privileged Form of Investment 


Another exceedingly cogent considera- 
tion, however, and one not always fully 
appreciated, is the fact that life insur- 
ance itself is now the most privileged 





form of investment in respect to exemp- 
tion from these as well as other taxes, 
not to mention the expenses and delays 
of probate and other legal proceedings, 
the payment of debts and other business 
hazards. 

In many quarters we find the impres- 
sion that certain issues of government 
and municipal bonds are exempt from 
estate and inheritance taxes. While it is 
true that the Third Liberty loan act of 
the United States provided that Liberty 
bonds bearing interest at a higher rate 
than 4 per cent would be accepted at par 
and accrued interest in payment of the 
estate tax, provided they had been owned 
by the decedent continuously for at least 
six months prior to his death, neverthe- 
less, the bonds themselves, or any other 
so-called tax exempt bonds are not ex- 
empt from the estate and inheritance 
taxes, 

Liberty Bonds 


A gentleman whom I recently assisted 
in writing for the limit of our company, 
while sitting in my Office, told me that 
he had a certain amount of Liberty bonds 
in his safe deposit vault which he was 
holding in part at least for the purpose 
of paying the taxes on his estate, his im- 
pression being that because they were 
receivable at par and accrued interest in 
payment of the taxes they were exempt 
from the taxes, It did not take me long 
to convince him that if his estate was of 
the amount that the bonds which he pro- 
vided for taxes indicated, upon his death, 
under the present laws, those bonds, be- 
cause of being subject to tax, would be 
only worth 93 cents on a dollar to his 
estate. As a result, one of the four poli- 
cies issued on his life was placed in 
trust, payable to a bank for the payment 
of estate and inheritance taxes. 


Not Trying to Dodge Taxes 


Considerable of a point has been made 
in a recent article published by one of 
the insurance publications in disparage- 
ment of the idea that prospects are inter- 
ested in the value of the exemption of 
life insurance from taxes and that the 
suggestion of anything of that kind which 
might be construed as an attempt to 
evade “just taxation” only serves to ex- 
cite the suspicion and aversion of the 
prospect. I am compelled by candor, to 
record my almost daily experience de- 
cidely to the contrary, and I am unable 
to admit the justice of any inference that 
taking advantage of one form of invest- 
ment or another, because of its exemp- 
tion from taxation under an honest con- 
struction and application of the exist- 
ing laws is in any sense a thing to which 
a stigma should attach. So far as life 
insurance is concerned, there is the com- 
pensating detriment, if you please, of the 
expense of mortality in comparison with 
other forms of investment, and while 
that feature opens up the speculative pos- 
sibility of gain to the man’s dependents 
or estate in case of early death, yet the 
resulting advantage at the expense of a 
contingency which the investor does not 
care to face in his mind, consciously or 
sub-consciously, does not present so much 
of a counter attraction as might be in- 
ferred. 

Stability of Investment 


In addition to the preceding, it occurs 
to me that by way of competition as an 
investment pure and simple, to become 
part and parcel of the decedent’s estate 
either as an increment built up by con- 
tributions from his current income or as 
a substitution, by the change in form 
of investment, for existing property, life 
insurance also offers characteristics of 
stability of investment, immediate avail- 
ability as a cash asset and other qualifi- 
cations not always sufficiently emphasized 
in connection with an inheritance tax 
presentation. This angle of the subject 
frequently offers the key for the intro- 
duction of an income insurance program, 
which, as I have hereinbefore suggested, 
is almost invariably appropriate and us- 
ually makes an appeal where a man really 
comprehends the remarkable character- 
istics of the income service of modern 
life insurance, the stability of the invest- 
ment and the character of the investment 
service behind it. The little booklet is- 
sued by the National Association of Life 
Underwriters, containing the address en- 
titled “Stability Record and Reasons,” by 
Chas. W. Scovel, is one of the most im- 
pressive and remarkable presentations of 
this angle of life insurance which I have 
ever seen and it seems to me would make 
a very favorable impression upon the 
mind of the average man of large affairs. 


Excellence of Insurance 


Following along the same line, we 
might ask the prospect if it is not better 
for him to invest from 2 per cent to 4 
per cent per annum in an estate of this 






























THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
R are personal. The combined rights of individuals 

make up the rights of nations, and the “rights” 

of nations sometimes clash. It was for the pro- 
tection of these individual rights that Americans entered 
the war; it was to defend these rights that we raised 
vast armies, disciplined and equipped them, and sent 
them overseas to fight. It was for individual rights that 
our men fought so heroically. Their victory is a victory 
for individual rights. 

Laws and Courts and treaties and bailiffs and armies 
are properly the safeguards of individual and national 
rights. The first law of mankind was club-law—the 
law of the strongest—the law of the jungle. The ultimate 
law,—the law toward which Democracies are struggling,— 
will be the law which gives every individual his rights, 
harmonizing them with other men’s rights. 

In a Democracy men are assumed to have been born 
with certain inalienable rights which are protected and 
restrained by laws which men themselves more or less 
directly make and execute. 

Laws are not rights; they should define rights and 
be their safeguard. 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. 

The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have 
a right to be well brought up and well educated. These 
rights should be safeguarded as against the death or total 
disability of the husband and father. In most cases there 
is no safeguard except Life Insurance. 

The rights of the individuals,—husband, wife and 
children,—are written in the policy, and are further safe- 
guarded by the accumulations of the insuring company 
and by the laws under which it operates. You can’t live 
real democracy without insuring your life. 

The New York Life Insurance Company issues a 
Policy insuring against the risk of death or total dis- 
ability. Behind each Policy is seventy-four years of ex- 
perience, abundant resources, and the supervision of laws 
that define and maintain the rights of individuals. 


NEW YORK LIFE INSURANCE CO. 
346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 







































































































































The Prudential Insurance Company of America 
Forrest F. Dryden, President Home Office, Newark, N. J. 
Incorporated under the Laws of the State of New Jersey 
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Insurance Co. 


INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 
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MUTUAL TRUST 
LIFE INSURANCE 


COMPANY 
CHICAGO, ILL. 


pK 





We are writing new business at the rate of Twenty 
Million for 1919—have four general agency openings in 
Home State: 
1. Lake, McHenry, Boone, DeKalb, Kane and DuPage Counties in 


Northeastern ILLINOIS. 


2. Stephenson, Jo Daviess, Carroll, Ogle, Whit 


id aad Lee Cou ti 





in Northwestern ILLINOIS. 


3 LaSalle, Bureau, Putnam, Livingston, Grundy, Kankakee and 
Ford Counties in East-Central ILLINOIS. 


4. Thirty-five Countiesin Southern ILLINOIS. 


GOOD CONTRACTS—FOR GOOD MEN 
The only Illinois purely mutual company. 


The only Illinois strictly full level premium company, 


Write Home Office for information 


MUTUAL TRUST LIFE INSURANCE COMPANY 


30 North La Salle Street, Chicago, Illinois 














J. O. LUAGMAN, President 





DR. ANDREW JOHNSON, Secretary 


Lutheran International 


Jnusurance Company 


offers up-to-date contracts for good raen. 


Sohrbeck Building 
MOLINE, ILLINOIS 











kind, which becomes automatically paid 
up at death, than for his estate to pay 
6 per cent or more for a loan which even 
if it can be had, is a liability, must event- 
ually be repaid and at best will only post- 
pone for a time the probable sacrifice of 
his property. 

If he objects to the installment plan 
or to tieing up his money for so long a 
time without any income, we might offer 
him a single premium life or endowment 
policy, under which his dividends will 
yield him a low but dependable income. 


Single Premium Policy 


We might show him for example that 
a single premium ten year endowment 
which on the addition or accelerative plan 
of applying dividends should mature for 
its face in about seven years, would give 
the lowest mortality expense and the 
highest percentage of pure investment 
obtainable in any life insurance proposi- 
tion which we could offer. It is much 
like buying a bond at 80. When the en- 
dowment matures, the proceeds repre- 
senting a very fair return on the invest- 
ment up to this point may be left with 
the company under the so-called trust 
fund income option which will thereafter 
pay him for life on an annual, semi- 
annual, quarterly or monthly basis the 
very largest rate of interest that he can 
obtain under any pure investment, con- 
sistent with security, as absolute as is 
humanly possible and considering the 
shrinkage from taxation of other pos- 
sible forms of investment. 


Beauty of Options 


His principal will in effect be par on 
demand and at his death by the terms of 
the supplemental agreement in his policy 
he may-have so much as may be neces- 
sary for taxes, paid at once in cash for 
that purpose and the balance, if any, dis- 
tributed among his natural beneficiaries 
either in one sum or under whatever in- 
come option the insured or his bene- 
ficiaries may elect. 

If he balks at the difficulty of financing 
such a large cash payment for a single 
premium life or endowment policy, we 
immediately turn his objection to good ac- 
count by asking how then he expects his 
executor is going to raise such a large 
sum? Somewhere in the range from the 
single premium 10 year endowment to the 
ordinary life policy should be 2 form of 
payment and plan of maturity to suit his 
convenience and fancy. 

To secure the timeliness of maturity of 
a life insurance proposition he must pay 
something for mortality; to obtain the in- 
vestment, he must contribute to the re- 
serve. Let him write his own ticket. It 
may be, of course, that under the endow- 
ment plan he might be forfeiting the ex- 
emptions of his life insurance from the 
inheritance taxes, but’ so far as I can 
learn, this is an uncharted field and the 
answer to that question has not yet been 
determined. 


Prepares for the Future 


One particular feature of the relation 
of life insurance to state inheritance taxes 
works in very nicely with the nsychology 
of a favorable presentation and this opens 
the door as well to a discussion of the 
subject of inheritance taxes with pros- 
pects for life insurance wh? have not yet 
arrived at the point where their estate 
would require the proiection. This fea- 
ture is the reasonable expectation which 
the future holds out for the acquisition of 
a general estate by one who has none to 
speak of but enjoys a fair income, and for 
the regular, progressive increase of the 
estate already in possession of the pros- 
pect. Such an outlook is natural and 
pleasing and likely to cause a favorable 
reaction in the mind of your hearer. 


Striking Advantage Is Seen 


In arriving at an estimate of the resvits 
to be attained, it is logical to utilize the 
expectancy of life and the surplus income 
of the prospect. One striking advantage 
which the life insuranc2 policy holds in 
this connection by virture of its being a 
contract, is not generally appreciated, and 
being in line with the exemptions from 
burdensome taxation invariably makes an 
appeal. Because of the constitution of 
the United States which forbids any legis- 
lation by the states in derogation of 
vested contract right, we are told that if 
a life insurance contract is taken out and 
vested absolutely in the beneficiary, it is 
beyond the power subsequently of the 
state legislature to levy any greater taxes 
or further reduce the exemptions in exist- + 
ence when the contract was vested. It is 
also possible in some states, such as Mas- 
sachusetts and possibly New York and 
New Jersey to have this characteristic at- 
tach even when the right is reserved to 





jurisdictions that feature is either dogp 
ful or at best undetermineu. 



















estate ta 
Combination Tables B® the estat 
It is quite a common thing to run acrogg tt? gh 
so-called combination tables of the feq apply —? 
eral and state taxes giving illustrations of is gett 
the total amount of tax upon estates op Mm ‘8 vt 
various amounts. This method of pregen. — ay Tot 
tation is not always coupled with an ex. a ests 
Nlanation that the statement could apply ae stor 
only to the estate which went to a “se cir 
beneficiary. The federal taxes, as yoy on 
know, apply to the estate as a whole ag ~ in 
passes into the hands of the executo, — ol so 
while the state inheritance taxes, on the w 0 
other hand, apply to the respective shareg oe 
of the individual beneficiaries only. The gt ee 
general exemption from the federal tax jg to no W 
$50,000 and there is an additional eXemp. — pa app 
tion of $40,000 on life insurance payable Esing 
to individual beneficiaries, but not on life a of 
insurance payable to the estate. As the ats gen 
state laws now stand, the state of Te. sale, le 
nessee is the only exception tuo the gen. ptain 
eral rule that there is no state inheritange | iife ins 
tax upon the proceeds of life insurangg yabli 
policies payable to individual beneficiaries ~ other 
Federal Estate Tax ely 
Under the federal estate tax. the rateg auld 
of taxation run from one to twenty-fiyg | avoid. 
percent on increasing blocks of the gen. | 
eral estate in excess of the exemptions, © 
This is the revenue law vhicn went into © The 
effect Feb. 24, 1919. In the state of Ik. arise | 
nois the state inheritance taxes were in. | to the 
creased very substantially on the first of forms 
July, 1919, by an amendment to the exist for th 
ing law. These rates run from one per group 
cent to seven percent on the shares of First, 
immediate relatives with an exemption of policy 
$20,000 each and as high as 15 percent on payal 
legacies to strangers. There are discounts payal 
for prompt payment of the state taxes, part 
and penalties for delays under both. proce 
To give an example of the application to w 
of the laws which I have used as an illus- paya 
tration in a canvass, the combined tax legal 
upon a net estate of one million dollars to erly 
a wife as sole beneficiary would be $99, proc 
100, of which the Illinois tax is more than inhe! 
half. If a number of children or cok the : 
lateral relatives shares in the distribu- new 
tion, the Illinois tax would of course be pose 
considerably diminished. to p 
Bequests for various charitable and for 
other public purposes are exempt from any 
the federal tax and bequests for charita- exis 
ble institutions incorporated in Illinois exe! 
are exempt from the Illinois inheritance vid 
tax. 5 its 
Treasury Department Form 706 7 
m 
An excellent document to use in the see- in t 
ond interview is the Treasury Depart- 
ment’s Form 706, on which the return for 
federal estate tax is made. The formida- ; 
ble inquisition which this represents into Ih 
the affairs of the decedent is enough w pat 
appall the most stout-hearted owner of wh 
property, It is said that the senate has a pre 
bill pending which changes the basis of gr 
the estate tax to that now provided by the yo! 
state inheritance tax laws, i. e., upon the of 
share of each individual beneficiary. If ou 
that be true, it may be possible that the pe 
exemption values of insurance from the co 
law will be commensurately increased. 
So far as the state inheritance taxes are of 
concerned, recent history shows only a si 
progression of increases in the taxes and it 
decreases in the exemptions and it is quite li 
possible that following the example of the u 
federal government and the state of Ten- oO 
nessee other states may soon decide to al 
attempt to tax the proceeds of life insur- ti 
ance payable to individual beneficiaries. a 
Until that time the possibility furnishes h 
us with a good closing argument. Mean- 
while, however, the constitutionality of 
the federal law or of the law in Tennes- 
see may be passed upon adversely. 
Excess Is Profit Earned 
When an estate passes into the hands 
of the executor the federal government 


says no taxable income is_ realized 
although the property may have appreci- 
ated in value since the decedent acquired 
it. However, when the appraisal for 
estate taxes has been procured by the 
executor, and filed, and the taxes settled, 
if it subsequently becomes necessary for 
the executor to sell any part of the prop 
erty appraised in order to pay estate oF 
inheritance taxes, éxpenses of adminis 
tration of the general estate, debts oF 
cash legacies, and the property sold actt- 
ally realizes (not more than the original 
price, but) more than the figure at which 
it was listed in the schedule of appraisal 
for the federal estate tax, the government 
rules that the excess is a profit earned im 
the current year, and is subject to the a 
federal income tax, which must be paid — 
by the estate. 

The current federal income tax is 
percent or more on amounts over $100,008 
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are relatively small, while the federal 
estate tax does not exceed 8 percent until 
the estate exceeds one million dollars and 
the largest rate of 25 percent does not 
apply until more than ten million dollars 
js subject to tax. The relative effect of 
this anomalous and artificial proposition 
may readily be imagined, under certain 
circumstances, to be to the detriment of 
the estate. Therefore, it behooves the 
executor to beware how he proceeds under 
such circumstances and better yet it be- 
nooves the testator, before the executor 
gets in this dilemma, to provide in his 
will so far as possible for the distribu- 
tion of his specific property to specific 
beneficiaries so that none of it will have 
to be sold. Then in order that there need 
be no worry about the effect of the estate 
tax appraisal, nor on the other hand con- 
cerning the prospect of a needless sacri- 
fice of securities or other investments of 
his general estate by a hasty or untimely 
sale, let the testator take out, if he can 
obtain it, in addition to his regular line cf 
life insurance, a sufficient surplus amount, 

yable to his beneficiary, executor or 
other trustee, as the circumstances may 
seem to require, to cover all of the un- 
usual heavy cash expenditures which it 
would be impossible for the executor to 
avoid. 

Legal Questions 


The principal legal questions which 
arise in this connection are with reference 
to the advantages of various methods and 
forms of policies available for providing 
for the payment of taxes. These may be 
grouped roughly under three headings: 
First, policy payable to the estate; second, 
policy payable to a trustee; third, policy 
payable to a specific beneficiary. Policies 
payable to the estate, of course, become 
part of the funds of the estate and the 
proceeds necessarily subject to all taxes 
to which the estate is subject. Policies 
payable to a trustee, we are told by the 
legal fraternity, if the trust deed is prop- 
erly drawn, will, secure exemption of the 
proceeds of the policies from the state 
inheritance taxes but probably not from 
the federal estate tax. It is possible the 
new form of the federal estate taxes pro- 
posed by the senate may change this as 
to policies payable to a specific beneficiary 
for the purpose of meeting taxes or for 
any other purpose. If other insurance 
exists in excess of the federal estate tax 
exemption, of course payment to the indi- 
vidual beneficiary for this purpose loses 
its point. The danger of such a proce- 
dure lies in the fact that the beneficiary 
may be improvident and prefer “a bird 
in the hand to two in the bush.” 


Canvassing Document 


An excellent canvassing document which 
Ihave used is a form of trust deed pre- 
pared by the St. Louis Union Trust Co., 
which has some interesting and ingenious 
provisions. In a canvass it lends back- 
ground to the suggestion of this plan to 
your prospect. The trust deed to be used, 
of course, should be carefully and thor- 
oughly prepared by counsel for the pros- 
pect with reference to all the particular 
contingencies of the case. 

Once you have established in the mind 
of your prospect the logic of your propo- 
sition the problem of closing and “putting 
it over” is much the same as in any other 
life insurance solicitation, considering the 
usual calibre of the prospect for this kind 
of business. If the vested contract right 
argument does not secure action, some- 
times a thorough presentation of the 
aspects of a life insurance proposition at 
his age and the relative disadvantage of 
Postponing beyond his next change of age 
may have a salutary effect. I think it may 
be said to be much more general with this 
Class of business than smaller cases that 
if a man is sufficiently interested to go in- 
to the subject thoroughly and is con- 
vinced of the logic of your proposal, he 
is usually ready to act without much 
urging when the proper time arrives. It 
is sometimes a good thing to suggest that 
he does not have an exclusive monopoly of 
all the decisions to be made in the matter 
and the life companies and their medical 
departments will have to make the final 
decision as to what he may be able to do 
with the program which you have laid out. 


Evasion Devices 


: A number of devices for the evasion of 
inheritance taxes are brought up from 
time to time, such as the placing of bonds 
and stocks endorsed in blank in a safety 
deposit vault where the beneficiaries will 
obtain them automatically and surrepti- 
tiously; such as taking out joint survivor- 
ship bank accounts and other kindred pro- 
Posals; but in the last analysis it usually 
develops that some provision of the law 
@8 been overlooked or an actual viola- 
tion of the law is involved which is almost 


the state inheritance tax law the owners 
of joint survivorship bank accounts are 
treated as tenants in common and under 
the federal estate law the survivor has to 
prove affirmatively that the share which 
he claims was never owned or contributed 
by the decedent. In regard to securities 
endorsed in blank, no transfer can be made 
without detection and even in the case of 
“bearer bonds,” such as Liberty bonds, the 
federal authorities usually have a way of 
keeping track through the banks of peo- 
ple who cash the coupons from time to 
time. 

As the laws now stand, it is practically 
impossible for a man to retain control of 
his property until death and escape the 
inheritance taxes, except by life insur- 
ance and the federal treasury department 
has proposed amendments of the existing 
law in regard to what is contemplation of 
death, that will make it still more diffi- 
cult even to make a prior gift of property 
at any time that will not be subject to 
the taxes upon the subsequent death of 
the donor. 


Effect on Exemptions 


In connection with life insurance as an 
investment and as a means of providing 
for one’s family, an interesting question 
has met my attention as to the effect up- 
on the exemptions from taxation of the 
basis of valuation of life interests, annui- 
ties, remainders, etc., adopted by the fed- 
eral government. This is by no means 
irrelevant to a presentation of insurance, 
even exclusively for inheritance taxes, 1s 
one never knows when a turn in the future 
of the insured or possible changes in the 
laws may revise the requirements of his 
estate for taxes and make the income 
privileges of his policies of paramount 
importance. The Regulations No. 37 seem 
to call for a valuation on the basis of a 
4 percent table. The guaranteed basis of 
the income being usually 3 percent or 3% 
percent, the present worth at 4 percent 
would naturally be a smaller sum than the 
actual commuted value. That part of the 
income represented by surplus earnings 
would presumably be classified in the 
same way as corporate dividends and bear 
no part in the appraisal, as they are not 
determined until declared as each year 
passes. The effect of such a computation 
on the distribution of $100,000 over a 
period of twenty years under that privi- 
lege of our contract would reduce the 
value for taxation from $100,000 to about 
$91,000. Under the so-called “trust fund” 
provision the income for life at 3 percent, 
based on the expectancy of a beneficiary 
25 years old, would be worth about $53,000 
on a 4 percent table and the principal pay- 
able at the end of that time about $27,000, 
making the taxable proceeds of the policy 
only about 80 percent of.its face. 

I have not seen any rulings that the 
federal department would apply this mode 
of appraisal to life insurance policies and 
simply call your attention to the matter 
as containing interesting possibilities. 


Books gna Pamphlets 


selves on this interesting subject, I might 
mention among others, the following 
sources: 
Federal Treasury Department Regula- 
tions No. 37—Estate Taxes. 
Federal Treasury Department Regula- 
tions—Form of Report for Estate Taxes, 
No. 706. 
Gleason & Otis on Inheritance Taxes. 
Prentice-Hall. Inc.—Income and Inheri- 
tance Tax Service. 
“Your Estate Intact,” by Franklin 
Ganse. Part of the Manning System. 
Recent National Convention numbers of 
Life Insurance Periodicals; also current 
issues of same. 
Handy Table of Inheritance Taxes in all 
the States. Published by “Rough Notes.” 





The Vonnegut Hardware company, 
Indianapolis, has taken out group insur- 
ance for its 165 employes to the amount 
of $180,000. 





Wanted 


' We are in a position to consider the right 
kind of Life Agency for Summit County in- 
cluding the city of Akron. We paid for one 
half million Life Insurance last year. We 
are going to sign up soon. Write us at once 
if you are interested. 


Address 46-L care 
The National Underwriter 





certain of detection. For example, under 








To those who wish to inform them- | 





ANNUAL STATEMENT © 
December 31, 1919 


THE TWIN CITY 
LIFE INSURANCE COMPANY 
917-918 Commerce Building 


St. Paul, Minn. 
FINANCIAL STATEMENT—DECEMBER 31, 1919 











ASSETS 
Real EStat€ sec science con ces sire HEE vic agi Rane 5s ee Hea ce 929.90 
Mortgage Loans on Real Estate................0.00- iiuesaceé. ee 
Loans to Policyholders..... eeeeaed hes taametwss earn ia and ca eau 4,471.50 
Bonds, Amortized Value........ceccecceceteccecccuccecccesees 105,621.47 
Cash on Hand and in Banks......... aa Gia cvau dae bce adackaa ° See 
Accrued Interest ...... ea cel devin Soe © Geet «S$ per ere re 4,664.87 
Net Uncollected and Deferred Premiums............... a 4,826.59 
Other Asse civ. ccdideccns Wajewesaeee EWR cctowee sews 4 eiccet dy aOeee 
Fotah Assets eo. Ae eS ae pail aia pnewaas $ 272,735.54 
Less Assets not admitted...............66. oar. Se apeuwowa 708.83 
Net Assets .......0. PT ee en ese Seucckesy meee 
LIABILITIES 

Reserve to Policyholders............cceeeeeeeeeees ss cae $ 106,165.75 
Premiums Paid in Advance............cceceeeeees a aa eas aah wai 963.4 
Reserve for Taxes (estimated)...............000- ie aca are a : 2,179.67 
Other Liabilities ........ sity aaiethenesath cee dd oak eee 1,069.32 

Capital StOe 6ci8. feces chase Py ee ho ee ne . $100,000.00 

UPaSSIe Ee SULIOS: 8e 655 6d cas vek ue taser eing Rtas 52,648.5 
152,648.54 
Total Biase occ cccdave tea eeees Ji vvbc stele lnawes $ 263,026.71 
Insurance in Force........... EWiigh Ga Rds co hades Mal ees aes ea 3,405,500.00 
Seeplay to POncy nO Metso. oon occ ges 36 cosmabacdtagicsmatas . 152,648.54 

OFFICERS 


Rasmus Sorensen, President 
Henry Hale, Vice-President Ole Serumgard, Treasurer 
A. M. Mikkelson, Secretary T. T. Warham, Medical Director 
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Agents in Chicago 
are making money. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


of Springfield, Illinois 


can find places for a few good men. 


ADDRESS 


WOLFLE, STEFFELIN & COMPANY 


823 The Rookery, Chicago 
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FLOURISHING EXPANDING 
PROGRESSIVE EVERYWHERE 


THE BANKERS RESERVE 
LIFE COMPANY 


We are keeping pace with the wonderful impulse which 
life insurance now feels and we are placing men 
who are building solidly for the future. 





| Business in Force, $50,000,000.00 
Assets, Nearly $9,000,000.00 
| Monthly Production, about $2,000,000.00 








A few openings available only to Managers and General 
Agents competent to Produce Results. 
Telegraph or write— 


The Bankers Reserve Life Company 


ROBERT L. ROBISON, President JAMES R. FARNEY, Vice-President 
WALTER G. PRESTON, Vice-President RAY C. WAGNER, Secretary-Treasurer 


Home Office: Omaha, Nebraska 
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A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
ment Insurance. ‘This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably, and we 
have other advantages that help still more. We provide banking 
facilities for our Agents in the rural districts. We issue Par- 
ticipating and Non-Participating Policies. As regards adults, we 
write contracts with Double Indemnity provisions covering any 
kind of fatal accident, or with Double Indemnity provisions cover- 
ing fatal travel accident only, as may be desired. We issue poli- 
cies with waiver of Premium and Disability Annuity or Instal- 
ment Payment features. We insure males and females at the 
same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 








HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 8 
months next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 


Ordinary erie contain a valuable Disability clause and are guaranteed 
by State Endorsement. 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas. 











Progress in Twenty-Four Years 
Shown in Five Year Periods 


Year Insurance in Force 


1896 § 256,000.00 $ 
1901 = 2,363,054.00 102,687.00 
1906 10,576,110.00 661,430.00 
1911 - 20,565,597.00 1,952,407.00 
1916 48,026,506.00 4,922,478.00 
1919 84,777,274.00 7,982,899.00 


Assets 


2,972.00 





JOHN A. STEVENSON EXPLAINS =~ 
IPSYCHOLOGY OF SALESMANSHIP § 


John A. Stevenson, director of the | mind has certain innate or inherited 
school of life insurance salesmanship | tendencies 
at Carnegie Institute of Pittsburgh, | springs or 


gave the opening address, taking as his | 


subject “The Psychology of Selling.” 
Mr. Stevenson spoke continuously for 
an hour and a half, but during the entire 
time the interest of his hearers did not 
lag. In his work at the Carnegie In- 
stitute Mr. Stevenson has dug deep 
into the selling problems of life insur- 
ance and*has a real message for life 
insurance salesmen. 


Psychology Not Mysterious 


He said that the psychology of a sale 
is simply a unit of behavior and that a 
sale runs the gamut of theoretical prin- 
ciples. He contended that the prin- 
ciples of psychology are used every day 
by the life insurance salesman who is 
getting the business and that the man 
carrying the rate book cannot have a 
good selling record unless he employs 
the principles of psychology. He said 
that there is nothing mysterious or 
highbrow about psychology. Some 
psychological principles work and 
others don’t, and most salesmen use 
them by the trial and error method. 
If the life salesman were to make an 
analysis of the selling talks and argu- 
ments used by him that work, he would 
find them in accordance with the prin- 
ciples of psychology. 

Salesmanship, Mr. Stevenson said, is 
based on an understanding of human 
behavior and how men act under cer- 
tain conditions and circumstances. A 
sale is only a step in the understanding 
of human behavior. He cited as an 
example the fact that the salesman can 
show a prospect certain things and 
be more or less sure of a similar re- 
sponse, from all prospects to whom 
the particular thing may be shown. For 
example, the salesman could be rather 
certain of the character of the response 
he would get in 95 percent of cases, 
if he called the prospect a liar or a 
thief. The reaction would be the same 
on all men. There is a uniformity of 
action and response in human beings 
and nearly the same emotions are called 
up in every man who sees a big bully 
abusing a child or undue advantage 
being taken of an older person. There 
is, of course, a wide range of individual- 
ity, but most men are fundamentally 
alike and respond in very much the 
same way. 


Typical Questions Cited 


Mr. Stevenson said that 95 percent 
of the men who are halfway considerate 
in their treatment of salesmen and are 
not utterly lacking in courtesy will, 
simply because they are human beings, 
say yes to any of the following ques- 
tions: 

“Wouldn’t this be a wonderful coun- 
try to live in if every man left sufficient 
estate to provide for the comfort of 
his wife and the education of his chil- 
dren?” 

“Would you like to perpetuate your 
present income for your family as long 
as they live?” 

“Tf you could make arrangements to 
have your salary paid to your family 
regularly, even if you die, wouldn’t you 
be willing to do it?” 

“Are you going to make provision for 
your wife as long as you live, or as long 
as she lives?” : 

“Somebody pays for insurance. In- 
surance is so important in our social 
and economic life that you cannot pos- 
sibly dodge the payment of insurance. 
The only question is whether you are 
going to pay for it, in a comparatively 
small deposit, or whether your wife is 
going to pay for it in privation and 
by being deprived of all of the luxuries 
and many of the necessities of life.” 

All of these questions will: bring a 
similarity of response. Why is there 











this uniformity of action? 
Mr. Stevenson said that the human 
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.are the prime movers of all activities | 


which are 
motive 
thoughts and action. 


the essential 
powers of aff 
Instincts, he said, 


The impulsive force. back of action. 
arises from instinct. Nearly every act 
can be traced to a cause lying in ay 
instinct. Inherited instincts are, of 
course, not the only source of motive 
powers as habits and education infly. 
ence to some extent, but they are 
merely the acquired polish. The in. 
stincts are fundamental and underlying 
in all men. 

Mr. Stevenson said that instinct is an 
inherited disposition, and that the mogt 
important instincts are those of eating, | 
manjpulation, acquisition or possession, — 
approval, mastery, fighting, gregarious, 
sex and parental. 


Selling Over Lunch Table 


He analyzed separately all of thege — 
instincts to show the important part they 
play in the life insurance sale. In speak- 
ing of the instinct of eating, he said that 
many life insurance sales are made over 
a lunch table that could not bé made 
any place else. The life insurance saleg- 
man often finds that things go easier 
after a meal. A direct appeal can be 
made to the prospect to make provision 
for the wife and children to have enough 
to eat at least. The salesman who hag 
learned that the prospect responds more 
easily after eating heartily has simply 
learned one way of adding more drive 
to his canvass for business. 


Something to Handle 


The instinct of manipulation has been 
recognized by many life insurance sales- 
men who have not learned to call it by 
name. It plays a big part in life insur- 
ance salesmanship. Many salesmen carry 
samples to satisfy this instinct and make 
use of it in selling. The average man 
approached likes to handle the policy, to 
play with it, turn it over and look at it. 

It gives him something to do. It re- 
lieves the strain of having to sit still 
and listen to the salesman’s barrage of 
talk. It acts as a sort of safety valve, 
and provides the prospect with some- 
thing to touch and feel. The life in- 
surance salesman should carry several 
documents, diagrams, illustrations, and 
other high class literature with which 
the prospect can occupy himself while 
the selling talk is being made. 

The instinct of acquisition or posses- 
sion is found in many, particularly with 
men of some substance. Many important 
men buy life insurance policies every 
year because they have developed a 
mania for acquiring policies. It is very 
similar to the collecting instinct. 


Seek Approval of Others 


The instinct of approval is found in 
practically all men. Men in all walks of 
life desire very much to have the ap- 
proval of their friends. They like to 
feel that they are doing the right thing 
and that people think they are doing the 
right thing. If a greup of women are 
discussing the life insurance carried by 
their husbands, and it develops that one 
who is not in particularly fortunate cir- 
cumstances has provided his wife with 
a generous amount of life insurance, it 
is rather certain that the other married 
women in the group will mention this 
to their husbands, and that there will 
be planted in the men carrying a small 
amount of life insurance the desire to 
increase their protection, thereby win- 
ning the approval of their wives and 
their friends. 
Stevenson said, purchasers of life insur- 


ance really like to have the approval of — 


the agent selling them the business. 
They like to be told that what they have 
done is the right thing, that they are 
taking care of their family in the right 
way and doing the best thing for them- 
selves and the community. The approval 
of their act means much, and is sweet 
music to the ears of the great majority 
of life insurance buyers. 


Swaying Big Men 


The instinct of mastery and leadership 
is found among the big men in a com- 
munity. Many men of means buy life 
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— 
simply amazing to see the amount of 
jife insurance business that can be writ- 
ten among big men by the agent who 
goes out with a list of his company’s 
prominent policyholders, consisting of 
those who carry $100,000 or more of life 
jnsurance with the company. He said 
that so simple an argument as that the 
company desires to add his (the pros- 
pect’s) name to the list of prominent 
policyholders will get a response often- 
times where a response is hardly ex- 
ted, The man striving for mastery 
and leadership wants to see his name at 
the top and among the big men of the 


Mr. Stevenson said, but it works. 
Tendency to Imitate 


All prospects large and small have 
the gregarious instinct. They like to 
do whai others are doing. Men are very 
imitative in their actions and are greatly 
influenced by what their fellow men are 
going. This is shown in the life insur- 
ance purchases being made today. Men 
are increasing the amount of life insur- 
ance they carry because nearly all of 
their friends seem to be taking out more. 
The son returns from army life, carrying 
$10,000 of life insurance, to the home of 
afather with two children carrying only 
$5,000. The example set by the son car- 
ries great weight with the father, and 
an agent who steps into a home of this 
kind has little trouble in placing an- 
other $5,000. 


Significance of Other Instincts 


Mr. Stevenson said that the sex in- 
stinct permits the salesman to emphasize 
the protective side of life insurance. He 
can stress the helplessness of women 
generally in the business world, and 
show that an income policy eliminates 
all financial difficulties for the wife in 
the event of death. Nothing can stop 
the regular payment of the income con- 
tract, and the man leaving his wife with 
a policy of this kind passes on no un- 
necessary burdens. The parental instinct, 
Mr. Stevenson said, actuates nearly all 
forms of social activity. It permits of 
a direct appeal for an educational policy 
for the children and permits the sales- 
man to play upon the heartstrings of 
the man with children. 

These instincts Mr. Stevenson defined 
as the big vital underlying principles. 
Any successful sales talk must include 
one of them. He said that any prospect 
will purr under any one of them or be 
led by any one of them. 


Must Calculate Response 


In order to get action, the salesman, 
Mr. Stevenson said, must have the pres- 
cience of a situation and the elimination 
of interfering situations. The prospect 
will not buy unless he is given an op- 
portunity to buy. The salesman must 
present the situation leading to the 
buying. Many salesmen fail because 
they never give the prospect a chance to 
buy. They talk on and on past the 
closing point, create another closing 
point and then talk beyond it. The sale 
must be staged to get a definite response. 


Stressing Buying Idea 


In order to provide for a place of 
response, conflicting ideas must be elim- 
inated. The salesman must strengthen 
the buying idea and fan it into flame. 
Nothing is accomplished in trying to 
knock out the idea of not buying. In 
other words, the idea for buying must 
predominate. This fact, must be burned 
in deeply upon the mind of the prospect. 
Every time the idea of not buying is 
touched upon, it only enlarges the im- 
portance of it in the mind of the pros- 
pect. This is a psychological mistake. 
It develops conflicts. Mr. Stevenson said 
that every time the salesman hits the 
not buying idea, he enlarges it. It 
should be ignored. The buying idea 
Should be played upon repeatedly to the 
exclusion of all other thoughts. 


Tractor Method of Selling 


The acts and mental process of a 
Prospect alone must bring the sale. That 
is, the prospect must be made to feel 
that he himself did the buying, and that 
the salesman merely suggested helpful 
ideas and assisted him in reaching a 
decision quickly. A sale is complete, Mr. 
Stevenson said, when over a period of 
years the policyholder still likes his 
original policy. Mr, Stevenson said that 
a sale is a series of mental acts and 
Situations created by the salesman and 
to which responses are made by the 
Prospect. The best sale is made upen 
What was defined as the tractor method. 
The tractor lays its track as it goes 
along and the machine itself passes over 
the track that is laid down. This is 


must lay the track over which the mertal 
machinery of the prospect is to run, and 
the track must be a single track, with 
no switches or curves. 


First Impression Lasting 


Mr. Stevenson said that the first im- 
pression is the most lasting, and for 
that reason ~it’°is ‘most important for 
the life salesman to make a good first 
impression and to quickly tap the inter- 
est of the prospect. He must get down 
immediately to something that interests 
the prospect quickly. Valuable time is 
lost in skirmishing or sparring around. 
During the first few minutes that the 
salesman talks the prospect is uncon- 
sciously forming an impression, and 
although the selling talk improves every 
moment that it is made, a bad first im- 
pression is very difficult to offset. The 
prospect’s mind stiffens against the 
salesman who gets away to a bad start. 


Talking Prospect’s Language 


Mr. Stevenson, as an example of talk- 
ing the prospect’s own language, cited 
the selling story of the man who was 
trying to write a policy on the life of 
an old German farmer. He was making 
no headway until he found that the 
farmer was specializing in the raising 
of chickens and was very fond of chicken 
raising. The salesman commenced to 
talk about the price of eggs, and at the 
time the policy was written found that 
for the price of 18 eggs a day the farmer 
could get a $5,000 policy. He presented 
the contract on this basis, and the 
farmer consented to what he termed an 
18-egg policy. When the _ salesman 
brought the contract around to deliver, 
the old German said, “Vell, my vife and 
i have been tinking this over and ve 
have decided to take one of dose 36-egg 
policies.” In this case the salesman was 
talking the prospect’s language had 
gotten entirely away from quoting flat 
premiums and was making it as easy 
as possible for the old farmer to buy 
life insurance on a basis that he could 
understand. 


Getting At Main Interest 


On the first cali and during the early 
moments of the first interview, the im- 
portant thing when soliciting a com- 
parative stranger is to get at what his 
hobby is. When this has been learned 
the salesman can get on common ground 
with his prospect. He can begin to talk 
about something that the prospect has 
some real interest in, and over which he 
can exhibit some enthusiasm. The idea 
of going in to a prospect and saying “I 
have a little contract that I want to talk 
over with you,” or “I have a proposition 
here that I would like to show you” is 
utterly silly. It means nothing to the 
prospect and can bring about nothing 
but opposition on the part of the pros- 
pect. The important thing is to hit for 
the big interest at once. 


Case of Betting Man 


Mr, Stevenson told of a man of some 
wealth in Minneapolis, who was known 
among life insurance general agents as 
a holy terror to young agents. This 
man was rough in his treatment of life 
insurance salesmen. He did everything 
but throw them out of his office bodily. 
His hobby was betting, and he was 
known throughout the entire city be- 
cause he was willing to take a chance 
on any kind of a proposition and make 
almost any kind of a bet. Minneapolis 
general agents used to send a young man 
around to see him, and if after calling 
on him they were willing to stay in the 
business, they were regarded as having 
the right stuff in them. 


How Case Was Closed 


One of the general agents in the city 
started out a new man and sent him 
around to see this gentleman with bet- 
ting proclivities. He was stopped at the 
gate by a young lady who asked him 
his business. 
is betting.” This rather unusual mes- 
sage was taken in to the private office 
and the gentleman asked to have the 
caller shown in at once. Upon being 
conducted into the inner sanctum, the 
life insurance man was asked: 

“You say that your busines is betting; 
what is your proposition?” 


He replied, “My business 


surance really was. He had presented it 
in terms that could be understood. 


Answering Objections 


Edward A. Woods, general agent of 
the Equitable Life at Pittsburgh and one 
of the big life insurance men of the 
country, says that it took him 15 years 
to learn not to argue with a prospect. 
Meeting objections does not necessarily 
mean ignoring them, but rather getting 
through or around them. When objec- 
tions are offered early in the canvass 
the salesman should not become discour- 
aged, but he should not brush them aside 
without referring to them again. They 
should be answered later in the talk, but 
after the desire for life insurance has 
been developed. In other words, nothing 
is gained by simply answering objec- 
tions, because even if they are success- 
fully answered the*prospect is left cold 
and unsympathetic. The first thing to 
do is to get the prospect in the frame of 
mind where he actually wants life in- 
surance. Then the salesman can go back 
and answer objections. s 


Closing Simply Part of Sale 


Closing, Mr. Stevenson said, is simply 
one of the steps in a sale, and not a 
thing by itself. There is not simply one 
psychological moment in a sale, but sev- 
eral. When to close must be learned by 
the salesman only after actual experi- 
ence in the field. There are certain 
things to watch for, such as a rather 
general relaxation on the part of the 
prospect, deep breathing, indicating a 





feeling of relief, and a look of satisfac- 
tion on the part of a prospect, as much 
as to say, “The thing is done, and I am 
well pleased with it.” In closing, Mr. 
Stevenson said, the important points 
should be summarized, and a few new 
ones not previously mentioned dweit 
upon. 
Time for Relaxation 


As the time arrives for ending the 
selling talk, the prospect should get 
a little muscular action and be given 
a mental jab. The salesman should get 
him started writing something, or in 
some physical act, in which the motor 
part of his brain is active. He should 
be given some muscular activity before 
the close is made. During the time that 
the prospect is:thinking about what the 
salesman is selling him, he wants no 
physical diversion. He is focusing his 
mind upon what is being said, and mus- 
cular action would take his thoughts 
away from the chief topic. After the 
sale has actually been made, however, 
he is really in need of some change of 
a muscular or physical nature, and when 
he has really ceased to think and has 
made the decision he needs to have some 
change in the nature of a relief. The 
act of filling out the application relieves 
the strain and permits the prospect to 
consummate the deal in an easy and 
natural way. 





Harrison J. Glasnell, agency manager 
of the Indianapolis Life at Evanston, IIL, 
died suddenly last week. 








INSURANCE PAID FOR 
NINETEEN -NINETEEN 


$72,000,000.00 





BANKERS LIFE COMPANY 
Des Moines 


George H. Kuhns. President 











modern life insurance. 


contracts. 
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Without hesitation the life insurance 
salesman replied: “My company would 
like to bet you 100,000 to 4 that you will 
be alive at the end of this year. Are 
you on?” 


this contract.” 





Teally the work of the salesman. He 





Quick as a flash the betting gentleman 
replied, “Yes,” whereupon the life insur- 
ance salesman drew from his pocket an 
application and said, “Well, then, sign 
In less than one minute 
he had shown the man who would never 
buy life insurance before what life in- 





‘“‘Mutual Life’? —known in every household. 


“The Oldest Company in America’ 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
The “contribution plan” of surplus. dis- 
tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 


Unexcelled 


policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York City 


























28 LIFE 








THE NATIONAL UNDERWRITER 


February 








A’Record of Thirty Years of Progress— 


Ten-Year Periods 


Assets Insurance in Force Income Policies Issusd 

Dee. 31—1888.... $ 104,307 889,073 1889-1898......$ 2,128,182 $460,386 

ae) saises 8,392,902  1899-1908...... 12,088,346 1,169,329 

1908.... 3,621,170 43,443,633 1909-1918... 35,887,982 2,199,357 
1918.... 15,758,208 145,055,484 


Zhe WESTERN and SOUTHERN 


Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI 
Organized February 23rd, 1888 


Attractive Opportunities 
Open to Agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania and Michigan 














WANTED: Agency Supervisor Familiar with Kansas Territory 


One who is acquainted in the territory, has had experience in securing and training 
agents and who has the ability to develop a good agency organization in the State 
can secure a good contract carrying salary, traveling expenses and a bonus on 
production by addressing 


J. Frank Montgomery, Agency Manager 
American National Insurance Company 


of Galveston, Texas 

















State Mutual Life Assurance Company 
OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 


1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far longer than the average life—the STATE MUTUAL has 
furnished unsurpassed —— and service. 
Additions are made to our agency force when the right men are found. 


STEPHEN IRELAND D. W. CARTER 





B. H. WRIGHT 

















President Superintendent of Agencies Secretary 
% a 
| us SE OUR We have a contract for you under which yout 
JERVICE income will be limited only by your activities. 
A REAL PROPOSITION FOR A REAL MAN 
FEDERAL CASUALTY COMPANY Mmididin 
Cash Capital $200,000.00 V. D. CLIFF, President 








Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


| Are You Permanently Established? 


‘| policyholders 








PHILADELPHIA } 


WHAT LIFE COMPANIES 
ANNUAL FIGURES SHOW 


(CONTINUED FROM PAGE 1) 


584, income $326,697, paid policyholders 
$50,245, total disbursements $323,680. 


Twin City Life 


The Twin City Life of St. Paul shows 
insurance in force Dec. 31 of $3,405,500, 
an increase over 1918 of 110 per cent. 
The business written in 1919 showed 
an increase of 290 per cent over 1918. 
The admitted assets now total $263,- 
027 and the surplus to policyholders 
$152,649. The ratio of assets to lia- 
bility to policyholders is 2.4 to 1. The 
company has made a growth of which 
it has good reason to be proud and 
is making plans for further expansion 
during the present year. It expects 
to enter South, Dakota early this year. 
The Mutual Life reports new busi- 
ness of $354,422,133, as compared with 
$208,920,389 in 1918. Its business in 
force is $2,089,171,357. It writes no 
group, industrial or substandard busi- 
ness and therefore its great increase in 
new business is remarkable. It paid 
in dividends last year 
$22,407,417. Since it started business 
in 1843 its policyholders’ dividends 
have aggregated $313,398,317. Its death 
claims and endowments last year 
amounted to $38,156,350. Its surplus 
increased $3,821,139, it now being $19,- 
551,215. The total payments to policy- 
holders since 1843 amount to the large 
sum of $1,593,367,173. 


The Indianapolis Life has been licensed 
to write life, health and accident busi- 
ness in Texas. 








Founded 1865 


THE PROVIDENT 
LIFE AND 
TRUST COMPANY 


OF PHILADELPHIA 
PENNA. 


The far sighted ‘*Maturing 
Policy’’ of the Provident is 
in accord with the Spirit of 
the Age. 


It protects your own declin- 
ing years. You can make 
it ““Shark- proof”? if 
you die. 























CENTRAL 


E. M. BROWN, President 


CLIFFORD V. PETERSON, Secretary 





SIATES 


LIFE INSURANCE COMPANY 





O you want to get 

started in business for 
yourself in a prosperous 
Indiana city with a home ~ 
state company that writes 
a wide variety of very lib- 
eral, low cost Policies? 

















Crawfordsville, Indiana 





THOMAS R NEAL, Superintendent of Agents 


CONVENTION IS H 


CLARK AGENCY SETS RECORD 





Northwestern Mutual Representatiyy 
at Princeton, IIl., Entertains 
His Agents 





A record of $3,000,000 worth of fife 
insurance written and paid for duri 
1919 was made by the H. A. Clark gen. 
eral agency of the Northwestern My | 
tual Life, with headquarters at Prince. 
ton, Ill., giving it seventh place among | 
the agencies of the company. Insp 
by the success of the past year, the 
Clark organization at its annual age 
meeting in Princeton set $5,000,000 as 
its goal for 1920. 

The meeting was an enthusiastic one, 
attended by 50 agents from all parts of | 
the district, which includes nine coun 
ties in northwestern Illinois. 
Vice-President M. J. Cleary and’ 
George E. Copeland, superintendent of 7 
agencies, had expected to be present 
but were unable to leave Milwaukee on. 
account of illness in their families” 
W. H. Dallas, assistant superintendent 
of agencies, was in attendance, however, 
representing the home office, and gaye 
an inspiring address on the Northwest 
ern and its business methods and stand. 
ards. R. O. Becker, general agent for 
the Peoria district, under whom Mr, 
Clark started his insurance work, paid 
high tribute to him. He reviewed the 
history of the Clark agency and pre. 
dicted even greater success for it in 
the future than it has experienced in 
the past. 

In connection with the meeting Mr, 
Clark entertained the agents, their 
wives and a number of leading policy- 
holders from Princeton at a banquet. 
At its conclusion the names of the 
agents who won the honors for the 
year were announced. The _ winners 
among the fuil-time agents were: For 
largest amount of personal business, 
W. P. Hutchison; largest number of 
lives insured, V. Heil: largest 
amount of business from district, E. F. 
Auman; largest policy during the year, 
W. P. Hutchison. Among the part-time 
agents, W. G. Ziemen and G. J. Schune- 
man were tied for the largest amount 
of personal business. J. H. Ellingston 
won the prize for the largest number 
of lives insured, and R. D. Gray for the 
largest policy during the year. 


business for the year was awarded to 
B. L. Beck. 


How Travelers Offices Stood 


The New York City metropolitan 
branch of the Travelers led all others in 
1919 in new paid for life business, new 
paid for health and accident premiums 
and net increase paid for in accident and 
health premiums, Cleveland was second 
in new paid for life business, Chicago 
third, Brooklyn branch fourth, San 
Francisco fifth, Philadelphia sixth and 
Milwaukee seventh. In accident and 
health premiums Chicago was second, 
Milwaukee third, Cleveland fourth, Des 
Moines fifth, Pittshurgh sixth and Hart- 
ford seventh. 
and health premiums Chicago was second, 
Des Moines was third, Milwaukee fourth, 
Cleveland fifth, Indianapolis sixth and 
San Francisco seventh. 


Iowa Agents in Convention 


tual Life held a successful convention in 
Des Moines last week. C. B. Lundgref 


next year, with Frank Kelly of Gladbrook, 
vice-president, and U. G. Gruver of Cedar 
Rapids, secretary and treasurer. The 
next meeting will be held at Cedar Rapids 
It was the 31st convention held by the 
Iowa agents of the company and was well 
_attended. 


Mosely Made Superintendent 


Philadelphia Life announces the ap- 
pointment of A. Moseley Hopkins to the 
position of superintendent of agenc 











with headquarters at the home office. 

















































special prize for the largest amount of © 


In net*increase in accident ~ 


Towa agents for the Northwestern Mu-_ 


of Burlington, was chosen president for ; 


ae amd ihe = 







































RECORp | 


resentatiyg 
tains 





fon of life 
or durin 
Clark oat 
Stern Mu 
at Prince. 
ice am 
Inspired 
ie: the 
lai age ’ 
wo gene 


iastic 9 
Il parts of 
Ne Coup. | 


cary and 
endent of | 
> present, 7 
vaukee op 
_ families, | 
‘intendent 
however, 
and gaye 
orth west. 
nd stand. 
agent for 
hom Mr, 
ork, paid 
ewed the 
and pre. 
for it in 
enced in 


ting Mr, 
ts, their 
& policy- 
banquet, 
> of the 
for the 
winners 
re: For 
business, 
mber of 

largest 
ct, E. 
he year, 
art-time 
Schune- 
amount 
lingston 
number 
for the 
sar. A 
iount of 
rded to 


od 


»politan 
thers in 
Ss, new 
emiums 
ent and 
- second 
Chicago 
h, San 
‘th and 
nt and 
second, 
th, Des 
1 Hart- 
ecident ~ 
second, 
fourth, 
th and 










February 12, 1920 


a 





THE NATIONAL UNDERWRITER 




















THE COLUMBIAN 
NATIONAL LIFE 


Insurance Company 


Boston, Massachusetts 


LIFE, ACCIDENT AND 
HEALTH INSURANCE 


Low Guaranteed Rates 








MANAGERS WANTED 


Three men for managers at Stockton, 
Fresno and Sacramento. Give age, ex- 
erience, four references, and choice of 
location in first letter. Duryea & Finley, 
General Agents, Penn Mutual Life Insur- 
ance Co., 901 Phelan Building, San Fran- 
cisco, Cal. 








Agency Openings in 
SOUTH DAKOTA 


OUR POLICIES SELL 
WHEN OTHERS WILL NOT 


RATES PER $1,000 
Age 40........ $16.00 Age 45........ $17.50 


NATIONAL LIFE 
ASSOCIATION 


Des Moines, Ia. 
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WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive Old 
Line companies in the Northwest- 
ern field. Writing business in its 
home state at the rate of $500,000 


per month. 


Men of integrity and ability, 





es 


who wish to stay and build for the 

future, will be given liberal con- 
— directly with the Home Of- 
ce. 


We invite correspondence. 
PROVIDENT INSURANCE 


COMPANY 
BISMARCK, NORTH DAKOTA 
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FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 

has just issued a very interesting booklet 
‘Suggestions for Increasing 
Your Income’”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 





SWANSON DISCUSSES 


| ceivable” 


FEDERAL INCOME TAX 


(CONTINUED FROM PAGE 10) 


included in the gross estate. For the 
method of computing the value of such 
an annuity, see Article 20. Where the 
insurance contract gives an option to 
receive a fixed sum of money in lieu of 
an annuity, this sum, if accepted, rep- 
resents the value of the insurance for 
the purpose of the tax. If such sum is 
not .accepted, the value of the annuity 
is to be included in the gross estate. 
Where there is more than one option, 
and none of them is convertible, the 
value of the insurance should be deter- 


mined in accordance with the option 
actually exercised.” (Regulations 37, 
Art. 36.) 


Article 20, referred to, contains tables 
explaining how to compute the present 
value of annuities for life or for years, 
and also the value of reversionary es- 
tates. Four per cent is the basis of com- 
putation where the annual income is not 
determinable. 


Rulings Don’t Go Far Enough 


These rulings do not go far enough to 
cover all cases. Applied literally to a 
policy where the money is retained by 
the company, paying interest to the 
widow for life, and upon her death the 
retained fund is payable in one sum to 
children, the regulations merely say 
there shall be included in gross estate 
the value of the life estate of the widow, 
whereas the amount receivable by all 
beneficiaries is subject to the estate tax. 
It would seem in the above illustration 
the value of the life estate should be 
computed under the table, and such as- 
certained value deducted from the total 
insurance to arrive at the present value 
of the reversionary interest going to the 
children. The interest factor in comput- 
ing the value of the life estate would be 
4 per cent, because the policy promises 
3 per cent plus an indefinite amount of 
dividends apportioned or excess interest 


earnings. In other words, the rate of 
annual income is not determinable in 
advance. 


Where settlement is made in a speci- 
fied number of annual installments, the 
total insurance provided on the face of 
the policy will be paid, and something 
additional. Hence, on one view, the face 
amount is what is receivable. On the 
other hand, it is a reasonable construc- 
tion that the present value of the total 
installments is the amount receivable 
and taxable. The treasury department 
has intimated, though not ruled, that the 
latter method will probably be adopted. 
The actual tax may not differ very ma- 
terially in amount, whichever way the 
computation is made. 


Settlement Under Option 


Where -the settlement is made under 
an option which promises a specific num- 
ber of annual installments certain, and 
continuing thereafter so long as the ben- 
eficiary survives, what sum is subject to 
estate tax? To illustrate, let us assume 
a policy of $100,000, ten installments cer- 
tain, with beneficiary aged 35 at death of 
insured. If the beneficiary dies before 
the ten installments are paid, the re- 
maining “stipulated installments” will be 
commuted and paid to the estate of the 
beneficiary. The company will then pay 
but a small part of the face of the pol- 
icy; but if the beneficiary lives out the 
expectancy—about 27 years, according 
to the table—the annual installments 
continuing for life, the company will 
pay more than the face of the policy. 
The tax is due one year from date of 
death of insured. We cannot wait to 
see if the beneficiary will die within the 
ten-year period or outlive the expectancy 
and pay the tax on the amount actually 
received. The tax is upon what is “re- 
ceivable” at the time the insured dies. 
In the case supposed the company guar- 
antees an annuity of $4,975 to the bene- 
ficiary, the present worth of which at 
insured’s death is a little more than 
$80,000. The Commissioner of Internal 
Revenue refuses to say how much is “re- 
under such a policy until a 
concrete case is presented. Logically, it 
seems the amount “receivable” is the 
present worth of the annuity, and not 
$100,000. 


Case of Successive Beneficiaries 


Where insurance is payable by install- 
ments to successive beneficiaries in point 
of time, it may be difficult to adjust the 
burdens of the tax. Take, for instance, 
a séttlement of income to the wife for 
life, and then in one sum to a daughter. 
The daughter may have no means of 
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LEADS THEM ALL IN KANSAS 


The Farmers and Bankers Life 


WICHITA 


— 


THE COMPANY THAT 


ANNOUNCES OVER 


$28,000,000.00 


In force on December 31, 1919 


Insurance Company 














Midland Mutual Life 


Insurance Company 


W. O. Thompson, President G. W. Steinman, Secretary 


Columbus, Ohio. 











Courteous—Safe—Conservative 


Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 
Capital $500,000 Fully Paid 


A Great Opportunity for LIVE Men 


NINE STATES 


Address W. H. SAVAGE, Supt. of Agencies 








that his 
abilities linked 
up with the 
policies of 


MUST WIN ALL THE TIME 






THE FARSEEING AGENT KNOWS 






Semirgar 
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of BOSTON, MASS. 

















paying, no-estate aside from a future 
interest in the insurance; and yet the 
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What Money Could Not Buy 


HE name Massachusetts Mutual is packed full of meaning 
It stands for perfect protection at 
low net cost, for absolute security, and for unexcelled service. 
It stands for something which no money could buy—an un- 
tarnished reputation. Sixty-eight years of square dealing have 
- gone into the making of that name. 
means so much to the representatives of the Company ? 


JOSEPH C. BEHAN, Superintendent of Agencies 











to the insuring public. 


Massachusetts Mutual Life Insurance Company 





Springfield, Massachusetts 
‘ Incorporated 1851 
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Is it strange that it 
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executor is to collect the proportion of 
the tax which the law imposes upon her. 
The question of recovery may trouble the 
executor. Practically, I presume the pro- 
portion which the several insurance ben- 
eficiaries are to pay will usually be 
adjusted by agreement, or through judg- 
ment or decree in the probate court. 

Estate and inheritance taxation has 
brought into prominence a new and ad- 
ditional use of life insurance. Those 
taxes must be paid promptly—in most 
eases within a year of death—to avoid 
penalties and interest. It is not advis- 
able to carry sufficient cash to meet 
estate tax obligations. Therefore to 
avoid sacrificing valuable property, men 
of wealth meet this contingency by life 
insurance. 


Tax on Insurance for Taxes 


The question is often asked whether 
insurance.-carried io provide funds to pay 
estate taxes is itself subject to tax. To 
answer this question we must decide 
whether such insurance is payable to the 
“executor” or to “other beneficiaries.” 
Congress obviously intended to subject 
to estate taxes all insurance which goes 
to the estate of the insured. If insurance 
is payable to a trust company in trust 
for a widow or children, clearly it is 
payable to “beneficiaries” within the 
meaning of the law, and subject to estate 
taxes the same as if payable directly to 


! reason why individuals and corporations 





the widow and children ultimately to en- 
joy it. Under familiar principles the law 
will look beyond the paper transaction, 
it will ascertain who gets the money in 
the end, and lay the tax accordingly. So 
if the insured’s intention reasonably ap- 
pears that the insurance, whoever may 
be the paper beneficiary, is to be used to 
pay the estate tax, a court will no doubt 
hold that, to the extent it is so used, the 
insurance is “receivable by the executor” 
and subject to tax accordingly. I think 
insurance carried for the purpose of 
meeting estate taxes should be made pay- 
able to the insured’s estate. Subterfuges 
to evade the tax by naming beneficiaries 
other than the executor will in all prob- 
ability fail to accomplish the purpose; 
and, if detected, may lead to punishment 
of the guilty and result in legislation 
from which life insurance generally will 
be made to suffer. 


No Reason for Gloomy View 


While we are passing through a period 
of high taxation, there is no occasion 
to take a gloomy view of the future; no 


should hesitate to carry insurance. Pros- 
pects must not generalize or become 
frightened because of rumors that a cor- 
poration under the tax of 1918 income 
was compelled to pay from 65 to 80 per 
cent of the insurance proceeds to the 
government. There may have been such 
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For Information, address: 


THE 


Equitable Life Insurance Company of lowa 
ANNOUNCES 


$200,000,000.00 of Insurance in Force 


Having Doubled in Size in 
LESS THAN FOUR YEARS 


Low Net Cost with Increased Service, Including Double 
Indemnity and Total Disability Benefits Assures Satis- 
fied Policyholders. 


1919 


Home Office, Des Moines 








are now making. 


THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the. Insurance World. 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh F=7cta:bs"* 


The Accident and Health gives 


Pittsburgh, Pa, , 











Liabilities 
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Total Payments to Policyholders since Organization.......... 21,988,834.83 
JOHN G. WALKER, President 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT**° MONTHLY INCOME INSURANCE. 


sidseecal LATEST POLICIES AND AGENCY CONTRACT aiCa7 lng 
Openings OHIO, IND., KY., MICH. and W.VA. Write Columbus 


Organized 1871 
LIFE INSURANCE COMPANY OF VIRGINIA 
Richmond, Virginia 
OLDEST—LARGEST—STRONGEST 
Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies 
from $1,000.00 to $50,000.00 and 
Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1918: 
EER AZ ey LOCC ROS aoe Pe ne UM eae MP 
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16,626,824.78 
1,736,037.97 


eee sere eeetsesese 


2,376,218.75 


a case, but it was unusual and neces- 
sarily embraced a policy that matured 
after one or two premiums only had been 
paid, and, owing to war conditions, the 
corporation realized abnormal profits. 
At that, the insurance was a profitable 
investment. A corporation officer when 
effered for insurance has considerable 
life expectancy, and will live as long as 
the average insured life; so normally 
there will be a substantial number of 
premiums to be deducted from the insur- 
ance proceeds, reducing materially the 
amount taxable, with the further prob- 
ability of lower tax rate when the insur- 
ance is paid. 

The high point in taxation in all prob- 
ability is past. The tax upon income of 
the calendar year i919 on individuals and 
corporations is materially less than for 
1918. The normal rate on taxable in- 
come of individuals of $4,000 or under is 
reduced from 6 to 4 per cent, and on in- 
come over $4,000 from 12 to 8 per cent. 
The tax rate on corporate income is re- 
duced from 12 to 10 per cent, and the 
lax on excess profits and war profits is 
reduced from 30 to 20 per cent under the 
first bracket, from 65 to 40 per cent 
under the second bracket, and the third 
bracket or so-called 80 per cent tax is 
eliminated except as to corporations 
holding government contracts. 


Expects Further Reduction 


We may reasonably expect further re- 
duction of taxes, including taxes upon 
income, when conditions shall again be- 
come normal, though taxation will prob- 
ably be high for some years to come. 
According to press reports, Congress will 
soon take up the revision of present tax 
laws; and it is reasonable to expect that 
taxes upon proceeds of life insurance 
will be treated as generously as taxes 
upon income from other sources. Legis- 
lators are gradually learning the prin- 
ciples that underlie life insurance, and 
as they do they will get more correctly 
the proper perspective between insurance 
proceeds and taxation. Under intense 
strain, nations, as well as individuals. 
sometimes act too hastily. At such times 
we must accept with indulgence some 
measures of unripe legislation. It was 
a misconception to treat life insurance 
companies and individual policyholders 
as though they would “profiteer’ by the 
war, and impose heavy taxes on them. 
Life insurance sustains war losses, but 
never reaps war profits. And now that 
conditions are approaching normal, it is 
time to eliminate incongruities and place 
all taxation upon more logical bases. In 
the work of evangelization you salesmen 
and the policyholder can accomplish 
more than those immediately connected 
with home office management. We be- 
lieve, and want the lawmakers to realize, 
that life insurance should not be taxed 
at all, because it makes independent 
many who would otherwise be public 
charges, makes taxpayers out of what 
would be paupers; that to burden life in- 
surance by taxes will discourage thrifi 
and saving, and in the end increase 
rather than decrease taxation in general. 


Basis of Computation 


In computing the gain or profit when 
the aggregate amount of premiums paid 
during the life of the policy is used as a 
basis, the gain or profit is the difference 
between the aggregate of the amounts 
paid by the company to the insured 
throughout the life of the policy and at 
the maturity of the endowment, and the 
aggregate of the amounts paid by the 
insured to the company throughout the 
life of the policy. The gain on the above 
mentioned policy under this method 
would be determined as follows: 
WOE Fue Sc hvweniee se casehoeeey ue $1,000.00 
Premiums paid _ since 

SAY POS ei os inc Hs 0k 
Dividends or shares 

surplus 3/1/1913..... 





169.55 
Cash value on 3/1/1913. 565.00 





734.55 
$ 265.45 

WARS 35.58 visas PR Pree tes pe $1,000.00 
Premiums paid prior to 
3/1/1913 
Dividends or shares of 
surplus prior to 


8/1/1918) Sede cece wses 80.91 





$589.57 
Premiums paid _ since 
3/1/1913 





$826.21 
Dividends or shares of 
surplus since 3/1/1913 67.09 





759.12 








or profit on the policy by using the 
value on March 1, 1913, as a basis, 
$265.45, while the gain or profit on the , 
policy determined by deducting the fuy | 

amount which represents the return oft E 
premium or premiums to the insured, tg) | 


only $240.88. Deducting said sum ot : 


$240.88 from $265.45, we get $24.57, which - 


the insured exempt from taxation under | 


insured, therefore, under the above pol- 
icy, should return as his gain or profit 
only $240.88, and not $265.45. For alj © 
practical purposes, it may be said that 
the gain or profit on an endowment 
policy should be first determined under _ 
each of the above methods, and the 
method producing the smaller gain or 
profit is the one which the insured 
should employ. 


Annuities 


Annuities Purchased by Payment of 
One Lump Sum to the Company: Where ~ 
an annuity is purchased for one lump 
sum, the annuity payments received are 
to be dealt with as a return of the pur- 
chase price to the annuitant, such return 
being spread over a variable number of 
years, dependent upon the expectation 
of life to the annuitant plus interest 
gains, and until the annuitant shall have 
received back from the company an ag- 
gregate sum equal to the lump sum 
which the annuitant paid to the com- 
pany, the annuitant cannot be considered 
to have received any gain or profit but 
only the return of what he paid out, but 
from then and thereafter all the money 
which the annuitant yearly receives from 
the company in excess of the lump sum 
which the annuitant paid to the company 
is income and must be included in his 
return. In other words, for example, if 
an annuitant should pay to the company 
$4,000, for an annuity, he will not need 
to include any part of the annuity pay- 
ments in his income tax return until he 
shall have received from the company 
annuity payments aggregating the pur- 
chase price, $4,000, but after he shall 
have received annuity payments agegre- 
gating the purchase price, $4,000, he will 
need to include in his return all of the 
annuity payments which he may there- _ 
after receive from the company. 


Dividends 
Dividends on Premium-Paying Policies: 
All shares of surplus or_ so-called 


dividends on premium-paying policies, 
whether such dividends are drawn in 
cash by the insured or applied in reduc- 
tion of the premium due, are exempt 
from tax and should be excluded from 
a return of income. 

Dividends from Paid-Up Policies: The 
Treasury Department has_' uniformly 
ruled under all of the income tax laws 
that so-called dividends on paid-up 
policies are in the nature of corporate 
dividends and must be returned by an 
individual like regular corporate divi- 
dends for the purpose of the surtax. 
Article 47 of Regulations 45 Revised, 
recently issued by the Treasury Depart- 
ment under the present act, provides in 
part as follows: “Distributions on paid- 
up policies which are made out of 
earning of the insurance company sub- 
ject to tax are in the nature of cor- 
porate dividends and are income of an 
individual only for the purpose of the 
surtax.” 


Misconception of Dividend Idea 


The theory of the treasury department 
that so-called dividends on paid-up pol- 
icies are in the nature of corporate divi- 
fends is, I feel, wrong, and must‘ be 
hased upon a misconception of the real 
nature of such so-called dividends. They 
are simply refunds or change given to 
the insured and in substance are entirely 
unlike corporate dividends. The distinc- 
tion'which the treasury department has 
made between so-called dividends on 
premium-paying policies and paid-up 
policies is, I submit, entirely without 
warrant in law or fact, and the require- 
ment that so-called dividends on paid-up 
policies should be returned for the pur- 
pose of the surtax is directly contrary to 
the provisions of the law which exempt 
“The amount received by the insured as 
a return of premium or premiums paid 
by him * * *” All we can do, how- 
ever, when we are asked for information 
on the subject, is to lay before the in- 
sured the treasury department’s ruling 
ard tell him that he must decide for 
himself, under the advice of his own 
counsel, what action he will take in the 
matter. 

Deduction of Premiums 


Premiums Paid by the Insured: The 





$ 240.88 


From the above we see that the gain 


insured, in his personal income tax re- 
turn, cannot claim as a deduction those 






is part of the amount representing a” | 
return of premium or premiums paid by 








the express wording of the law. The | 
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' computing net income no deduction shall 
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gums which he may have paid for pre- 
miums on life insurance policies on his 
life. 

Premiums on _ Business’ Insurance: 
Section 215 of the act provides “That in 


jn any casé be allowed in respect of 
« * * (d) Premiums paid on any life 
insurance policy covering the life of any 
officer or employee, or of any person 
fmancially interested in any trade or 
pusiness carried on by the taxpayer, 
when the taxpayer is directly or in- 
directly a beneficiary under such policy.” 
Article 294, Regulations 45 Revised, reads 
jn part as follows: “Where the taxpayer 
pays premiums on an insurance policy 
on the life of an officer, employee or 
individual financially interested in the 


INDIANAPOLIS 


Our poli 


contracts are liberal and modern, having many 
features 


t appeal to agents and prospects. 


Indiana National Life Insurance Co. 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 


Our Home Office is h 
the treatment accord: 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, President 


: eur agents are pleased with 
them. 





taxpayer’s business, for the purpose of 





protecting himself from loss in the event 
of the death of any such person, such 
premiums are not deductible from his 
gross income. But if the taxpayer is in 
no sense a beneficiary under such a 
policy, except as he may derive advan- 
tage from the increased efficiency of the 
employee, and pays the premiums purely 
as reasonable additional compensation of 
such employee, they are allowable deduc- 
tions * * *” 

Such premiums as the taxpayer may 
pay for the benefit of his employee as 
additional compensation as aforesaid and 
therefore be entitled to deduct in his 
income tax return, must be included by 
such employee in his income tax return 
as additional compensation. See Article 
33, Regulations 45 Revised. 


HOLD CONVENTION AT PEORIA 





Massachusetts Mutual Agents Celebrate 
Big. Gains in January and in 
Year Just Completed 





Following a month in which its mem- 
bers wrote 500 per cent of the business 
for the same month in 1918, the Peoria, 
Ill, Agents’ Association of the Massa- 
chusetts Mutual Life held its first an- 
nual convention with nearly half a hun- 
dred agents, representatives and friends 
in attendance. 

The month of January had been 
dubbed “Behan Month,” in honor of 
Joseph C. Behan, superintendent of 
agencies, who was one of the four of 
the home office men on hand for the 
convention. Two production teams, 
one led by President Fred C. Barnett 
of the association, and the other by 
Clarence W. Reuling, vice-president, 
had rolled up a tremendous total of 
new business. The association pledged 
a total of over $4,000,000 of new busi- 
ness for 1920. 

The remarkable strides made by the 
Peoria agency. were described by 
Arthur H. Challiss, one of the general 
agents, and the record-breaking in- 
creases of the whole company were told 
by Alexander T. Maclean, assistant ac- 
tuary of the company. The reports for 
the Peoria agency showed a gain of 
106 per cent over 1918, and correspond- 
ing increase all along the line. All of 
the old officers were re-elected. Prize 
awards for meritorious work went to 
President Fred C. Barnett, who won 
the 1919 continuous weekly production 
medal, and to T. Hawley Tapping, who 
was declared the winner of the agency’s 
“marathon” contest. 

Besides the two home office officials 
mentioned, Dr. S. B. Sholz, Jr., of the 
medical staff of the company, and Ger- 
ald A. Eubank, assistant superintend- 
ent of agencies, were on the toast 
Program at the banquet, which was a 
feature of the meeting. 


Good Business for January 


The Ohio National of Cincinnati wrote 
$1,090,000 of new business in January, a 
large increase over the figures for the 
month last year, and indications are that 
the February record will be as good. 

January paid-for business to the Union 
Central showed an increase of more than 
$3,000,000 as: compared with January-a 
year ago, so that the company is start- 
Ing 1920 with its record for more than a 
year past sustained, in that every month 
has shown an increase over the preceding 
month, as well as over the corresponding 
month of the year before. 





WILLARD E. KING, Vice President and Manager of Agencies 
Home Office: 


FIRST RURAL OLD LINE COMPANY 


Low participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 


FRANCIS F. McGINNIS, President, General Counsel and Founder 


We are writing at the rate of over three millions a year and have a particularly attractive prop- 
osition for men with clean records who can deliver the goods—as General, State or District Agents. 


FRANKLIN A. BENSON, Secretary and Superintendent of Agents 
BAY CITY, MICHIGAN 























All we ask is an opportunity to show to 
the up-to-date Agent either part time or 





whole time that we have the best proposi- 
tion and opportunities for his future success. 


Standard Life Insurance Company 
HOME OFFICE, DECATUR, ILLINOIS 


Address the Company at once tor agency con- 
tract and territory. S 
arranged for where conditions justify it. 

Company operates in Michigan, Iowa, ‘Illinois 
Nebraska, Kansas, Oklahoma, Missouri and Indiana 
Approximately $35,000,000 insurance in force. 





alary and expense allowance 











THOMAS J. OWENS, President 


Capital, $200,000 
of Indiana who believe in the ability of the management to 


build a real life insurance company. 


choice territory, progressive field and 


DR. ALBERT SEATON, Vice-President and Medical Director 


CENTURY LIFE INSURANCE CO., txoiinapois 


NO ORGANIZATION EXPENSE 
All of the stock is held by a few substantial business men Managed by men experienced and familiar with all- de- 


partments of life insurance work. 


We offer agents experienced management, superior policy contracts, 

home office methods and an 
old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency— 


Tell us where you want to work 


CLAUDE T. TUCK, Secretary 


Surplus, $100,000 








WANTED 
A 
MANAGER 


SOUTH BEND 


A live wire fellow who is capable of selecting agents for 
the sale of Accident and Health Insurance in monthly pay- 
ment department can secure a position with the undersigned 
Company on salary and commission. 

full details, past history and references. 


INCOME GUARANTY COMPANY 


When writing state 


INDIANA 











The Minnesota Mutual Life 


INSURANCE COMPANY 
Excellent Opportunities for Two General Agencies in Illinois 
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Cedar Rapids Life has been 


Contract Direct with Home Office 
For particulars address 
E. S. ALBRITTON 
2nd Vice President St. Paul, Minnesota 





The 
licensed in Minnesota. 





19,712 LEADS 








were distributed among Fidelity field men in 1918— 
the result of our direct mail advertising, This is agency 
co-operation on a vast scale and exp why we are 
writing more business than at any time in our ‘ 
The Fidelity operates in 40 states. Full levei net 
premium reserve basis. Faithfully serving insurers 
since 1878. Insurance im force over $150,000,000. 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 












































We 


Insure Total Abstainers 
At Reduced Rates 
OW many TOTAL ABSTAINERS 


do you know whom you could insure 
if you could offer them reduced rates? 
How much business would THEY 
help you to get if you could so write 
them? Wouldn’t this be a great 
advantage in opening new territory? 


We Give That Advantage to Our Men 
E insure TOTAL ABSTAINERS 


on Special Rates, or give them extra 
dividends on Regular Policies. We 
keep mortality records separate for 
the two classes. The savings in mor- 
tality for many years has been an 
average of 27 per cent in favor of the 
Total Abstainers, thereby giving them 
20 per cent greater dividends. Do 
you see the advantage to both Agent 
and Insured? This plan builds the 

' best business and gives the agent an 
organization which cannot be secured 
otherwise. 













































































PEORIA LIFE, INSVRANCE COMPANY” | 


PRORIA ° °* ILLINOIS 
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Entered as Second-Class Matter February 24, 1900, at 
Post Office at Chicago, Ill., Under Act of March 3, 1879. 
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OUNT VERNON 
The Home of George Washington 


The Shrine of Americans 


One hundred and sixteen years ago—The Insurance Company of 
North America issued a policy on property on this estate. 
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[HOUSE.] 
BY THE PRESIDENT AND DIRECTORS OF THE INSURANCE COMPANY OF NORTH AMERICA. 


WHEREAS; 


hath paid to the 


Winerw, a 


from Loss.op, Damage by Ejre, for CHL 

from this Cz NS the. , 4 Gne ye 

consiperatio thereof, the Capital Stock, Estatg/and Securities, of the said Co 
ud 

within the term aforesaid, unless they the said President and Directors s 


state of Repair as it,was in before it so injyred by fire; or shall make good the sai 
dacistoart @ fpentent einer 4 he Acteg an precited th 
within the term aforGsaid, then the said Capiéil Stock, Estate, and Securitigs of the Ci 
y Heirs, Executors, Administrators, or Assigns, the entire sum of a, 

and so shall continue, remain, and be et a. AB 7/9 tofime, toe co 
ake) year, for so Jong rg said . Cz) a 

on or oe the 426g Zz Qu which shall be in each succe 
Loss or Damage sh4ll be paid or indemhiféd in moptiner aforesaid, within thirty days af 
and the ASSURED, such diff tl be submitted to the judgment and determinat 
ing to all parties. Provided always, nevertheless, and it is hereby declared to be the tr: 
Corporation shall not be subject or liable to pay, or make good to the Assured any Lo: 
or any Military or Usurped Power whatever; And, Provided also, that this Policy sha 
already made, or shall hereafter make any other Assurance upon the ane — 
tis Policy: Orif the Ct we — above-mentioned shall, : 
whe shall use or exercise therein the Trade of a Carpenter; Joiner; Cooper; Tavern 
Chandler; Boat Builder, Malt Dritr; Brewer, Tallow Chandler; Apothecary; Che 
of ;-: the Storing or keeping of Hemp, Flax, Tallow, Pitch, Tar, Turpentine, Rosi: 


ofan; «d, Corn unthreshed, Oil, Wax, Distilled Spirits, E. tz 


u any of the said cases, this Policy, and every clause, article, and thing 





Mere? tu 


but that in ai 

and virtue. 
IN WITN* 3S WHEREOF, the said Corporation have c 

in the Year of our «ord, One Th d Eight Hundred 

} oheyto-beof 


} and ‘Oe. 
N B. This ¥ no force, if assigned, unless such assignment be a 


heir Common 





A ncace dle Aude ills 
Ae, anna rv Ve terre Cavidia [au 
Cnr bu agree? Brtunanee 


Y b00s Jour fhexpend Alte Selo 


"ye Seg 





b Lutibd PY A, 


ident and Directors of the Insurance Com 


bit Ahvrnwd 


fon shall be subject 
~- Executors, Administrators, or Assigns, any Loss or woe ee shall or may happen, by or by means of Fire to the said 
I forthwith give directions for putting the said 





Western Department: 
Chicago 


Metropolitan Managers: 
59 John Street 
New York City 
Brokerage and Service Department: 
111 William Street 
New York City ) 
New England Department: 
Hartford, Conn. 
Southern Department: 
Atlanta, Ga. 
Pacific Coast Department: 
San Francisco, Cal. _ 
Department of Central America: 
New Orleans, La. 
Canada General Agents: 
Montreal, Can. 
Department for Porto Rico: 
San Juan, P. R. 


y of North America/ 7 Ly lars 
a rich 


Kor 
aH Ms cucct 


Mane 


+z 


Cube General Agent: 
Havana, Cuba 
—— 


eh) fan NOW KNOW 


pay unto the said 





ae th MWecdengtons ee in 
Dare pen 


arw . 
AA in as good a _ 








“jase was President of the 


nited States when the Insurance Com- 
pany of North America was organized 


in Independence Hall in 1792. 


During all years since its organization 
it has served the people with unfailing 
fidelity and is today an example of 
youthful vigor and strength, a leader in 
every department of its activities. 


Cash Capital $40,000,000 
Loss paid since organization 


$203,147,689.76 
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A TEST 
of TIME 


One hundred and one years ago the General Fire Assurance 
Company of Paris was born; but it ts correct to claim as its 
ancestor the first land insurance company founded in France, 
which bore the name “Compagnie Assurance Generales,’ ap- 
pearing about the middle of the 18th century. This company 
operated under a decree which goes further back into history— 
a decree signed by Louis XIV.in 1686. We give here the pre- 
amble and article rst of this curious document: 














OUIS, by the grace of God, King of France and Navarre, dauphin of Viennois, Count 
of Valentinois and Dijois, Provence, For calquier and adjacent lands, to all those pres- 
ent and to come, GREETINGS. 

SINCE we have devoted ourselves to the re-establishment of maritime commerce, 
and the jurisprudence of which we have established by various regulations and by our 
decree of the month of August, 1681, several of our subjects have concluded policies and 
contracts of insurance with great advantage to themselves, thus avoiding large losses by 
means of the payment of modest amounts, to have their vessels and merchandise in- 
sured. This has caused us to urge several merchants and others, versed in business, to 
combine and form a General Insurance Chambre, in the form of a company, having a 
common capital and signature, in order to amass.a large amount of money, so that the 
merchants who wish to avail themselves of this method to reduce the risks which they 
incur in their ordinary business, may do so and continue their business with greater fa- 
cility and safety. 

FOR these reasons and others, 
we have stated and declared, and we state and declare by these presents, signed by our 
hand, what is our wish and pleasure. 

1. THAT there be established a Compagnie Generale des Assurances et Grosses 
Aventures in our good city of Paris, at such place as the interested parties may find most 
convenience, to constitute it the general office for insurance business, hold the necessary 
meetings there and there to negotiate the business of the company.” 


THE GENERAL FIRE ASSURANCE CO. 


OF PARIS, FRANCE 
United States Managers 


FRED S. JAMES & CO. 
Fred S. James Geo. W. Blossom Wm. A. Blodgett 


Agency Superintendents 
Carroll L. DeWitt P, A, Cosgrove 


123 WILLIAM ST, 
CHICAGO NEW YORK SAN FRANCISCO 

















